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“WAR IS HELL’ 
but IT TEACHES. 


We hate to admit it but the present world 
conflict has made us a better manufacturer. 
Peace-time methods are out and within a 
year we have had to perform jobs in record 
time for our Armed Forces that we ordinarily 
would have considered impractical. The 
scarcity of materials, shortages of labor, rules 
and regulations and heavy production de- 
mands by our government, are teaching us 
to find ways and means to do things quicker 
and better. 

Yes, “WAR is Hell,” but we hope that our 
experiences from it will help us 

serve you better when we return 

normal business again. 


THE IRWIN AUGER BIT COMPANY, Wilmington, Ohio, 














A PREDICTION 
by Wooster 


Despite wartime interruptions progress does not 
stand still. Wartime research and manufacture 
always bring new discoveries and new processes. 
This we know because we have gone through 
three wars and now the fourth. Wooster Brushes 
will continue to reflect the progress that comes 
from our participation in wartime requirements. 
Our dealers and their customers are certain to 
profit from this experience when we again return 
to peacetime manufacture. 


Meanwhile, WOOSTER WARTIME BRUSHES are available 
for essential uses through WOOSTER jobbers. 


FOSSSET 


THE WOOSTER BRUSH CO. * WOOSTER, OHIO 
Brush Manufacturers Since 1851— Thru 4 Wars 
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Bee Spring, make your store a 
center for Victory Gardens in 


your community. Seeds, fertilizers 
and many garden tools are still 
available — so make a real drive on 
Victory Gardens. 


Yale & Towne will help you. Al- 
though our manufacturing facilities 
are too busy on war production to 
provide the locks and builders’ 
hardware you know so well— we 
will back up your Victory Garden 
promotion by — 


The name YALE helfis make the Sate 


THE YALE & TOWN 


NATIONAL ADVERTISING 
* Thousands of SATURDAY EVE- 
NING POST readers will be urged to 
go to their hardware dealers for Victory 
Garden advice and equipment that is 
still available. Prepare for them now! 


2 VICTORY GARDEN DISPLAY IDEAS 

* An idea for a window display to 
drive home the importance of wartime 
vegetable gardens for a healthy, victori- 
ous America, will appear in the next issue 
of the “Yale Victory News” in this 
magazine. 








Yale Puts 3 Big Sales Movers 
in Your Business 









MANUFACTURING CO. 


STAMFORD, CONN., U. S. A. 
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\\ ..says Cap’n Mark! 


\ “Wear it out... use it up . . . make it do! That was the 
everyday habit of the folks ‘down East’ when I was sailin’ 
out of Massachusetts Bay,” says Cap’n Mark. “And it’s still 
a good rule to follow when it comes to usin’ rope— 
‘specially now when war in the Pacific makes good Manila 
fibre hard to get, and the Government has earmarked all 
the Manila cordage on hand for the Navy and Army.” 


Don't let neglect or carelessness of any kind shorten the 
life of your rope. Never throw away a length that can 
be salvaged for any sort of use. And keep your 
weather eye liftin' for signs of wear or abuse. A 
regular routine of rope inspection is the best insur- 
ance you can have that your rope and that of your 
customers will last for the duration. Send for a free 
copy of Cap’n Mark's booklet on rope conservation. 
It also shows the insignia of the Army, Navy and 
Marines. 


@ This is No. 5 in a series of advertisements offering sugges- 
tions on ways to get maximum service from Manila Rope now 
in use. The same suggestions apply to ropes made of any 
fibre. Follow them closely. Save rope and fibre for Uncle Sam. 


Columbian Rope is made from the finest 
fibre. Give it the care it deserves. 


COLUMBIAN ROPE COMPANY, AUBURN, “The Cordage City,” N. Y. 
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War production plants... water works... 
power, light and fuel companies ... hospitals, 


schools, and other institutions . . . . Though many 
thousands of miles from the battle field, they must be 
maintained at any cost, for from them America’s indus- 
trial democracy derives its strength. In these unwarlike 
structures our final Victory begins. 

To keep them operating at top efficiency, to build 
additions where required, takes thousands of Stanley 
Tools. To supply these tools, and at the same time meet 
the direct needs of our armed forces, we have “‘stream- 
lined” production all possible. Manufacture of non- 









essential items is suspended. Minor variations of tool 
lines have been eliminated, along with frills and unnec- 
essary paper work. 

As a result, we have tremendously increased produc- 
tion, used vital materials more effectively, used man- 
power more efficiently. But even this record output 
leaves few Stanley Tools available for ordinary use - 
a shortage your customers will understand. 


TOOLS ARE VITAL FOR VICTORY... SELL ONLY FOR ESSENTIAL USE 





1843 [STANLEY] 1943 





TRACE Mane 


STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN. 
THE FOOL Box OF THE WORLD 
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To Make Things 
LAST LONGER 


Recommend and Sell 


PANTHER and DRAGON 
TAPES 


When it is impossible to replace damaged 
electrical or mechanical equipment or appliances, 
show your customers how to make safe repairs 
with PANTHER and DRAGON Tapes. 


First to be wrapped and sealed in Cellophane 


e 


Perfect adhesiveness and tensile strength 


Strong durable core 


4 


Colorful attractive boxes 


5) 


, ACompany in the insulation business since 1878 

















HAZARD INSULATED WIRE WORKS 
Division of THE OKONITE COMPANY 


WILKES-BARRE, PA. Wy Offices in Principal Cities 








Sold only Through 
Recognized Independent 


a 321s 
BUY U.S. WAR BONDS — Every Payday All Hazard Employees BUY U.S. WAR BONDS 
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SEE HOW PYREX WARE CAN 
MAKE YOUR WARTIME MEALS 
THE BEST YOU EVER TASTED! 








SPRING AD! 
DISPLAY THE 
ITEMS FEATURED 


#229 ‘‘Flavor-Saver”’ 
Pie Plate 


#232 Utility Dish 

* 95 Mixing Bowl Set 
®445 Handi-kit Set 
#683 Double Duty 


Casserole 


#221 Cake Dish 
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LEAP ROLLS bebe 
day Pye Cot 
WARE wal veh Tatas 
Saves 


OQVENWARE 
FLAMEWARE 


HOW TO MAKE THE PYREX WARE 
SPRING CAMPAIGN WORK FOR YOU 
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( Be MAKE Your Warrime 
MEALS THE wnsy | 
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ET set for Pyrex ware’s biggest Spring promo- 

tional drive! Advertising in 22 top-flight na- 
tional magazines and 106 metropolitan Sunday 
newspapers! All in full four color! Plus a complete 
tie-in package. Use it to help build a special mass 
display featuring the items advertised! Push Pyrex 
ware this Spring! 





BETWEEN FEBRUARY 15 AND APRIL | 
71 MILLION PYREX WARE MESSAGES 
IN THESE LEADING MAGAZINES 
AND NEWSPAPERS 


This Week 

Puck—The Comic Weekly 
First 3 Markets Group 
Saturday Evening Post 

Life 

Look 

Good Housekeeping 
Ladies Home Journal 
McCall's 

Woman's Home Companion 
American Home 

Better Homes & Gardens 
Fawcett Romance Group 
MacFadden Romance Group 
Modern Romances 

True Story 

Household 

Farm Journal & Farmer's Wife 
Country Gentleman 
Woman's Day 

Family Circle 

Christian Science Monitor 
Christian Herald 









SPRING DISPLAY KIT 
ON ITS WAY TO YOU! 


RUN THIS FREE MAT 
IN YOUR OWN PAPER 





Already in the mails to all progressive Pyrex ware 
dealers is the Spring Display Kit. Contains smart 
double-faced window and counter display shown 


This advertising mat (size 2 col. 
x 11”) is included in the Display 
Kit. Ties in with this smashing 


(I LO OO LN, OO, I I. LO I Ar 


above. Designed to hold Pyrex ware on platforms. Parents’ campaign .. . identifies your 
Also includes advertising mat, colorful Mixing Bowl Brid store as headquarters for Pyrex 
Set card and four-color card featuring the ‘‘ Flavor- rides ware to the readers of the na- 


Saver’’ Pie Plate in use. If your store is not now on 
the Pyrex ware list, advise your wholesale distributor. 


67 Independent Sunday Newspapers 


tional advertising. Other mats 
of individual dishes available on 
request. Plan your Pyrex ware 


Ne eee ee ee ad now. 


DISCUSS THIS SPRING CAMPAIGN 
WITH YOUR DISTRIBUTOR’S SALESMAN 


CORNING GLASS WORKS, CORNING, N. Y. 


Nm a an a Nr Nee” Nee” Nee” ee” eee” ee” ee” eee” re ee ee” ee” 
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for Vacuum Bottles Made by “Thermos” 


@ The demand for vacuum bottles for use 
by war workers in the past two years has 
been greater than productive capacity. 

Added to this, critical status of mate- 
rials has necessitated changes in bottle 
cases and now forces restriction of their 
output. 


Substitute materials for these cases are 
difficult to obtain, and their production is 
either limited or problematical. Moreover, 
such substitutes will alter the accustomed 
nature of the vacuum bottle, and probably 
will result in a bottle in which the filler 
cannot be replaced. 
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TRADE MARK REG. U. S. PAT. OFFICE 


REPLACEMENT FILLERS 


NS BRAND 





Many of the problems can be answered 
by the sale of Thermos brand replacement 
fillers. 

Sell fillers, and decrease the gap be- 
tween restricted production and increased 
demand for vacuum bottles. * 

Sell fillers, and enable your customer to 
continue use of his accustomed bottle. 

Sell fillers, and help the user keep his 
bottle in proper shape with less expendi- 
ture of money. 

Sell fillers, and help keep up your own 
volume of transactions on vacuum insu- 
lated goods. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto 





+ Thermos Limited, London 
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At over the globe, U-S-S Sheets 
are going into simple, but cozy 
shelters for our fighting men . . .into 
duct-work to bring fresh air to men 
deep in the holds of fighting ships. . . 
into concrete forms to speed con- 
struction of vital bases and war 
plants. The countless uses of steel 
sheets in the war explain why you 
and your roofing sheet customers 
have had to wait. 

In the meantime, we are doing all 
we can for you. We are continuing to 
advertise U-S-S Sheets in leading 


farm magazines—keeping the name 
alive to protect the work you have 
done to establish them in your com- 
munity. And in such magazines as 
the Saturday Evening Post, Collier’s, 
Country Gentleman and Life we are 
suggesting that people buy war bonds 
and set them aside so that after the 


(ng, Weld you tg" 


war they'll have the money to im- 
prove their homes and farms. 

After the war there'll be a big 
business in steel sheets, as America 
catches up with construction. When 
that time comes, be sure your store is 
known as headquarters for steel 
sheets of provéd quality — U-S-S. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Pittsburgh and Chicago 


United States Steel Export Company, New York 


U-S°S STEEL ROOFING AND SIDING 


UNISZ#D STATES STEEL 
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G’BYE, BOYS, IT’S 


Bug-a-boo! 
& 








Three Products 
that Pay 
a Worthwhile 
Profit! 





DAY —when your stocks have been hard hit _ tionally advertised in leading magazines. They 
by wartime shortages—Bug-a-boo Products _are quickly available from coast to coast, with 
can help you maintain your sales volume. direct deliveries to you from our own ware- 


First of all, there’s a complete line: Bug-a-boo = house stocks or through leading wholesalers. 


Insect Spray, Bug-a-boo Moth Crystals, and Bug- Put the complete Bug-a-boo eT aN 
a-boo Garden Spray. These developments of the _ line on your shelves, and cash in ({, Suazanteed by © 
fOr ag! TET OH 





famous Socony-Vacuum Laboratories are na- onthisuniquesales opportunity. 


Bug-a-boo Products 


BY SOCONY-VACUUM 
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Housecleaning Items Women Need and Use 


...with A NAME 


IT PAYS TO FEATURE! 


> 
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POLISH 
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O-Cedar Displays Pay-Off with 
FAST AND HEALTHY PROFITS! 


Here are O-Cedar home aids that women need and use— 








practical, year ‘round profit items for your house-clean- 
ing goods displays. 

With today’s wartime need for thrift and conservation, 
women are using more and more O-Cedar Polish to 
clean, beautify and protect their furniture and woodwork. 

Women buy O-Cedar products for their quick, efficient 
action and their economical low cost. 


O-Cedar products are packaged and priced to fit your 
daily business and your feature promotions—at a profit. 











Polishes + Waxes + Mops «+ Dusters 
Cleaners + Moth-Away Products 
O’Cedar Corp’n, 4501 S. Western Bivd., Chicago 
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In the vanguard of our company’s “mechanized forces” stand Autoyre’s corps of engineers. 
Armed with unerring knowledge and skills, these veterans in the service are conquering 


Wartime problems— and building up reserves of improved techniques for Peacetime progress. 


a Manufacturers of Bathroom and Kitchen 


Accessories, Now lOO% in War Production. 


THE AUTOYRE COMPANY - OAKVILLE, CONNECTICUT 








INVEST IN AMERICA’S FUTURE — BUY U. S$. WAR SAVINGS BONDS 














There will be no frozen 
dollars in your paint 
department in 1943 if 
you use this proved 
method of increasing 
sales—a plan thou- 
sands of dealers are 
using now—The Pat- 


ROUTE TO PROFITS terson-Sargent 3-point 
ll plan. 









The BPS route to increased paint profits 
uses no magic formula. It’s sensible, effective. 
It brings customers into your store—then 
turns them into buyers. It works like this: 


1) It creates the desire to paint. 
2) It aids in color selection. 


nl 6 ee 


© It produces store traffic . . . more sales 
. » + More profits. 


To have these extra benefits—be the exclu- 
sive BPS franchise dealer in your com- 
munity. Write The Patterson-Sargent Com- 
pany or get in touch with your BPS man for 
the complete story. 


PA — 4 
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“When can I get more Taylor Instruments?” 




















ROM the stack of letters we've been receiv- 

ing, that’s the one big question in your 
mind. And the answer? Well, we wish we could 
say you could have all the Taylor Thermom- 
eters and Barometers you want. But that, un- 
fortunately, just isn’t true. 


Wholesalers still have some items on hand. 
But here at Taylor, our stock of household in- 
struments is now practically exhausted. And 
no more can be made for the duration except 
for purposes considered essential to the war 
effort. 

The reason, of course, is that Taylor produc- 
tion is now 100% all-out for war. The instru- 
ments you aren't getting are going not only to 


war industry, but to all branches of the armed 
services—for everything from battleships to 
base hospitals. 

There's just one ray of hope. Out of our war 
experience are growing ideas fcr the slickest 
new line of Taylor Instruments you ever saw— 
after the war is won! Taylor Instrument Com- 
panies, Rochester, N. Y.,and Toronto, Canada. 


™* 
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ACCURACY FIRST 











% KEEP ON BUYING U. S. WAR BONDS AND STAMPS i, ee te ee ee, ee 
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INDUSTRY IS NOW BUYING MORE 
HAND TOOLS FOR MAINTENANCE 


Available to Essential Users, Bringing Increased Sales for You 


@ Yes, there are many essential needs for 
Warren heavy hand tools in every part of the 
country. The situation involves construction, 
industrial maintenance, utility operations, 
transportation, and agriculture as well as the 
Army and Navy. The supply problem is 
becoming more and still more serious; 

hence, we can promise nothing defi- 

nite now except forthose orders with 

suitable high preference rating. 


We know that for lack of Warren heavy 
hand tools the efficiency of many operations 
will be curtailed. Therefore, Warren Tool 
Corporation is extending every effort to see 
that available tools get to those places where 
picks, sledges, etc. will best serve the war 
effort. You can help too by soliciting 

and obtaining business from those 

who can give you high priority 

ratings. They buy in quantities, too. 


WARREN TOOL CORP. - WARREN, OHIO 
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Put This Famous Trade-Mark 
to Work Earning Profits for You 









There’s probably no other trade-mark 
better known than Simoniz. To millions it 
means “lasting beauty.’ To outlets who 
handle “Simoniz Products” it means a 
steady turnover with excellent volume 


and profits. 
THE SIMONIZ COMPANY, 2100 INDIANA AVENUE, CHICAGO, U. S. A. 


" 1. ee Meee nee ~ 
’ SIMONIZ* 


Steertwiaee -Mocvdweortdk. 
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SIMONIZ 


For Furniture, Woodwork and Linoleum 


colored to match fintoh 


Many housewives use regular Simoniz in 
their homes. Now . . . with the new House- 
hold Simoniz they get even more exquisite 
beauty. Millions are adopting it for glori- 
fying furniture, woodwork and linoleum. 


COLOR RECOMMENDATIONS: 
MAHOGANY-also for cherry, redwood. 









Pree Display Let your customers 
know you have Simoniz and the Kleéners. Most 


of your customers use them regularly. In 





OAK—also for dark mahogany, ebony. 


MAPLE—a<lso for walnut, light oak, birch, pine. 


CLEAR-—-for bleached and light woods. 


Retails for . . 75¢ a jar 






BIG MARKET FOR 
S. A. SHAMPOO 


homes on furniture, floors, woodwork, lino- 
leum, refrigerators, 
stoves and leather 
goods they give the 
same lasting beauty 
as on automobiles. 





EZ-2 CLEANS AND 
SAVES CHROME 








Women prefer S.A. for clean- 
ing rugs and upholstery. 
Floats out dirt and saves 
fabric. 


Chrome must be kept clean 
to prevent rusting. More and 
more insist on EZ-2 Chrome 
Cleaner. 


RUBBER DRESS 


Used by motorists and house- 
wives for cleaning and pre- 
serving rubber. 





Pint retails for... . 50c 
Quart retails for. . . . 75e 
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YY, Pint retails for. . . 35¢ 
Pint retails for... .. 50c 


9 oz. kit with brush appli- 
cator retails for... . 50c 
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CHICAGO TO RANGOON 
KWANGTUNG TO KENOSHA 


For war work now, for 
peace needs later, rec- 
ommend and 


SELL THE GENUINE 
with the full name 
"Russell Jennings’ 
always on the shank 


THE RUSSELL JENNINGS MFG. CO., 
CHESTER, CONN., U. S. A. 











We Welcome You Back to Memphis— 


Southern Hardware Jobbers Association 
American Hardware Manufacturers Association 
in joint convention 


April 12th 


HOTEL PEABODY 


“The South’s Finest—One of America’s Best” 


F. R. Schutt 
Vice Pres. & Gen’l Mgr. 
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PORTER 


BOLT CLIPPERS | 


The tools that go to the job, on the bench, 
on the floor, or out on the work — the tools 
that need no power except a good pair of 
hands —the tools that multiply manpower 
to cut bolts, rods, flat stock, wire and 
stranded cable — quick and clean. The tools 
that save time, save men and solve emergency 
problems. The tools that are now demon- 
strating to our Armed Forces their amazing 
power, durability and reliability by cutting 
through the barbed wire entanglements in the 
far-flung battlefields of the world. 


Capacities to 34” annealed bolts. Special 
tools to cut hard steel. Special models en- 
gineered to meet special requirements — 
pressing, rivet squeezing, crimping, etc. 


Write for catalog illustrating all 
models with valuable information, 





WE ARE PROUD that our Armed 
Forces have honored our Men and 
Women with the Army-Navy “E” 
Award for Excellence in War Produc- 
tion. (Note: We are using every available 
machine and every available man, twenty-four 
hours a day, to meet Government requirements, 
and especially to meet our jobbers’ needs with 
the earliest possible shipments permissible.) 


H. K. PORTER, Inc. 


EVERETT, MASS. 





Photo by U. S. Army Signal Corps 
























Gor Al 
MYERS PLUNGER TYPE 
SHALLOW WELL PUMPS 
AND WATER SYSTEMS 
AND DOUBLE ACTING 

CYLINDERS 


















THE MYERS HANDY REPAIR KIT contains all the 
repairs necessary to replace those parts of the pump 
which are subject to wear. 






Enables Pump and Water System owners to handle 
simple repairs themselves, thereby reducing service 
calls that needlessly consume the dealer’s time—wear 
out tires and actually cost the dealer money. 


This free booklet on the care and 
maintenance of pumps and water 
systems helps your customers make 
their own minor repairs—eliminat- 
ing “needless” service calls. Covers 
all makes of pumps. It promotes the 
sale of the Myers Repair Kit and 
directs pump owners to you for 
parts and repairs. Free in reason- 
able quantities to all pump and 
water system dealers. 


Gy wvens 2 
The F. E. MYERS & BRO. CO. 


118 Fourth St. + Ashland, Ohio 
PUMPS- WATER SYSTEMS-SPRAYERS - HAY TOOLS - DOOR HANGERS 



















Write for 
sample copy 
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When he asks for a 


MACHINISTS’ site... 


When your customer asks for a machinists’ file and 
tells you the particular shape he wants, a discreet 
question may often disclose that a different shape 
will meet his needs better. By helping him select 
the best file for the job, you are rendering a service 
he is certain to appreciate. 

The accompanying chart, showing typical NUCUT 
Machinists’ Files, should be of assistance in this 
connection: 














































NUCUT MACHINISTS’ FILE FINDER CHART 








cross WIOTH OR FACE THICKNESS OR EDGE 
SHAPE SECTION | from hee! from middle | from heel from middle GENERAL USES 
to middle to point to middle to point 
Flat Uniform | Tapered | Uniform | Tapered A paeerel-pary Me. 


Good for flat surfaces. 





Another general-purpose file for 


Hand 
angles, corners, and flat surfaces. 


Uniform | Uniform | Uniform | Tapered 





Pillar Uniform | Uniform] Uniform! Tapered | Keyways, slots and narrow work. 





Making keys. 














Uniform from heei to middle; 


Square then tapered to point Corners, grooves, keyways, slots. 





Three 
Square 


Uniform from heel to middle; Acute angles, corners, grooves, 
then tapered to point notches. 











Round Tae aioe Holes, shaping curved surfaces. } 
all the Half Uniform from heel to middle; Concave corners, crevices, 
dh eens: Round then tapered to point rounding holes. 





Uniform from heel to middle: . - | Cleaning out acute angles, 


— 
lacateeeaeal 
Warding| c= | Tapered | Tapered | Uniform| Uniform| N@trew work requiring thin file. 
Gab 
Jj then tapered to point 


handle Knife 
service 
wear 





corners, slots. 

















Because of its exclusive “Wavy Teeth” design, a NUCUT 
files more, better, faster, with less effort. The coarse teeth 
cut clean, deep, true. The fine teeth level the surface smooth, 
—both at the same stroke! You are serving your customer’s 
best interests when you urge him to take advantage of these 
‘“*MORE CUTS WITH NUCUT” features. 

Ask your jobber about the right sizes, shapes and cuts 
to meet your needs in machinists’ files and also in NUCUT 
mill, saw, Swiss pattern files, and rasps. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers “a 
Good Tools Since 1836 WAVY TEETH 


NEWARK, N. J. NEWCOMERSTOWN, OHIO head n, 7 ee i 





PATENT No 2027039 
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STEEL BELT LACING 





TIEIN NOW WITH OUR BIG t mae | 
ADVERTISING CAMPAIGN Foo. sus sconcurZsccce ie «) rourTets 


é | UP YOUR STOCK particularly attractive merchan- ECONOMY DIS- 
DURING 1943 PRES-KLOTH ADVERTISING § | shots, Beonomy | ing im cing co mandard’ box | PLAY UNIT. For 
WILL RIED IN THE | packed 18 of f lacing. Contai box | quick over-the- 

I BE CAR IN’ SE MAGAZINES | single sise in Seeley eomelete ‘with qoue, a pon — — 


| corrugated ship- hinge pins for a 12” belt and the omy Display 






































BETTER HOME' i carton | laci c be broken to length a 
4 $ AND GARDENS 7 POPULAR MECHANICS | ihewe qheove. for “the quwewer "pelts. ” oo containing 
packages 15E 
* N.Y. TIMES MAGAZINE « CHARM MAGAZINE | | Lacing List | Weight Belt 2 of 208. 3 of 25% 
, r ; No. Per carton Per carton Thickness an ° . 
* PARENTS MAGAZINE * TRUE CONFESSIONS | Be $4.75 3.1 Ibs. ie" ,10 Ha, | Ne, 410. Econ- 
. “ | 7 oe sme. 232, tO He om Displa 
HARPERS BAZAAR * MODERN MISS ‘ 25E 6.25 4.9 lbs. Sia" to Tho ly Display 
ea ibe REI 27E 6.65 5.8 Ibs. yy" to 9a" Unit, List...$5.60 
35E 8.50 8.4 lbs. %o" to Hg ORDER FROM 


AGE YOUS JOSSER ABOUT FOSS ERIS ie us All prices subject to discount YOUR JOBBER 


Weaver Pres-Kloth Company | FLEXIBLE STEEL LACING COMPANY 


OMAHA, N 
, NEBRASKA 4616 Lexington Street, Chicago, Illinois 

















“DUCK BILL” isnowa RICHARD 


sub- MARINE  §PRING BOTTOM OILERS 


helping to make the | FOR For thirty-five years you have 


| been buying and selling Richard 


Pacific terrific for 1 | 35 Oilers and they have been giv- 


ing you and your customers 


‘YEARS honest, satisfying service. 


Right now, we have our sleeves 
rolled up doing a Victory Job 
for Uncle Sam. When we get 
that job done, we will be back 
again making oilers for you and 
your customers. 


WE MAKE 
Richard Oilers— 
Plastering Tools— 
Putty Knives and 
Scrapers—Wire 
C & H Hooks— 
Carded Items— 
Three-In-One 
Garden Tool. 




















ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of THE ATLAS-ANSONIA CO. 





54-62 GRANT STREET EW HAVEN, ‘ 
“Plumbing Brass Goods Si 1890" NT STREE NEW HAVEN, CONN 
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“Take care of those 
pliers, son’ 





7 





t.... $5.60 


FROM 
IOBBER 





The old-timer who knows good tools passes on the word 






to the “grunt” just learning “Good tools deserve good care.” 
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ichard And today, when every tool that can be produced has a job 
ha to do licking the Axis, taking care of tools is an aid to winning 

the war as well as being good business. 
“yes Owners of genuine Klein equipment can rely on its high Since 1857 
het quality to assure maximum service. Proper care means 
» bac - 
u and longer life for tools which will be difficult, if not im- 

possible, to replace during wartime. 
—_ 
ad DISTRIBUTED THROUGH JOBBERS 
. Foreign Distributors: 
. International Standard Electric Corp., New York 
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ae Hand tools are taking a ter- 
rific beating in the war factories. 
WPB estimates that because of im- 
proper use, the life of 75%/, of such 
implements is greatly reduced. Wear 
and tear appears to be greater on 


second and third shifts made up of 





less experienced workers. Ml 


I. IS NOT at all like the American 
way to permit wastes like those 
reported above. File abuses form 
an especially large proportion of 
tool wastages. And they don’t all 
occur in industrial plants. In your 
own locality, the blacksmith, re- 
pairman, farmer and other file users 
are prone to such shortcomings. 


¥ YOU can do a lot in the educa- 
tion of how to get the most out of 
files. It will help to conserve file 
steels toward the war effort. It will 
give your file customers more value 
for their money at the same time. 
A suggestion to the average file 
purchaser on the proper use and 
care of files is always appreciated. 
It builds good-will and friendships. 
And it won’t hurt your sales volume! 


—NEWS WEEK 


Do you feel the need of being 
better posted on files—kinds, sizes, 
cuts and how to file correctly? Send 
for a copy of the 


NEW NICHOLSON BOOK, 
“FILE FILOSOPHY”’ 


It’s an excellent “‘textbook’’—48 interest- 
ing, instructive, profusely illustrated pages 
about files . . . especially on proper use 
and care of files and how to select The 
right file for the job. Send for it— 
it’s FREE. 

Keep your file stock 
up—contact your jobber 
on available Nicholson or 
Black Diamond kinds 
and sizes. 


NICHOLSON FILE CO. 


25 Acorn St. 
PROVIDENCE, R. |., U.S.A. 
(Alao Canadian Plant, 

Port Hope, Ont.) 
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AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 





ESSENTIAL PRODUCTS... . TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
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Grocers May Handle 
Hardware, Drugs, 
Etc.:— 


Last month the National 
American Wholesale Grocers 
Association met in Chicago. 
Approximately 1,000 persons 
attended the convention which 
was called the “war council.” 
The outstanding theme of dis- 
cussions, as broadly publicized 
in daily newspapers, is sum- 
marized in the authoritative 
New York Times, in part, as 
follows: 

“Almost any easily handled 
items in the hardware, drug, 
dry goods and notions lines, it 
was pointed out, can be readily 
sold through the retail grocery 
outlets and, in fact, have long 
been sold, although on.a small 
scale and with practically no 
promotion. Under present con- 
ditions, however, such business 
has taken on special importance 
and, properly handled, may be- 
come the economic salvation of 
many organizations, the traders 
explained. The profit on the 
specialties, it was pointed out, 
is two to four times that of the 
food products. 

“Although competition with 
the established merchandisers in 
the field is inevitable and such 
groups are understood to be 
watching the development care- 
fully, the food wholesalers have 
a distinct advantage in their 
sales set-up, it was said. Hard- 
ware and dry goods salesmen, 
in particular are unable to cover 
their territories with the same 
regularity as in the past and, 
although the grocery salesmen 
are also somewhat restricted be- 
cause of war conditions, the es- 
sentiality of their product per- 
mits them to maintain more or 
less normal contacts, the food 
men assert.” 
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Trend Ma y€ Jontinue 
in Post-War 
Period:— 


Elsewhere in the story of the 
wholesale grocers’ “war coun- 
cil” is found the widely ex- 
pressed opinion that the trend 
toward adding hardware, 
drugs, etc. may well continue 
in the post-war period. The 
emphasis on the greater mar- 
gin afforded in the sale of 
hardware and drugs, when 
compared to grocery margins, 
is the factor which is said to 
encourage the idea of post-war 
hardware sales through gro- 
cery channels. This could be 
very annoying and unfair com- 
petition during the war. If the 
gasoline ration preferences 
provided as an essential to 
salesmen of food products per- 
mit them to sell non-food 
items, such salesmen will have 
a competitive advantage that is 
definitely unfair. With most 
hardware lines becoming in- 
creasingly scarce, there is no 
distribution justification for 
adding more outlets which will 
only tend to spread the avail- 
able merchandise more thinly. 
The comparison of margins in 
groceries and hardware may 





prove misleading to the gro- 
cery fraternity which enjoys 
many more turnovers of its 
stock of both perishable and 


non-perishable food products. 


Where Will They Get 
the Hardware? :— 


A decidedly proper question 
is “where, under present day 
restrictions and scarcities, will 
the grocery trade obtain hard- 
ware items?” There is today 
an insufficient supply available 
for the regular established 
hardware distributors and in 
today’s market no manufac- 
turer can justify, on economic 
or other grounds, the feeding 
of existing hardware merchan- 
dise through grocery channels. 
Surely no hardware wholesaler 
has so much merchandise and 
so little sales opportunity that 
he would seek to put the gro- 
cery wholesalers into competi- 
tion with himself and his 
dealer-customers. In normal 
times, when merchandise is 
plentiful, many hardware man- 
ufacturers and hardware 
wholesalers may seek non- 
hardware channels on_ the 
theory of expanding their mar- 
kets, claiming that such “plus” 
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volume permits lower overall 
or average costs. BUT—4for 
the duration of the war there 
will not be enough hardware 
for the hardware trade. Any 
hardware producer or whole- 
saler who furnishes his goods 
to grocers in the face of this 
condition deserves scant con- 
sideration from the hardware 
trade in the post-war period 
and scant attention is probably 
what he will get. 


Pay-as- You-Go 
Tax Program:— 
Beardsley Ruml has 
tributed an impetus which will 
surely lead to some form of in- 
relief. 
His “pay-as-you-go” plan has 
overwhelming approval from 
average tax-paying citizens, 
competent economists, experi- 


con- 


come tax reform and 


enced. bankers, business lead- 
ers and a few enlightened 
public office holders. But Con- 
gress is slow to embark on this 
admittedly radical proposal. 
At present, there would appear 
to be a compromise action in 
the making. Recently, Mr. 
Ruml appeared before a Con- 
gressional committee to again 
outline in minute detail the 
workings of his proposal and 
to answer objections that were 
raised. Out of this hearing 
came the comment from a Con- 
gressman to the effect that 
“Congress and not Mr. Ruml 
writes and passes the tax 
laws” —all of which is so thor- 
oughly irrelevant that it is dis- 
heartening and almost disgust- 
ing. Mr. Ruml has not 
attempted to write or pass a 
law. He has merely attempted 
to recommend a less painful 
procedure for collecting tax 
levies, recognizing from his 
long banking experiences the 
fundamental fiscal problems 
involved in today’s upset 
world. As treasurer of R. H. 
Macy & Co., the world’s largest 
retail store, and chairman of 
the Federal Reserve Bank of 
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New York, he is eminently 
competent to give such advice 
—far better qualified than all 
but a possible dozen members 
ef Congress who may have 
some practical banking back- 
ground in addition to. their 
strictly political talents. Hard- 
ware men who understand and 
favor the Rum] Plan or some 
approach to such a program 
should immediately advise 
their Congressmen in both 
houses just where they stand 
and should do it in no uncer- 
tain terms. 


Do You Ever Contact 
Your Congress- 
men? :— 

Many citizens are reluctant 
to write or wire their federal 
or state legislators because of 
some unsatisfactory experience 
they may have had in the past. 
Too many have felt that their 
protests brought only an obvi- 
ous form letter acknowledge- 
ment or a casual expression of 
interest——at any rate nothing 
noticeable happened. This is 
frequently the case. But what 
do you do then? Do you quit? 
Do you encourage neighbors to 
take similar action? Do you 
attempt to see your Congress- 
men when they are home? Do 
you go to political, civie and 
other meetings and voice your 
feelings that. you may enlist 
the aid of other tax-paving and 
voting citizens and business 
If you do all of these 
things and nothing happens, or 
your net result is entirely un- 
satisfactory, do you attempt to 
help get the re-nomination for 
some one else and then work 
for his successful election? 
And do you always register 
and vote? If you do not do 
all of these things, keep on 
doing them and get others with 
kindred interests to follow the 
same procedure you will not 
vet much action in your favor 
from even the best of Congress- 
men. If vour legislative rep- 


men? 


resentatives know that you, and 
many more like you, mean 
business they know that they 
have to pay attention to your 
wishes and opinions or find 
themselves other jobs. The 
most eloquent evidence of this 
fact is the highly successful 
lobbying work done by farm 
and labor groups who seem to 
get whatever they want most of 
the time. 


Railroad 
Problems:— 


In our latest issue (see p. 
11, Feb. 4, 1943) we com- 
mented upon the present day 
difficulties of railroad travel, 
of the scarcity of available 
Pullman and coach space and 
the apparent general let-down 
of various services common to 
modern American railroad 
travel. When one realizes the 
fact that American railroads 
tripled their handling of troop 
movements in January, 1943, 
as compared to January, 1942, 
and that in the 12 months fol- 
lowing Pearl Harbor (Dec. 7, 
1941) carried more troops 
than they did all through the 
first World War up to the 
Armistice, one can have a sym- 
pathetic appreciation of their 
gigantic problem. These fig- 
ures do not include the thou- 
sands of service men traveling 
on furloughs or in parties of 
less than 50, a fact that adds 
further luster to the splendid 
job that American railroads 
are doing in the war effort. 
And you also have one more 
good argument for restricting 
your railroad travel to the ab- 
solute essential minimum. The 
freight problem parallels the 


passenger situation. In 1943 
the railroads conservatively 


estimate that they will haul 
110 per cent more than was 
handled in 1939 and 75 per 
cent more than in 1918. Pas- 
senger travel will increase 185 
per cent over 1939 and 50 per 
cent over 1918. 
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SECURITY HARDWARE BY I1LCO HAS GONE TO WAR 
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OF i appeals to 


more varied types of men, women 
and youngsters than perhaps any 
other outdoor sport. And, no mat- 
ter how elaborate a fishing outfit 
your fresh water or salt water 
angler may have, he is always in 
the market for additional items to 
help land, hook or carry his catch. 
When the angler’s fishing attire 
becomes too worn he is in the 
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How to Merchandise F 


By KENNETH A. HEALE 


Associate Editor of 
Hardware Age 


mood for replacements. Cater to 
his needs and you have a life-long 
friend and a good customer as 
long as you have what he wants, 
when he wants it. In short, let the 
angler — young and old — know 
just what you can provide by 
means of your store and window 
displays and your advertising. 
The war and its demand for 
critical materials has, of course, 
curtailed fishing tackle production 
but there are still some stocks 
available in the hands of some dis- 
tributors. The dealer who has 
even a fair stock of tackle and re- 
lated lines can capitalize on those 
stocks by merchandising his wares 
and offerings for the angler. The 
hardware dealer who really goes 
after fishing tackle business—re- 
gardless of the extent of his stocks 
—can build volume and profits 
and create good will by telling the 
fishing enthusiasts just what he 
has and what he can and will get. 


Here’s How To Sell ‘Em! 


1—Use sample panels 


A Wisconsin hardware store 
displays samples of fish hooks, 
reels and other difficult-to-display 
fishing items on sample boards, 
marked with name, stock location 
and price. As a result, the stocks 
of these items are kept in good 
order for prompt customer ser- 
vice. With this panel arrange- 
ment, customers can freely ex- 
amine merchandise without re- 
moving it from the display fix- 
tures. 


2—Sponsor a contest 


More than one manufacturer of 
fishing tackle has cooperated in the 
past with dealers in the promotion 
of a fishing contest, usually based 
on the weight and size of a par- 
ticular type of fish. Such contests 
should always be conducted with- 


out involving the purchase of mer- 
chandise. The mere act of having 
a fisherman proudly bring his 
prize catch to your store for 
weighing helps promote business. 
And having the weighing cere- 
mony in or near the fishing tackle 
section will help. When a fisher- 
man has a puffed-out chest as the 
result of landing a “big one” he is 
in the mood to buy other items to 
help him land bigger catches. 
Awards should be worth while 
items and it is always better to 
have them in the form of mer- 
chandise. 


3—Provide fishing licenses 


About one in 10 of the resi- 
dents of an Oklahoma town of 15,- 
000 visit a local hardware store to 
obtain fishing licenses. In addi- 
tion to the margin of 25 cents en- 
joyed on each license the plan is 
a builder of traffic and good will. 


4—Have fishing and 
hunting clothes 

Wind and weather resistant 
clothing that can be used for both 
fishing and hunting is a line worth 
featuring with your fishing tackle 
display. Hikers and campers will 


“With this panel arrangement, the 
customers can examine merchan- 
dise without removing it.” 
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Fishing appeals to people of all ages 
and both sexes, and anglers are always 
in the market for more equipment. This 
sport should mean profits for hardware 
dealers in all sections of the country 


also be attracted to these items, 
whether or not they like to fish or 
hunt. Display these items where 
sportsmen can see them, examine 
them and try them on. 


5—Tell where fish 
are biting 

Proud of the fact that it is the 
store where “Fishermen Serve 
Fishermen,” the previously men- 








“Having the weighing ceremony 
right in or near the fishing tackle 
section will help.” 


tioned Oklahoma store has four 
fishing fans in its personnel. These 
men know and do not hesitate to 
tell where the fish are really bit- 
ing, and the firm’s fishing tackle 
ads refer to the store as the one 
where “Fishermen Serve Fisher- 
men.” 


6—Cater to all types 
of fishermen 


Youngsters with a dime for a 
fishing pole are made as welcome 
as wealthy men who are willing 
and able to spend as much as $30 


for a reel in many hardware 
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stores. Some people, even with 
limited incomes, want the best or 
nothing. Display your entire range 
of products from the low-priced 
items to the really expensive mer- 
chandise. The boy with only a 
dime to spend today may become 
the man with ample money for 
expensive fishing tackle. 


7—Show a fishing 
location map 

A Minnesota hardware dealer 
has a map showing the fishing 
spots for miles around which he 
keeps on the back of a sample 
panel which conceals his stock. 
Fishermen see this map every time 
the door is opened to provide ac- 
cess to this stock. It is also a good 
idea to display such a map in the 
open if you have sufficient space 
for it. In fact, such a map might 
well serve as part of a display win- 
dow given over to fishing tackle 
items. 


8—Use pre-season displays 


Show attractive, easy-to-examjne 
store displays well in advance of 
the actual opening of the fishing 
season in your section. And give 
window display space to tackle at 
an early date. A Pennsylvania 
hardware dealer used an ad in a 
local paper, well ahead of the sea- 
son, indicating that, “They'll be 
bitin’ soon... . Better get ready 
—now!” At the same time, atten- 
tion was called to a mounted fish 
display shown in one of the store’s 
show windows. Fresh water fish 
landed in nearby waters were 
shown as well as some from dis- 
tant points, including deep sea 
catches landed in Florida and 
other far away sections. 





9—Have a tackle cabin 


Many hardware dealers use a 
rustic style display section for 
hunting and winter sports goods. 
Such a display unit also can be 
utilized for featuring fishing 
tackle. A mid-western store, in a 
large city, uses a “fishing cabin” 
built right over part of its sport- 
ing goods section. One side has 
a glass display case for higher 
priced reels, etc., while the other 
less expensive tackle items are 
shown on top. In fact, the two 
sides are comprised of glass cases 
in untrimmed lumber frames. The 
right atmosphere will always help 
sell outdoor goods. 


10—Have a year ’round 
display - 

Since there is some fishing to 
be had practically the year ’round 
in many areas, your fishing tackle 
section should be given some space 











“Hikers and campers will be at- 
tracted to these items, whether or 
not they fish or hunt.” 
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at all times. It can and should be 
enlarged or condensed in line with 
the approaching seasons. 


11—Go after transient trade 


Many communities with good 
fishing spots attract fishermen who 
need replacements and bait and 
who can be sold on buying items 
they never have had. Advertising 
in the form of cards at local tour- 
ist homes, hotels, restaurants, etc., 
will serve to call attention of these 
visiting anglers to the fact that 
vour store has the items they want. 
Even with gas rationing, there are 
people who will find a way to get 
to nearby fishing spots. Wherever 
practical, the handling of live bait 
for this class of trade can be 
profitable. 


12—Carry what customers 
want 


All fishermen have their own 
pet tackle items and usually do not 
care for any other types. You 
should, therefore, consider not 
only what the buyer and salesmen 
favor but also the kinds of tackle 
used by other local anglers. Being 
able to have what the customer 
wants, when he wants it is more 
dificult today, with limitations 
and shortages on many items, than 
ever before. But wherever and 
whenever it is practical to follow 
the policy of 
wanted, be sure to stock it and 
show it and you will sell it. 


having what is 


13—Sell food conservation 


Because an increasing variety 
of foods will be rationed, more 
people are going to be interested 
in fishing than ever before. Ap- 
peal to the need for conservation 
of meat supplies, as a means of 
selling more fishing tackle so that 
people can seek fish as a substi- 
tute for meat. If you sell th: idea 
well you cannot help but sell more 
tackle. 


14—Display fishing pictures 


Show pictures of local fishermen 
with good catches both in your 
windows and in the store itself, 
together with newspaper and mag- 
azine clippings featuring fisher- 
men with good catches in other 
parts of the country. This will 
lend the all-important fishing 


headquarters atmosphere which is 
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so helpful in making friends and 
customers of anglers. 


15—Offer a combination 
outfit 
A California hardware 

used a $19 combination outfit as 
a display promotion piece. This 
was advertised in local papers. It 
served to make some people want 
better outfits and it also helped to 
show others in the community just 
how elaborate a set-up could be 
bought for that price. 


store 


16—Show knot samples 


Follow the example of an IlI- 
linois hardware dealer who has a 





display on a board showing the 
different types of knots fishermen 
use. Identify each type and have 
the knots loosely tied so that the 
novice can clearly see how each 
knot is executed. 


17—Have a bulletin board 


A bulletin board for fishermen, 
bearing data as to recent good 
catches, and clippings of interest 
to anglers, would create interest 
in your fishing tackle department. 
Fishermen in your locality are in- 
terested in what fishermen else- 
where are doing. Activities of 
local anglers could well be fea- 
tured on such a bulletin. 


Buys Old Paint Brushes— 
Builds Good Will 


N a drive to get people to save 
their old paint brushes and to 
turn them in, the Bohn Hardware, 
Woodstock, Ill., made up a special 
bulletin board and posted it in its 
store where all could see. The re- 
sult was that a number of fine 
brushes were brought into the store. 
The wording on the brush board 
says, “We Buy Old Brushes,” and 
the poster contains some pictures of 
old brushes as well as some actual 


brushes that have been turned in. 
Customers have even come and ask- 
ed to buy some of the old brushes 
on display, due to certain sizes, etc.. 
and said they would clean them 
themselves. 

The sign will be posted in the 
store permanently for the duration 
so that folks will be constantly re- 
minded to turn in their old brushes 
and to take care of the new ones 
that they buy. 





This panel, prominently displayed, tells its own story. 
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A built up display of a 
dinnerware set at $7.75 
was the main feature of 
this gift window, used 
last December. Wooden 
market baskets, plaques 
and mirrors were also 
featured. 


Dinnerware Sales Hit $3,500 Mark 


A YEAR “ROUND 


population of 4200 and a college 
faculty and student body furnish 
a market for dinnerware that pro- 
vides Oberlin Hardware in Ober- 
lin, Ohio, with a volume of from 
$3,000 to $3.500. This worth 
while volume is the more inter- 
esting because the highest priced 
dinnerware set regularly in stock 
is sold at $8.95. Store and win- 
dow displays help the firm make 
sales of both regular and solid 
color dinnerware. 

As to why and how the store 
went into this field, R. C. Dailey 
says, “During the depression we 
had to quit outside work and so 
started to build up lines we could 
sell right in the store. When a 
local store which had dinnerware 
discontinued business we entered 


(Continued on page 18) 
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Oberlin Hardware attains an 
enviable record in Oberlin, 
Ohio, a college town of 4200 
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Interior display of solid color and pafterned dinnerware, etc. 
Note the large price cards which give data on complete sets. 
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VALMASSEI BROS.. 
Monroe, Mich., features 
plants outside and in- 
side the store. Ten va- 
rieties of flowers are 
shown outside and a 
number of vegetable 
plants are also carried. 
The firm sells several 
hundred plants every 
season and finds that 
they bring people to the 
store for other garden 
merchandise. 






























JAMES & HAWKINS, INC., Bay Shore, N. Y.. 
has a display of grass seed, bone meal, rose 
food, cow and sheep manure and a variety 
of lawn and garden chemicals on a table 
and platform near the entrance where eyery 
customer must pass. Displays are started 
early. Windows and advertising are used to 
back up this display. 





This firm also features a table of 
insecticides and fungicides at the 
front of the store. A large quantity 
of popular items are on display to 
attract attention. This display also is 
started early in the season so that 
owners of gardens can be prepared. 
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/ aa sales of bulk seeds total 
TeoG eelese five tons a year. Illustra- 
met 


ee Re Bh 


tion at the left shows 
how the firm features 
garden seeds in bulk in 
a specially designed 
step fixture which is 
along the back of the 
display window. Bulk 
seeds are in pails in this 
rack. Other seeds and 
bulbs are kept in quart 
glass jars. 





CUSSINS & FEARN CO. of Newark, Ohio, empha- 
sizes its lawn and garden needs by featuring them 
in one of the most prominent places in the store. 
This display of lawn and garden’seed is located 
near the wrapping counter. Every customer who 
stops there to have a package wrapped can't help 
but see this display, and when thev see it they 
are reminded of their own lawns and gardens— 
and a sale is made. 


a 





t the HEYMAN HARDWARE CO., Dan- 





mntity bury, Conn., drives home the idea 

ry to that gardens need “medicines” 

so is and features plant foods in a white 

that “medicine chest’ which has a bright 

nred. green interior. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Don't Sit Back! 


NM OME lines of merchandise 
may be more or less limited. 
Priorities and shortages may 


have cut deeply into the stocks of 
many hardware stores. But don’t 
forget the fact that although cer- 
tain lines may be scarce there is 
plenty of money being spent to- 
day. Cash is plentiful and there 
seems to be more of it in circula- 
tion in many towns and cities than 
there has been at any time since 
1929. Are you getting your share 
or are you sitting back waiting for 
it to come to you? 

Money is being spent and cus- 
tomers will continue to spend it 
in a store that tempts them to buy, 
where salesmen seem to be glad to 
see them come in at the door and 
where intelligent efforts are made 
to satisfy their wants. All of this 
means that you can’t base your 
selling efforts on the fact that peo- 
ple enter a store with the fixed 
idea that they are going to pur- 
chase only a certain item. You 
can’t wait for them to buy. You 
have to sell them. 

Courteous treatment of custom- 
ers may be one of your natural as- 
sets but knowledge of stock can 


only be gained by study and hard ° 


work. 
have resulted in the introduction 
of many so-called “substitute” 
lines. You have to know these 
new items—what they are made of, 
what they will do and how long 
they will last. You have to have a 
complete knowledge of these new 
items, for when a customer may 
find that the article he originally 
intended to buy is no longer in 
stock it is your job to sell him 
something that 
will do the job 
just as well—or 
| even better. 


Shortages in some lines 


Many of these “substitute” items 
of today will be the regular items 
of tomorrow. By the time the war 
is over they will have demonstrated 
their worth and will have found a 
regular place in hardware store 
stocks. By knowing them now you 
will be better prepared for the 
post-war period. 

And don’t forget to emphasize 


the value of any services you fur- 
nish. These services are bringing 
in customers now and are making 
friends for your store. Familiarize 
yourself with them as much as is 
humanly possible. You are not 
only selling in the present. You 
are building up service and good 
will for the future—both for your 
store and for yourself. This is not 
a time for waiting for business. 
Go after it! Don’t sit back! 





Winners of the January 
“Selling Sentence’ Contest 


Contestants in the December “Selling Sentence” 
Contest were required to build selling sentences 
about the following merchandise items: 


1—Thermometer 
2—Chicken Spray 


3—Floor Varnish 
4—-Anti-Freeze 


5—Soot Destroyer 
The Editors op HARDWARE AGE, acting as judges, 


have selected the following winners. 


First prize 


awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 


THERMOMETER 
FIRST PRIZE—$2.00 
Won by 


ELMER J. LARSON 
Perth Amboy Hardware Co., 
Perth Amboy, N. J. 

“This thermometer is made with 
the best quality enamel and its 
large black figures are very easy to 
read. The reading is in the 
Fahrenheit scale which ranges 
from 60 deg. below zero to 120 
deg. above. The magnifying tube 
is filled with clear, red perma- 
color liquid which, by the way, is 
non-fading. It has a nickel-plated. 





ELMER J. LARSON 
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sturdy adjustable bracket. This 
thermometer will give you years 
of outstanding service.” 


* * 


SOOT DESTROYER 
FIRST PRIZE—$2.00 
Won by 


WILLIAM H. BAILEY 
Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


“This soot destroyer quickly re- 
moves the soot and that 
causes loss of heat and helps re- 
store heating plants to peak ef- 
ficiency. It will save you fuel, 
heat and money. This 48-ounce 


scale 





WM. H. BAILEY 


can will keep your heating plant in 
good condition for a long period 


of time.” 
* * 


CHICKEN SPRAY 
FIRST PRIZE—$2.00 
Won by 


LEONARD NELSON 
West Side Hardware Co., 
Elgin, Ill. 

“This chicken spray kills lice 
and prevents most poultry diseases 
by arresting the trouble at the 
source. It makes and keeps the 
hen house and the roosts free from 
vermin. It is a powerful, yet 
harmless, active chlorine content 
preparation that can be sprayed on 
either the baby chicks or the older 
fowls. It disinfects thoroughly 





tl 





and also keeps the litter sanitary. 
One package lasts a long time as 
frequent treatments are unneces- 





LEONARD NELSON 


sary. We all know that healthy 
and louse-free hens are contented 
hens, and contented hens are lay- 
ing hens. You can keep them that 
way by using this spray.” 


x * 


FLOOR VARNISH 
FIRST PRIZE—$2.00 
Won by 


HENRY GAMBER 
G. A. Brilhart's Hdwe. Co., 
Scottdale, Pa. 
“If you want quality and an en- 
durable floor varnish for less 





HENRY GAMBER 


money, this is the kind to buy. It 
is a penetrating varnish that dries 


You receive $1.00 for each idea 
considered worthy and accepted 


for publication. Watch these 
pages of successful ideas. 


hard in a few hours and carries a 
wonderful gloss. It is tough and 
will stand wear such as is ex- 
perienced in public buildings. 
Time and work will be saved, for 
it does not permit the dust and 
dirt to accumulate and neither heat 
nor steam will affect it. It comes 
in eight attractive and popular 
colors.” 
* * 


ANTI-FREEZE 
FIRST PRIZE—$2.00 
Won by 


LENA DAY 
DeVore Hardware Co., Inc., 
Monongahela, Pa. 
“This is a high-boiling, non- 
evaporating anti-freeze that mixes 
perfectly with water, flows freely, 





LENA DAY 


transfers heat evenly and will not 
mar the finish of* your car. It 
contains special ingredients that 
protect your car from rust or cor- 
rosion caused by water and it is 
not harmful to rubber hose, pump 
packing or gaskets. Add sufficient 
anti-freeze to give the desired tem- 
perature protection as shown on 
the chart and you will not be 
troubled with a frozen radiator. 
It is non-evaporating and you can 
use it for two 


or three years 
without adding 
to it.” 













Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ing one of the major prizes, were considered worthy of publication: 


THERMOMETER 


LEONORD NELSON, West Side 
Hardware Co., Elgin, Ill. 

“Readability, reliability and 
durability are the three virtues to 
look for in a thermometer. This 
one comes with swivel brackets 
and may be hung just outside your 
You can read it quickly 
and easily because the entire col- 
umn of the registering fluid is 
No doubt, you have 
heard the maker’s name which is 


window. 


magnified. 


a sure guarantee of accuracy as 
well as long life because it is por- 
celain enameled, the never-rusting 
material.” 

* * 


CHICKEN SPRAY 


HELEN M. DOUGLAS, W. H. 
Douglas Hardware, Com- 
merce, Tex. 

“Healthy chickens pay big divi- 
dends. Keep them healthy by 
spraying this disinfectant in the 
poultry houses, runs, feeding 
troughs, drinking fountains, yards 
This spray destroys 
mites and worm eggs in the litter. 
It is unexcelled in combatting the 
ravages caused by ring worm, 
mange and screw worms. It also 
can be used for cleaning sores and 


and _ nests. 


wounds. You save labor, money 
and poultry by using this brand.” 
* * 
FLOOR VARNISH 


A. W. BURNHAM, Model Cash 
Store, Orrick, Mo. 

“This floor varnish is ideal for 
floors, base boards or any interior 
woodwork trim. It is tough, elas- 
tic and wear resisting and has a 
high gloss and exceptional depth. 
Its mirror-like finish of high re- 
flective value is exceedingly dur- 
able. It will withstand hot and 
cold water without turning white 
and may be repeatedly washed 
with soap and water. It flows 
evenly to a smooth finish and may 
be applied with a minimum of ef- 
fort. 

* * 
ANTI-FREEZE 


DANIEL R. WOODBURY, Waite 
Hardware Co., Southbridge, 
Mass. 

“This anti-freeze really gives 
you security and peace of mind 
because it will not freeze in winter 
or boil away in summer. Labora- 
tory tested, with anti-rust, non- 
corrosive qualities and odorless 
feature, it gives you a full year of 
bang-up service.” 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 4 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Ideo 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 

















Name secede OL wr 
Firm 8 St. Po 
City State 





1 am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 








SOOT DESTROYER 


LENA DAY, DeVore Hardware 
Co., Monongahela, Pa. 

“This soot destroyer will re- 
move soot from chimneys, stoves, 
ranges, furnace pipes and boiler 
flues without making any dirt, dust 
or odor. You will find it safe and 
easy to use because it is not ex- 
plosive. It will extinguish chim- 
ney fires and, if used occasionally, 
will prevent them, too. It is a 
money saver because it saves your 
fuel and you get more heat. It 
prevents the carbonic acid in soot 
from eating your stove, furnace 
and pipe so that they will last a 
long time if you use this soot de- 
stroyer just once or twice during 


” 
a year. 
x * 


Reminds People to Keep 
Their Saws Sharp 
“There are many people in our 
section who have hand saws that 
need sharpening and setting. We 
have a sign in our store which 
says “We Sharpen Saws.” Many 
customers ask us about it and 
then bring in their saws to be 
sharpened. There is a scarcity of 
saws on the market and so there 
is plenty of this work to do. We 
do a good business on this type 
of service and find that it is get- 
ting better.” 
Lena Day 
DeVore Hardware Co., Inc., 
Monongahela, Pa. 


Copy this form on a penay 
post card if more than one 
form is necessary. 


USE THIS 


FORM TO 
REGISTER 
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WHAT MAY BE the final tax pro- 
gram to raise more and still more rev- 
enue partially to meet the fabulous costs 
of war remains undetermined. Consider- 
ing the huge and unpleasant job it is 
not surprising that neither the Treasury 
nor the Congress has reached definite 
conclusions. 

But it may be said that they are cool 
to the idea of a federal retail sales tax. 
This was emphasized by the frigid re- 
ception given the recent recommenda- 
tion by the Brookings Institution that 
such a tax be adopted as a war emer- 
gency measure. The Administration has 
always opposed a retail sales tax and 
has not changed its mind. So has Con- 
gress as a body stood out against such 
a tax. Individual members of Congress 
there are who favor this sort of a levy 
but they are distinctly in the minority. 
There is doubt that either the House 
Committee on Ways and Means and the 
Senate Committee on Finance, which 
have charge of tax legislation will give 
any serious consideration to a_ retail 
sales tax. 


* 2 2 


HISTORICALLY AND POLITI- 
CALLY the chances are against such 
tax. It is frowned upon primarily for 
two reasons. First, it hits the little fel- 
low hardest. Secondly, the tax would be 
a relatively small revenue producer. The 
Brookings study, which was financed by 
the Falk Foundation of Pittsburgh, es- 
timates that a tax of around 10 per cent 
on all retail sales, excluding housing, 
medical care and education, would be 
required to raise $5,000,000,000, if there 
were no exemptions. 

This is in itself a tidy sum of money, 
even in these multi-billion days but 
measured against revenue requirements 
$5,000,000,000 is only a drop in the 
bucket. Even here, however, the study 
diminishes the total by saying that the 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* * 


burden on the very lowest income 
groups could be lightened either by 
exempting all food items or by means 
of a flat amount of exemption. The 
study proceeds to say that if the exemp- 
tion were to $200 for an individual and 
$350 for a married couple, the tax would 
have to be raised 2 or 3 per cent to re- 
turn the required amount. 

The Administration in its opposition 
to a retail sales tax has pointed out 
that in reality an approach to such a 
tax already has been made by the grow- 
ing extension of manufacturers’ excise 
taxes which obviously are passed to the 
ultimate consumer. 


xk k & 
A PROGRAM for supplying plumb- 


ing fixture trim for war housing jobs 
and for new construction projects of the 
Army, Navy and shipping services was 
put in effect Jan. 25 with issuance by 
WPB of an amendment to Schedule 
V-a of Order L-42, temporarily easing 
the restrictions on manufacture of cer- 
tain specified fittings. Eight items of 
plumbing fixture fittings and trim are 
affected by the amendment. These in- 
clude the following assemblies: 

Two valve over rim bath faucet; two 
valve bath and shower combinations; 
double bath faucet; lavatory compres- 
sion faucet; lavatory combination as- 
sembly less pop-up waste; two-valve 
shower assembly; sink faucet; and sink 
combination swing spout faucet. 

The amendment will permit assembly 
by any producer until March 15, of 
completed items of trim and fittings of 
the eight specified varieties, but pro- 
ducers must use materials that were 
“frozen” in their stocks or in the stocks 








of other producers on June 15, 1942, as 
required under L-42. 


x * & 


SCHEDULE V limited the amount 
of critical materials which could be used 
in the manufacture of fixture trim. It 
prohibited the use of copper or copper 
base alloy in various kinds of plumbing 
fixture fittings and trim, including those 
affected by the amendment. 

The quantity of trim which manufac- 
turers will be able to assembly under 
the amendment is substantial enough 
to take care of the immediate shortage, 
according to reports received from the 
industry by the WPB Plumbing and 
Heating Division. The division estimates 
that production of cast iron trim will 
be adequate to meet essential civilian 
requirements for replacement and con- 
struction following expiration of the 
amendment in March. 

Assemblies which producers will be 
permitted to manufacture can be sold 
and delivered only on orders for the 
Army, Navy, Maritime Commission, War 
Shipping Administration and National 
Housing Agency, or on orders bearing 
preference ratings assigned under orders 
in the series number P-55, P-110, P-19-d 
and P-19-h. 

+ 2 2 


BOWLING ALLEY UPKEEP is 
bound to present new problems. Shellac, 
used for coating alleys, is being used in 
huge quantities for war purposes. The 
best solution so far scen is for mainte- 
nance men to use special wax to pre- 
serve the shellac now on the alleys. 

Badminton, shuttlecock, pool and 
billiards are not war-sufferers to any 
extent, either. Kid leather for covering 
bases is no longer available for the 
shuttlecock player but assurance was 

(Continued on page 60) 
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L. your sales volume is 


falling off, stop and check up if it’s 
from a shortage of skilled help. 

In the latter case, you can do 
something about it. You can’t ex- 
pect to replace people who have 
been with you for years with in- 
experienced help—and get results 

-without spending a great deal 
of time and effort educating them. 
Educating them to the location and 
relative value of different lines of 
merchandise, educating them to 
present-day difficulties, educating 
them to the principles of sales- 
manship and human relations. 

War-time shortages only in- 
crease the need for skilled, helpful 
selling in every retail hardware 
store. 

You can’t expect to hit the jack- 


40 


“That's the first straw I've seen today 
—everybody else has changed to felt.’ ” 


with boys picked up from a self- 
serve grocery. Taking off their 
white aprons and putting them be- 
hind your hardware counters won’t 
make them good salesmen! The 
same goes for girls and women, 
perhaps heretofore confined to 
your glass and dinnerware depart- 
ments, and now given the run of 
the store. 


Teach Them the Art 


Teach them the art of creating 
desire in other people for the 
things you want to sell. 

A philosopher stated the case, 
“Desire is the craving for some- 
thing not possessed.” 

An advertising man _ said, 
“Salesmanship is the ability to per- 
suade people to want what they 
need.” 


No. 4—Create Desire 


Most of us always need a lot of 
things but we won’t buy them until 
somebody makes us want them. 
Something has to create desire. 

That’s the reason why this 
fourth step in selling is most fun- 
damental; it is the bottle-neck 
through which all the previous 
steps must pass. 

For example, in my town a man 
becomes a fair target for vege- 
tables if he wears a straw hat after 
Sept. 15. But last fall the weather 
was nice and I came right up to 
the dead line with my summer’s 
straw still on my head. 

I needed a new hat but I was 
“too busy” to feel the desire until 
my shoe shine boy said, “That's 
the first straw I’ve seen today— 
everybody else has changed to 
felt.” 

That sentence gave me the de- 
sire in a hurry; I made a prompt 
purchase. 


The Salesman Did It 


Many times I have needed gar- 
den tools, household gadgets— 
dozens of things—but that money 
went for something else because a 
good salesman got hold of me 
and created a desire for what he 
was selling that was stronger than 
my other needs. 

To sell better, therefore, you 
need to create desire by painting 
better pictures of the pleasures or 
profits or benefits your prospect 
will get from buying your mer- 
chandise. 

Remember when you bought 
your first motor car? You could 
hardly wait until you had learned 
how to drive it, you were so anxi- 
ous to go and to be seen every- 
where in it. You wanted to make 
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By BRIANT SANDO 


Sales and Advertising Consultant 
Louisville, Ky. 


all the “dreams” come true that 
you'd read in the ads or heard 
from your motoring friends. 

That’s why it pays to talk about 
desires rather than needs. A man 
may need a better lawn mower but 
he has an overpowering desire for 
a nice, new, shiny radio. So he 
buys a radio! 

A woman may need pots and 
pans, but she will buy other items 
that are more glamorous and 
profitable if you will only meet 
her half-way in catering to her 
desires. 


Find the Buying Motives 


Desire comes easiest through the 
emotions—it appeals to the heart 
rather than the head. Statistics 
seldom win sales; you can “soften 


up” tough customers easier by 
talking of their pleasures, their 
benefits or their profits. 

As early as possible in each sale. 
try to uncover the prospect’s main 
buying motive. That’s what con- 
trols the sale—so find it out and 
build your sales story around it. 

Some of the most common buy- 
ing motives are: to make money, 
save time, look better, feel impor- 
tant, love of family, desire for 
comfort or luxury, keeping up 
with the Joneses. 

Sometimes the buying motive is 
a lack—an unsatisfied longing for 
something. Other times it may be 
an appeal to the emotions of 
greed, envy, fear, etc. 

Then your selling job is to in- 
tensify the lack or longing. or play 


































“A woman may need pots and pans, but she will buy other items more 








glamorous and profitable if you will only cater to her desires.” 
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upon the emotion that the prospect 
reveals. 


For example, the good radio 
salesman points out the joys of 
tone in getting all stations clearly, 
the oil burner man recounts the 
benefits of clean and automatic 
heat, the electric refrigerator man 
stresses convenience plus savings 
in food. 

If handled properly, the pros- 
pect’s mind goes along with a 
good sales talk. He mentally 
agrees: 

“Yes, I want better radio recep- 
tion.” 

“No, I don’t like to fire the fur- 
nace and carry ashes.” 

“Of course, I want lots of ice 





cubes—and fresh vegetables al- 
ways.” 
And so on. 


Too many sales people take it 
for granted that prospects are 
standing around, eager to buy and 
just waiting for someone to take 
their order and money. 

That may be true in the 5-and- 
10’s and on rationed goods, but 
not in retail store where the mer- 
chandise carried is mostly spe- 
cialty items and the most profit- 
able ones are not in’ the low-priced 
brackets. Even in the dime stores, 
salesmanship is always augmented 
by wonderful assortments, splen- 
did displays and_ rock-bottom 
prices. 

In every retail establishment, 
the better the all-around salesman- 
ship, backed up with the other ele- 
ments mentioned, the surer the 
sales. 


People Buy for Results 

You will usually do better by 
assuming that your prospect does 
not want to buy anything. Cer- 
tainly he does not want to spend 
money for anything, not even for 
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the splendid merchandise you are 
so proud to offer. He only wants 
certain results. 

Follow this pathway to sales suc- 
cess and talk about results or bene- 
fits in framing your selling story, 
for the surest route to dollars is 
via desire. 

Before you start to sell anything 
to anybody, ask yourself: 

“How will this article benefit 
this particular person? How will 
it help him?” 

Determine this key point, then 
organize in your mind what you 
are going to say and how you can 
present it most effectively. 

Do this consciously on every 
sale until it becomes habit. After 
a while your subconscious mind 
will remind you to create desire in 
every prospect—and then you are 
becoming a “regular” salesman. 

In selling hardware store items, 
for example, you might open your 
sales talk by saying, “I want to sell 
you all the hardware store goods 
that you buy.” 





You might do it that way—but 
| hope you won't! For what does 
the prospect care about your 
wants or desires? 

A much better approach is: 
“How would you like to save a 
dollar a month on your hardware 
store items—and at the same time 
have the latest and best?” 

Who can say no to that! Your 
prospect is interested because you 
have touched him on his most 
vulnerable spot—his own _inter- 
ests. 

Founded on simple common 
sense (sound psychology, if you 
like text-book talk) this rule seems 
so obvious that it’s amazing how 
many people overlook it. 

Every salesperson ought to be 
drilled in the art of creating de- 
sire before he begins to state facts 
about his merchandise. 

Suppose an insurance salesman 
were to call on 1000 people and 
ask each one, “Do you want to 
buy some insurance?” Perhaps 
one out of the thousand would 





say, “Yes,” while 999 would say 
“No.” 

Until the insurance salesman 
has pointed out how insurance 
will benefit or serve that person, 
the prospect is not interested. 

Therefore you don’t sell insur- 
ance, you sell protection; you 
don’t sell securities, you sell a 
means for retiring at 60, you don’t 
sell a rug, you sell a floor beauti- 
fully covered. 

You don’t sell jewelry items, 
you sell style and appearance; you 
don’t sell drug merchandise, you 
sell health and comfort. 

And—you don’t sell hardware 
items, you sell results and satis- 
faction. 

In every case, try to remember 
that you don’t sell the article it- 
self as such, but the service the 
article renders. 

To create desire in any pros- 
pect, talk to him about what your 
goods and your service will do 
for him. 


New Volume From Wooden Chairs 


NUBSTITUTE lines which will 
help increase sales volume are 
very much in demand among retail 
hardware dealers at the present. 
Fruth Hardware Co., Inc., Fostoria, 
Ohio, finds that wooden chairs are 
very popular now and they are en- 







joving a most satisfactory volume. 

Benches, rocking chairs, folding 
chairs, and plain straight back 
chairs are stocked. All items are 
seld at popular prices. Rocking 
chairs sell around $3.25 each and the 
unpainted wooden benches of the 


two seater type retail for $5.50. 

Most of the items come set up. 
The lawn benches, however, must be 
assembled, therefore these items are 
priced set up and knocked down. 
Many customers prefer to save 
money and set them up themselves. 


Informal displays 
of various types 
of chairs are in 
strategic loca- 
tions throughout 
the store. 
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Have you seen these two movies? 


you MAY recall that Remington produced two entertain- 

ing, informative sound motion pictures—“One Man 
Listens” and “Opportunity, Unlimited”—for showings at 
hardware and sporting goods dealer conventions and group 
meetings. 


These two films are just as useful today as they were 
when we first released them. So, if you haven’t seen them, 
we suggest that you arrange with your hardware associa- 
tion secretary to have them shown at your next meeting. 
If you have already seen them, a review of these two pic- 
tures will be helpful to new clerks at your store. They will 
also remind you of many valuable merchandising ideas 
which you may have forgotten in the confusion of wartime 
activities. 


“Opportunity, Unlimited” is the story of Tom Bennett— 
playboy son of a successful hardware merchant—who sud- 
denly is faced with the job of taking over the management 
of his father’s store. How he finally solves the same prob- 
lems you have every day in your store is amusing and in- 
structive. 


“One Man Listens” is the story of Jim Andrews, a 
typical hardware and sporting goods dealer, who applies 
modern store arrangement and selling methods tu make his 
store pay as it never paid before. 


If you’d like to have further details about these movies, 
send for the descriptive booklets, which are illustrated with 
actual scenes from the pictures. Write Dealer Section, 
Remington Arms Co., Inc., Bridgeport, Conn. 





“He’s a big dame hunter.” 
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@ Heard about that nut who was 
accused of shooting squirrels out 
of season? He pleaded self-de- 
fense! 


.I.NSSJ 





@ Daniel Boone was once asked if 
he’d ever been lost. “Well, not ex- 
actly,” he said, “but I’ve been sorta 
‘confused’ for as long as_ three 
days!’”’ Remember that sportsmen 
are still interested in such “getting- 
back-to-camp” devices as compasses, 
and also in hatchets, knives, and 
other outdoor equipment. 


@ Would you like to know more 
about guns? Would you like to 
have shooters in your vicinity look 
to you for answers to their gun 
and ammunition questions? It’s 
not too hard to do, for the Reming- 
ton Retail Merchandisers’ Club 
bulletins keep you right up to 
the minute on “gunology” in an 
easy and interesting way. Write 
for your application blank to: 
Dealer Section, Remington Arms 
Co., Inc., Bridgeport, Conn. 
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HARNESS IF A HORSE 
wareencovied WEARS IT 
MERCHANDISE: a 


Heavy duty harness, 
bridles, hames, bits, 
collars, sweat pads, 
blankets, curry- 
combs, brushes. 


BACKGROUND: 


Side panels of buff 
corrugated wallboard 
or painted wallboard. 
Center panel of light 
brown. Cut-out let- 
ters of dark brown 
board. 


GARDEN 
WINDOW 
MERCHANDISE: 


Rakes, hoes, spades, 
shovels, spading 
forks, clipping and 
pruning shears, wa- 
tering pots, wooden 
wheelbarrow, work 
gloves, lawn and 
garden seeds, plant 
food, fertilizer, hose. 
grass hooks. 


BACKGROUND: 


Side panels of buff 
or pale yellow cor- 
rugated board or 
painted wallboard. 
Center panel of light 
green. Cut-out letters 
of dark green board. 
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Teil? Day 


Call it scientific magic, if you wish . . . yet the 
fact remains that two heavy metal bars can 
be magnetized so strongly that one will 
“float” above the other for an indefinite 


period. 


Can such “magic” be put to work? It can, 
and has been! For example, we have already 
built a permanent magnet motor that cuts 
current consumption one-third, materially 
reduces heat, and is much smaller than ordi- 
nary motors of the same output. This means 
it can be used as an integral part of an 
assembly. 


But that’s only a beginning. Important, 
too, is the magnetic metal’s value in reduc- 
ing friction. Many authorities of vision pre- 
dict we may even see machinery whose 
bearings will need no lubrication . . . may 
even ride in railroad cars that “float” above 
the rails! 


Delco Appliance plans to use this “magic” 
to bring you finer, longer wearing home 
equipment when the war is won—equip- 
ment that will enable you to cash in quickly 
on the greatest home appliance market that 
has ever existed. Until then, producing for 
Victory comes first, of course. 

Delco Appliances include Automatic Delco-Heat (otl-coal-gas), 


Delco W ater Systems, Delco-Light Power Plants and Delco-Light 
Ironclad Batteries. 





HEAVY METAL THAT 


FLOATS IN AIR 


THROUGH MAGNETISM 





DELCO APPLIANCE 


DIVISION, GENERAL MOTORS CORPORATION, ROCHESTER, N. Y. ° 





DURING 
WAR OR PEACE 
DELCO 
APPLIANCES 
"DO THE JOB 
BETTER” 

















N some ways Honolulu today is 

not so very different from 

Honolulu prior to Dec. 7; in 
other ways it is quite different. When 
I was out last evening the palms, 
eucalyptus and flowering trees were 
etched against the starlit sky as in 
other days. Our customary sym- 
phony concert season, although sus- 
pended in December, was finally 
completed in September by perform- 
ances given on Sunday afternoons, 
but many of the musicians were in 
uniform. Our climate remains gen- 
tle, and our friendliness with each 
other is evidenced at every turn. 

On the other hand, the city of 
Honolulu is filled with newcomers, 
mostly service men, although our 
civilian population has also in- 
creased. Everywhere there are men 
in uniform—and they are not on 
parade; barbed wire entanglements 
and defense posts surround principal 
buildings; splinter shelters fill our 
parks and available spaces down- 
town, while practically every private 
home has a small splinter shelter of 
its own. 

We maintain blackout from 7.00 
p. m. to 6.45 a. m. (war time), and 
it is a real blackout, no half-way 
measures—no street lights, no elec- 
tric signs, and no lights in homes 
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(Keystone View photo) 


The world famous Wakiki Beach. There’s barbed wire on it now. 


a message from 


F. D. LOWERY 


President, 
Lewers & Cooke, Ltd., 
Honolulu, Hawaii 


Distributors of hardware, 
building materials, etc. 


* * 


that are visible from outside. Citi- 
zen pedestrians (not aliens) may be 
on the streets until 10 p. m., and 
automobiles may move until 8 a. m., 
provided their lights are properly 
prepared to give off no light visible 
from above, but to serve only as a 
guide to the “other fellow.” 

To get to some of the details 
which we hope may be of special 
interest: 


December 7th 


On the morning of Dec. 7 I was 
at breakfast with Mrs. Lowrey and 
our daughter, Mrs. Hamlin, when 
there came a telephone call that an 
explosion had occurred on the top 
floor of the Lewers & Cooke Build- 
ing, which had set off our fire alarm 
gong. Knowing that there were a 
number of men in the building, I 
started down immediately. On the 
way down I noticed that there 


ince Pearl Harbor 


seemed to be an unusual amount of 
firing but thought it was only extra 
strenuous maneuvers. 

On arrival I found the street floor 
partially flooded with water which 
was coming through the ceiling and 
was beginning to flow into the base- 
ment. Mr. Paris, whom most of you 
know, had arrived just ahead of me 
and had directed the shutting off of 
the water. An investigation showed 
that an anti-aircraft shell had gone 
through the roof and exploded on 
the third floor, cutting the fire pre- 
vention sprinkler system. Fortu- 
nately, no one was hurt. While there 
was some damage caused by the shell 
fragments, much more was caused 
by water. The loss, amounting to 
several thousand dollars, was cov- 
ered by War Damage _ insurance 
which we had taken out four months 
earlier. A similar shell hit our lum- 
ber yard, and flying shrapnel fell on 
our warehouses, but no serious dam- 
age was caused at either place. We 
rapidly called in approximately 100 
employees, and by nightfall had re- 
moved most of the debris and re- 
stored a semblance of order. It was 
mid-morning before we realized that 
we had undergone an attack, and 
even then we could not believe it. 

After about 9 a. m. on Dec. 7, 
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NEW ITEMS: for EXTRA 
VOLUME and EXTRA PROFIT! 


Here Are The Items Your Customers Want Today! 
Feature Them « Replace Lost Lines * Maintain Sales 


Join the Columbia Profit Parade Now! 


Stock and show this line of Consumer- Tt @) *4 TH e MM é ad | SERVIC E 


Wanted Merchandise. From coast to 
coast, hardware stores are placing one FURLOUGH ALL-PURPOSE UTILITY 


repeat order after another — because 
Columbia Servicemen’s Items and First BAGS NECK WALLETS - 


Aid Kits and Cabinets represent ex- 
traordinary values. Materials and work- 
manship are outstanding. Comparable 





hoto) merchandise is usually priced much 
ow. higher! Columbia goods Cost You Less 
and You Sell Them for Less . . , but 
you make Your Full Markup! Columbia 
Goods have Everything . . . Eye Ap- 
peal! Timeliness! Consumer Demand! 
Get busy and capture the profitable 
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i tion, reinforced and Ne. G00. An important new : 
trade now going elsewhere! weed taesed, te service item. Shape retain- Ne. i — oo 
strong waterproof duck, ing, neat, lightweight. Bound over-8 5 oe Ext = 
e khaki color. Metal edges, reinforced seams. waterproo et Wg a — 4 
buckles. Full size. Waterproof khaki duck. tapes oy oe 
» BN DD A. B Setting sales records! Enjoys huge demand! A big seller 
BUNDLES FOR HANDY FIRST ALL-PURPOSE MONEY SERVICE 
t of CIVILIAN DEFENSE AID KITS DUFFLE BAGS BELTS MENDING KIT 
xtra i ’ 
loor 
nich 
and ~ 
ase- 
you 
me 
E of An item that will crowd _ Pa. ‘ te. 8B. Meovy thebi duck 
our store with ha ; © ater repellant, heavy iad P - . " . 
wed | saad Filled with nd A "must" for every drill or Zeeland fabric. po nal jp Roe Bycg tape bound, with strong ty- 
one tionally known first aid —, State - yon 4 Size wh" =. Saumse able uatetoenel datisies er ie oF conan 
d " i can be retilied again or roun ottoms. Re- “ b 
on mene TE ton yay ~ and again. Filled with inforced and custom jor a ona thread and yarn, safety pins, 
white navy drill. V nationally known first finished. Every service- reinforced. Finest quality. needles and buttons. Big 
pre- pve he y ill. ery aid products. Big demend. pas , ont The demand is tremendous! demand for this! 
rtu- a 
lere JUNIOR FIRST FIRST AID ALL-PURPOSE ALL-PURPOSE SERVICE 
or AID CABINET WALL CABINET TOILET KIT BAGS UTILITY BAGS PULLMAN SLIPPERS 
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' to 
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iths 
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on 3 | Ne. 014. A convenient 
4 carrier for shaving, toi- Ne. 015. Waterproof bag, 
am- | let, dental, shoe-shining No. 004, a _o ~, a pa 
F " tiful k d. and button-polishing except it has an horizonta covered with an imitation 
We we ae ee = ey Eade oes articles. Vertical open- opening. The material, leather. Assorted colors. 
100 tionally known first aid known first aid products. ing. Very durable khaki craftsmanship and needle- Durable, long-lasting, com- 
products. Hes set sales Priced right for volume duck. In demand by all work are of outstanding fortable. Appreciated by all 
re- records! s! ! quality. servicemen! 
re- op eae 
Pasa | TODAY! Wy your wholesaler can't sup 
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and for several days thereafter. 
things happened fast. Martial law 
was declared; blackout regulations 
were promulgated; civilian police 
and fire departments were aug- 
mented; physicians and nurses were 
called into service; the Office of 
Civilian Defense was mobilized; Red 
Cross and first aid stations were fully 
manned; curfew was declared; 
liquor stores were closed; schools, 
both public and private, were closed: 
censorship was established on mail, 
cable and wireless messages: prac- 
tically all of the structural material 
in town was requisitioned by the 
military. 


Plenty of Stock 


It was indeed fortunate that on 
Dec. 7, Lewers & Cooke had on hand 
one of the largest inventories in its 
90 years of existence. Before noon 
on that day orders began rolling in 
from all branches of the services. 
Our crews worked day and night, 
and by April 1 our inventory had 
been reduced by 70 per cent. Ship- 
ping was quite badly disorganized 
during January, February and 
March. and what materials did come 
in were emergency supplies for the 
Army and Navy. About February 
the Office of the Military Governor 
set up a priorities system for ship- 
ping, known as the Materials and 
Supplies Division, and by April m:- 
terials were moving in as orderly a 
manner as Could be expected unde 
the difficulties of the convoy system. 
By this time many of our shelves 
were bare, and our lumber yard, ex- 
cept for the sills, resembled a hase- 
ball field on an off dav. 

For years back our sales policy 
has been based on _ substantial 
amounts of business from the Army 
and Navy, but much the larger 
share of our business has come from 
civilian requirements of individuals 
and businesses. Now, and for some 
time to come, there will be practically 
no building of private homes and 
very little business building—-con- 
struction will be limited to those 
projects which have definite military 
importance. Very properly, the 
Army and Navy have first call on 
materials and labor. The Office of 
Civilian Defense is granted the next 
call. There is very little material or 
labor left available for private use. 
All essential materials are con- 
trolled by the Office of the Military 
Governor. In September over 80 


per cent of our sales of materials 
and services were made directly to 
the Army, the Navy, the O.C.D. or to 
contractors working for them. Other 
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sales were really a part of war ac- 
tivity but not made directly to those 
agencies. 

Military law, which was declared 
on Dec. 7, has operated very well in 
general. The Military Governor 
called in several prominent civilians 
to advise and help him with the 
preparation of an organization to 
meet the emergency. Recently, the 
Military Governor and the civilian 
Governor had agreed on the restora- 
tion of limited authority to the civil- 
ian courts. Depending wholly on the 
course of the war. we feel sure that 
there will be a gradual restoration 
of other civilian rights, but most of 
us agree that very definite military 
control is still needed. Under mili- 
tary law every person on the island, 
citizen and alien alike, over six years 
of age. has been registered, finger- 
printed, immunized and furnished 
with a gas mask and identification 
card. 

We have our own currency, which 
is the regular currency overprinted 
with the word “Hawaii,” and its use 
is restricted to the islands. All bond 
and stock certificates, _ privately 
owned, are turned over to certain 
financial institutions for safekeeping. 

The priorities system, as set up by 
WPB and applied with some modi- 
fications by the Military Governor, 
has been working very satisfactorily, 
especially recently since the WPB 
has come to realize that Hawaii may 
be considered the arsenal of the 
Pacific and has recognized certain 
problems not met on the mainland. 
In this we feel that Lewers & Cooke 
is playing a very important role in 
the war effort because, as_ stated 
above, over 80 per cent of our pres- 
ent activity is along that line. 











We have naturally had to reorgan- 
ize the business somewhat, closing 
out some lines entirely because the 
manufacturers cannot supply us; 
closing out others because there is 
no market for them in a war zone. 
This has enabled us to lease parts of 
our properties to the Army and Navy 
and occasionally, as an accommoda- 
tion, we have stored supplies belong- 
ing to the Federal Surplus Commodi- 
ties Corporation. 

Our staff has been greatly reduced 
by calls to military service and to 
other essential war work. We are 
training substitutes as we can get 
them and are employing relatively 
more women. Of those who have 
entered the service, many of you 
know Farrant L. Turner, our trea- 
surer, who is now a _ lieutenant 
colonel. U. S. Army, stationed on 
the mainland. In addition, practi- 
cally all of our employees are doing 
some sort of outside war work, and 
the majority have donated blood to 
the blood bank. 

Lewers & Cooke is represented on 
the directorates of the Chamber of 
Commerce and the Citizens’ Council. 
the latter being a group of senior 
executives of businesses plus.a num- 
ber of leading professional men or- 
ganized for the purpose of consult- 
ing with and assisting the authori- 
ties on all sorts of public problems. 

Just what the future holds, no man 
can foresee. Nelson signalled the 
British fleet at Trafalgar, “England 
expects every man to do his duty.” 
We know that our country expects 
the same of us, civilians as well as 
those in the armed services. In that 
spirit we will carry on until peace 
shall come and Hawaii once again 
he the Paradise of the Pacific: 


Dinnerware Sales Hit $3500 Mark 


(Continued from page 33) 


that held. We always have din- 
nerware and solid color dinner- 
ware up in the front of the store 
and frequently show it in a win- 
dow display. Although the col- 
lege professors and other faculty 
members do not buy top quality 
numbers in Oberlin they will buy 
sets and pieces for breakfast use. 
For the past six or seven years, we 
have sold from $1,500 to $2,000 
worth of solid color dinnerware 
and about $1,000 of dinnerware 
in 32-piece sets priced from $3.95 
to $8.95. Our best selling set is 
sold for $5.45 and the next best 
is at $7.50. We have 10 open 





stock dinnerware patterns, Indi- 
vidual pieces in the colored din: 
nerware sell from 15 cents to 
$2.65 each.” 

The college students also will 
buy dinnerware sets and pieces. 
Many of these students, according 
to Mr. Dailey, will buy a service 
for four when starting in their 
freshman year and a number of 
them will replace part or all of 
that set several times during the 
years they spend in college. When 
sales of dinnerware in regular 
.patterns are made most of the 
faculty members will buy a full 
set and will add pieces to it. 
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CHAIN IS ON DUTY 


———— 
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As on the ship pictured above, Chain is part of the machinery of war that fights 
day and night by the side of American Boys throughout the world. Day and night, 
production of various types of Chain vital to the war program goes forward at full 
capacity in the factories of The Cleveland Chain & Mfg. Co. The production of 
this chain and chain for war industries cannot be interrupted, but we are hopeful 
that our industry may soon be able to secure more steel to cover the manufacture 
of additional essential agricultural chain items which are distributed by the hard- 
ware trade and which are urgently needed by the American farmer.° 


LEVELAND 


Welded & Weldliess 


HAIN (x, 


nce 1869 au 
ns oe 





PROOF AND BBB 
COIL CHAIN 
Straight or Twist link chain. 
Electric or Fire Welded. Self- 
Colored or Galvanized Finish. 

Tested. 








Highest lit 
CHAIN is in service for Victory ighest Quality 


Sell only where Vitally needed. 


[he Cleveland (‘hain & YG. (0. cleveland, Ohio 


FO LTTE OE 


CALIFORNIA CHAIN AN FRANCIS 


) 3 F 
{AIN & MFG ¢ EATTLE WASI NI "ALIFORNIA CHAIN RE TI ANGELES "ALU 











FEBRUARY 18, 1942 











Profitable Business Can Result From a 
Farm and Garden “Tool Repair Corner” 


oo repairing service offers the 


wide-awake hardwzre dealer an 
opportunity to replace without risk, 
some of the volume and profits he 
is bound to lose because of the cur- 
tailment of many ef his regular lines. 
The government, which has strictly 
limited the manufacture of new farm 
and garden tools, is openly counting 
on repaired tools to meet the situa- 
tion. 

With these limitations, plus the 
need for such tools by farmers as 
well as Victory gardeners, the aver- 
age dealer is going to find himself 
faced with the problem of repairing 
these tools and keeping them in ser- 
vice for the duration. This coming 
year the buyers of farm and garden 
tools will probably outnumber the 
supply of new tools at least six to 
one. 

It is not difficult for a hardware 
dealer to set up a farm and garden 
tool repair department in some cor- 
ner or the basement of his store. A 
$1 by 48 in. table. illustrated, shows 


A stock of repair handles to 
correctly fit farm and garden 
tools used in a locality is im- 
portant. A dealer should carry 
an adequate stock of popular 
sizes, eliminating the slow 
movers and misfits. 


(Illustrations courtesy of 
The Union Fork & Hoe Co.) 


everything necessary to do a good 
job of farm and garden tool repair- 
ing. Dealers probably have all the 
parts needed in their stores or at 
least can obtain parts for this useful 
purpose. 

The Union Fork & Hoe Co., Deal- 
er’s Service Department, Columbus, 
Ohio, has prepared a complete blue- 
print for assembling this “tool repair 
corner” including plans for the con- 
struction of the sturdy table. The 
company has also published an in- 
formative booklet entitled. “New 


A well equipped “repair cor- 
ner” which includes a 31 by 
48-in. table and everything 
needed to do a good farm 
and garden tool repairing job. 


Tools for Old.” which tells how to 
replace broken farm and garden 
tool handles quickly, easily and cor- 
rectly and at the same time preserve 
the fine balance of the tools. 

After setting up this “tool repair 
corner” the dealer can offer each 
customer the choice of cither buying 
a repair handle and installing it 
himself or having his farm and gar- 
den tools completely and properly 
repaired for a_ slight additional 
charge. The average customer is not 
equipped to make proper repairs 
and will be only too glad to have the 
job done for him. The dealer can 
use his own judgment in selecting 
his system. If he wishes, he can 
offer to let reliable customers fix 
their own farm and garden tools in 
his repair corner but most customers 
would rather pay to have the work 
done properly. The main thing is 
to provide repair facilities which 
many farm and garden tool users 
lack. This should be done in order 
to help and hold his customers. The 
dealer can turn this necessity into 
extra profit. good will and new 
friends for his store. 
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UNIVERSAL QUALITY PLUS NATIONAL 
ADVERTISING KEEPS CUSTOMERS SOLD! 


Hundreds of letters each year tell us of long and satisfacto 
service being rendered by Universal housewares and ee 
ances. Today with stocks running low, Universal’s built-in 
quality can be depended upon to help keep Universal users 
sold for the duration. 

Satisfied customers are one of the best ways of keeping the 
Universal name favorably before the public during this war- 
time period. In 1943, however, Universal will go much 


further. National advertising will emphasize built-in quality, 
promise new post-war designs and help both dealers and cus- 
tomers profit from the servicing of Universal appliances with 
genuine factory parts. 


UNIVERSAL DESIGN WILL WIN POST-WAR MARKETS! 


All of our efforts are now being directed toward 

Victory through the manufacture of numerous 

war items. Post-war designs are developing 
spontaneously, however, with the use of new 

plastics, light metals and the perfection of low 

cost production methods. Our Post-War Planning Committee 
already has available for immediate peacetime consideration 
many new appliance ideas which combine established quality, 
new design and substantial dealer profit margins. 


UNIVERSAL SERVICE KEEPS "EM WORKING! 


To assist dealers in servicing appliances, Universal 

has established over thirty distribution centers for 

genuine factory parts. For certain major appliances 

such as the Vacuum Cleaner, a Packaged Parts Pro- 
gram has been inaugurated on a flexible basis for different 
types of service and sales dealers. If you are interested in serv- 
icing Universal appliances, wire or write for full details 
direct to us at the factory. 


U TRADE MARK KNOWN IN EVERY L 


ELECTRIC APPLIANCES « VACUUM CLEANERS e¢ ELECTRIC RANGES © WATER HEATERS 
CUTLERY e CARPET SWEEPERS # HOME LAUNDRY EQUIPMENT ¢ VACUUM WARE 


LANDERS, FRARY AND CLARK +» NEW BRITAIN, CONN. 


FEBRUARY 18, 1943 51 








a 


American Hardware Supply Co. Convention 


AMERICAN OFFICERS AND DIRECTORS—In the inset, Charles Scarborough, Pittsburgh. 

president. Left to right: S. M. Wylie, Elizabeth, Pa., secretary and assistant treasurer; F. B. 

Post, Washington, Pa., vice-president; H. M. Kirk, Newcastle, Pa.; William Ritter, Mechanics- 

burg, Pa.; Clarence Newcomer, Mt. Joy, Pa.; H. D. Whieldon, Greenville, Pa.; W. R. Conaway. 
New Lexington, Ohio, and J. M. Scott, Carnegie, Pa. 


DATE & PLACE American 
Hardware Supply Co., dealer-owned 
wholesale firm, 33rd convention and 
exhibit, Jan. 25-26, 1943, at com- 
pany headquarters, 41-43 Terminal 
Way. South Side. Pittsburgh, Pa. 


OFFICERS Charles Secarbor- 


ough, Pittsburgh. president; F. B. 


Post, Washington, Pa.. vice-presi- 


dent; S. M. W ylie, Elizabeth, Pa., 
secretary and assistant treasurer; E. 
\. Hastings, Pittsburgh. Pa.. treas- 
urer and assistant secretary. Direc- 
tors are: Messrs Scarborough, Post, 
Wylie, H. M. Kirk, Newcastle, Pa.; 
William Ritter, Mechanicsburg, Pa.; 
Clarence Newcomer, Mt. Joy, Pa.; 
J. M. Scott, Carnegie, Pa.; H. D. 
Whieldon, Greenville, Pa. and W 
R. Conaway, New Lexington, Pa 
William M. Stout continues as gen- 
eral manager. 


ADDRESSES— Members and 
guests were welcomed Monday even- 
ing by Charles Scarborough, presi- 
dent of the company since its incep- 
tion, Mr. Scarborough compliment- 
ed the management and employees 
for the successful year. These days 
are good times for dealers to clean 
up stocks of shelf warmers since 
there is a ready market for many 
such items. 

William M. Stout, general man- 
ager, awarded framed certificates of 
honor to the 10 dealers who had 
been most cooperative in the past 
year and announced that the 16 
men and boys, from the company. 
now with the armed forces receive 
each month a gift package and 
numerous letters. In later com- 
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ments he reviewed briefly the com- 
pany’s growth in the past 10 years 
and forecast the tremendous post war 
market that will be enjoyed by ag- 
gressive dealers. Millions of house- 
hold appliances and many new types 
of merchandise will be available 
after the war in line with recent de- 
velopments in plastics and other ma- 
terials, some of which are now being 
used as substitutes but which wiil 
later be regular lines instead. 
Clarence Newcomer, Mt. Joy, Pa., 
president, Pennsylvania and Atlan- 
tic Seaboard Hardware Association. 
urged attendance at that group's 
convention. H. Leslie Gould, sales 
manager, speaking on “The Hard- 
ware Dealer of 1943” emphasized 
that numerous hardware lines are no 
longer being made, and talked of 
the problem of labor scarcity. U. S. 
Government estimates, he pointed 
out, are that there will be a gen- 


WILLIAM M. STOUT 
General Manager 


eral drop in retail business this year , 
of about 17 per cent below last 
year’s level. Dealers should branch 
into other lines, doll up their stores, 
maintain a balanced inventory and 
“sell merchandise in “43 not hard- 
ware.” 

Reporting as treasurer and assis- 
tant secretary of the company E. A. 
Hastings read auditors’ and com- 
pany statements, etc., showing that 
sales expense was the lowest in re- 
lation to sales, last year, of any year 
in the company’s history with the 
balance sheet presenting a more 
liquid condition than for many years. 
He urged dealers to trim expenses, 
without paring things necessary for 
business and to maintain assets in 
liquid cash form so that they may go 
into the market when the war is 
over. 

F. Leon Herron, secretary and 
sales manager, Franklin Hardware 
& Supply Co., Philadelphia, Pa., 
dealer owned jobbing house, briefly 
traced the history of his firm. 

J. M. Kennedy, sales manager, 
Bigelow & Dowse Co., Boston, Mass.. 
wholesale hardware distributors, 
spoke of various problems of the 
hardware trade _ with particular 
reference to the problem of obtain- 
ing sufficient tools which greatly 
troubles many dealers these days 
despite the tremendous increase in 
tool production this year. 

Government regulations were dis- 
cussed by Virgil Hall, buyer, who 
urged reading of Harpware AcE 
and another publication for com- 
plete data on the subject of priori- 

(Continued on page 86) 
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YOU KNOW as well as we do what has become of most of 
the Millers Falls quality tools you used to buy and sell. They've 
“gone to war’... just aren’t for sale to anybody except on 
priorities specified by the Government for various classifica- 
tions, and that means you must make the most of PD-1X to 
secure the tools you are entitled to, 

THE ONLY COMFORT in the situation is that all these 
tools are going to war industries and the armed forces. The 
more tools we produce and supply to them now, the sooner 
peace will return .. . the sooner we'll be able to resume full- 
scale operations with our friends in the hardware trade on a 
normal basis. 

WHEN you can get them again for general distribution, 
you'll find Millers Falls tools better than ever . . . and they 
always have been mighty good. 

MEANWHILE, send us your orders extending the highest 


possible priorities and we'll help you to the limit of our ability. 


ILLERS FALLS COMPANY GREENFIELD, MASS., U.S.A. 








J. M. WITTEN 


Retiring President 


DATE & PLACE Western 
Retail Implement and Hardware 
Association met January 25. 26-27 
at the Hotel President, Kansas 


City, Mo. 


NEW OFFICERS — President, 
Lee Oldham, Leoti, Kan., succeed- 
ing J. M. Witten, Trenton, Mo.:;: 
vice-president, Ralph Rust, Parsons. 
Kan.; one-year director to fill un- 
expired term of Ralph Rust, J. C. 
Nitsch, Oberlin, Kan.; one-year di- 
rectors re-elected to three year 
terms, E. F. Fitzgerald, Colby, 
Kan., and Russell Hauck, Union- 
ville, Mo.;  past-presidents __ re- 
elected to the directorate for three- 
year terms, George S. Straight, 
Eureka, Kan.; Eddie Potter, Macon, 
Mo., and L. H. Dunton, Arcadia, 
Kan. Frank H. Spink, Kansas 
City, Mo., is secretary-treasurer. 


RESOLUTIONS —One_recom- 
mended that the secretary write 
every governmental agency having 
charge of critical materials asking 
that increased allotment of ma- 
terials be allocated to manufactur- 
ers of items essential to the farmer 
in production of food, items other 
than those covered by implement 
manufacturers, where it can be 
done without handicapping the 
war program. Another asked for 
association effort toward obtaining 
a ceiling price for implement re- 
pair service consistent with present 
conditions. The association ex- 
pressed appreciation of the 30 per 
cent increase in material allowed 
by WPB for implement repair parts, 
but stated that it was still felt to be 
inadequate to meet farmer’s de- 
mands. A _ resolution pointed out 
that an increase in price of mer- 
chandise is expected, but if retail- 
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Western Convention 


, 


ing is to survive, dealers must be 
permitted to share in the program. 
The -Western commended the hard- 
ware and implement dealers for 
their cooperation in the scrap har- 
vest, and urged the work be con- 
tinued, also recommended that deal- 
ers purchase war bonds and stamps 
whenever possible to support the 
Government’s war effort, and recom- 
mended a post-war planning com- 
mittee. 


ADDRESSES—Hobart Thomas, 
NRHA, offered dealers “A Plan for 
Survival” stating that this is a fight 
for survival. and that hardware deal- 
ers have only begun to fight. He 
cautioned, however, “The time is 
past when a retailer can sit back 
and wait for things to happen, and 
expect everything to come out all 





FRANK H. SPINK 
Secrétary-treasurer 


right at the end of the year. The 
dealer who plans best will profit 
most in 1943.” And further, “Don’t 
let it be said of you, “He planned too 
little and too late.’ There are two 
things a dealer can do: 1. Reduce 
expenses in line with sales which 
you can reasonably expect; 2. Make 
every effort to exceed the sales quota 
you have set.” 

Donald Booz, Supervisory Price 
Analyst of the Machinery Branch, 
OPA, Washington, D. C., advised 
implement dealers “Don’t get dis- 
couraged, thinking we are doing 
nothing for you. Please go along 
with us, knowing that we are going 
to work it out satisfactorily. The 
important thing about any regula- 
tion is that it be realistic, and that 
is what we are trying to do in our 
farm machinery regulation.” 


Glen B. Tharp, Farm Machinery 
Price Specialist, OPA, Dallas, 
Texas, and former president of 
NRFEA told of various reliefs grant- 
ed dealers by amendment to Regula- 
tion 133, particularly the control of 
sales between farmers and through 
auctions which protects dealers on 
five important items. “The amend- 
ment helps hardware dealers as well 
who handle such equipment as 
comes under 133.” 

Roy Halquist, chief of the Hard- 
ware and Small Tools Section, 
WPB, Washington, D. C., discussed 
“The Scope and Function of the 
Hardware and Small Tools Section 
of the WPB.” He told hardware- 
men “In connection with your prob- 
lems in getting fabricated items, it 
will be interesting to you to know 
that under the Controlled Materials 
Plan a portion of the total produc- 
tion will be allocated to essential 
civilian users. No doubt this Plan 
when in effect, will do much to bal- 
ance the war program, and will re- 
sult in distributors and retailers re- 
ceiving products which are necessary 
to maintain civilian economy.” 

Joseph H. Liston, special per- 
sonal representative of Donald M. 
Nelson, and Chief of the Speakers 
Bureau, WPB, Washington, D. C., 
spoke briefly on “The Problems We 
Face” and described in some detail 
the magnificent production of war 
materials during America’s first year 
of war. He also conducted the 
popular and valuable open forum at 
the afternoon session at which the 
“answer board” was made up of the 
following: Mr. Booz, Mr. Halquist, 
W. R. Noble, Department of Agri- 
culture, Washington; Caryl D. Sin- 
net, Priorities Consultant, WPB, 
Kansas City, Mo.; Martin Quigley 
of the Division of Information, 
WPB, Washington; Clark OD. 
Moody, chief, Automotive Services 
Section, in charge of pricing farm 
implement repairs, and Glen Tharp. 

Mrs. Dawn Dunton Steele, Ar- 
cadia, Kansas, of the Dunton Hard- 
ware Co., brought the Government 
men present to the edges of their 
chairs with some of her quips and 
intelligent criticisms of certain regu- 
lations and their administration, but 
captivated the large audience with 
her evident understanding of the 
hardware business and her work- 
able suggestions for operating under 
wartime conditions. 
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PLYMOUTH WINNERS 


IN THE FIRST 


IDEA EXCHANGE 





Here they are—prize winning ideas that will help YOU to replace lost 


hardware store sales! Try them out—see for yourself how a little ingenuity 


can make that cash register ring! The writers of the following letters have 


each been awarded a $25.00 War Bond: 


HAMMER MILL 


Early in the year we could see what 
might happen to us so we purchased a 
hammer mill from a local boy who was 
drafted. We then put in a small line of 
chick feed, starter, grower, scratch grains, 
grit, oyster shells and poultry medicine. 


That led to poultry concentrate and 
shortly the farmers brought in their own 
corn and oats, to be mixed with bran and 
concentrate; mixed with a shovel on an 
old cement slab and put through the ham- 
mer mill—turning out in their own sacks 
a 500-lb. batch of good, fresh, 174%% pro- 
tein egg mash that was cheaper than any- 
re they could buy, and did the same 
trick. 


This led to their bringing in racks of 
alfalfa hay, soy bean hay and ¢éorn on 
the cob, husks and all, as a hammer mill 
with a cutter head will grind this where 
the mills in most feed stores cannot. 


We then got in a carload of government 
wheat, sold it right out of the car 
(cheaper that way), and a carload of 
package coal. This coal works in very 
nicely as the farmer can pack it right 
in the back seat of his car. 


To round out the corners we learned to 
make a nice neat splice in a hay rope, 
and if you don’t think that pays, try it. 


Joseph E. Barrett 
Hustler Hardware 
Hustler, Wis. 


PARTS AND REPAIRS 


We expect to keep our business alive by 
selling parts for, and repairing, the hun- 
dreds of oil, coal, wood and gas cook 
stoves and heaters; the lawn mowers, 
bicycles, flashlights, well pumps, refriger- 
ators, electric and gasoline irons; the 
plumbing supplies, etc.; that we sold dur- 
ing our 51% years of business in Com- 
merce. 


We want this period of our business life 
to pave the way for the post-war period. 
Whenever we make repairs we remind 
our customers of their good judgment in 
having bought quality merchandise, put- 
ting in a suggestion for the purchase of 
bonds now that may be used to buy a 
new model of whatever we are repairing, 
from us later. 


To replace metal stove boards, we sell 
Flex-board that is more durable and fire- 
proof; it does not absorb the heat, and 
its edges do not curl. 


In this part of the country there are hun- 


dreds of hayfever sufferers, so we have 
the agency for an inexpensive nasal filter 
that is very satisfactory. People work- 
ing in dusty fields, cotton gins, and 
threshing grains use it to prevent sinus 
infections. 

Helen M. Douglas 

W. H. Douglas Hardware 

Commerce, Texas 


RENTAL SERVICE 


There are a good many articles which 
are not being manufactured any more 
until the war is over, and we decided that 
instead of selling the last one it should 
be kept and rented to those who are not 
fortunate enough to own one. 


This already applies to the following items, 
and many more can probably be added: 


Lawnmowers Pipe Wrenches 
Lawn Rollers Floor Sander 


Hedge Shears Post Hole Digger 


Brace and Bit (rented to householders who 
purchase night latches, or house locks). 


People are encouraged to keep up the re- 
pairs and looks of their homes if the 
proper equipment is available. 


It also keeps our customers in contact 
with our store even though we do not 
have many of the items they have been 
accustomed to purchasing from us. 


Mildred Wright 
Charles Salerno Hardware 
Grosse Pointe Park, Mich. 


VICTORY FAUCETS 


Chrome plated brass combination faucets 
are taboo today or are selling at a pro- 
hibitive price. For the past 10 to 15 years 


this type of faucet, when defective, has 
been replaced by a new one and the old 
discarded to a junk pile in basement or 
storeroom. We have solicited real estate 
firms and master plumbers to send us 
these faucets for reclaiming. 


We keep two men busy doing this work. 
They dismantle the faucet, install new 
washers and packings and then reseat 
them. We do not ream the surface of 
the old seat but with the use of a reseat- 
ing tool we tap a thread in the old seat, 
ground joint the upper edge and then 
screw in a new wrought brass seat. 
There are plenty of these seats still to 
be had. 


Thus for a nominal cost the customer 
has a faucet which except for new plat- 
ing (prohibited today) is as serviceable 
as a new one. 


This idea is further carried out with bath, 
basin and plain brass faucets. All soft 
seat valves can also be reseated in any 
size. We call these repaired faucets 
“Victory Faucets.” 


Other suggestions: 


Repair leaking aluminum ice cube trays 
—straighten the dents, solder the holes. 
Solicit apartment house superintendents 
for this work. 


Re-enamel metal or wood drainboards, 
tub covers, ice boxes and toilet seats. 
First scrape and sand, then use one coat 
of flat paint and one coat of enamel; buff 
the hardware. 


Make good general utility shovels by 
riveting a heavy black dustpan to a 4-ft. 
tapered handle. We have already sold 
hundreds of these. 
Frank Goldberg 
Caine Bros. 
70 St. Nicholas Ave. 
New York, N. Y. 





More prize-winning ideas next month 


We will publish the winning entries in the second Plymouth Idea Exchange in this 
space next month. Meanwhile*we are making every effort to ease the retail rope 
situation and are rushing research on new fiber developments. Until these are avail- 
able for hardware distribution, plug the merchandise gap with as many new services 
and sales ideas as you can—that’s the sure way to win! 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts and Welland, Ontario 
Division Offices: New York, Chicago, Houston, San Francisco 
Warehouse Stocks: New York, Boston, Philadelphia, Baltimore, Houston, Chicago, San Francisco 
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The Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


Wins are always de- 


moralizing. Many of our movies and 
our comic strips have a demoralizing 
influence especially to those in the 
‘teen ages. One of the subjects of 
discussion among wholesalers and 
manufacturers at the recent Chicago 
convention was the increase in petty 
thievery since so many new employ- 
ees had been taken on to replace 
those who are in the service. 


Once a Thief... 


One wholesaler once remarked 
that in his long experience he had 
hired murderers, drinkers. “skirt 
chasers,” and thieves. and had had 
fairly good luck with all of them save 
thieves. Thieves never reformed. 
Once a thief always a thief. 

So in this article suppose we write 
about thieves we have met. 

Most of the stealing in stores and 
shops is done by young men. Their 
salaries are small and their undis- 
ciplined desires are strong. Normal- 
ly they start stealing to buy presents 
for their girls. Other causes are that 
they like to dress well, to gamble 
and to put up a front. 

In the first World War we found 


it necessary to put detectives in our 
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stock departments to weed out these 
petty thieves. We seldom caught 
them in the act. Usually they excited 
suspicion by their boasting. 

We would have them arrested and 
frequently the judge would give 
them a suspended sentence as first 
offenders and they would come back 
at the lunch hour mix on the outside 
with other employees and “give us 
the laugh.” So we changed our tac- 
tics. Our foreman was a big, husky 
six-footer and when he found a case 
he would grab him by the neck and 
the seat of the pants. rush him to 
the elevator and down to the ship- 
ping room where he was kicked into 
the street and his clothes thrown 
after him. It was done in the sight 
for his fellow employees. The laugh 
was on the thief and we never saw 
any of those cases again. This 
“bum’s rush” did more to stop petty 
pilfering than the fear of police or 
courts. 


When to Catch Him 


To properly arrest a thief you 
must allow him to carry the stolen 
goods outside the premises. If you 
grab him inside the goods may be 
on his person but are not yet stolen. 

Here is an interesting case. A 
thief carried goods out of a store 


and was brought back under arrest. 
Stolen goods were removed from his 
pockets and placed on an office table. 
The thief confessed that he was steal- 
ing for a “fence”’—a druggist. Our 
foreman desiring to catch the 
“fence” arranged with the thief to 
take the goods to the “fence” and 
sell them for 50 cts. on the dollar. 
He did this and the foreman walked 
in with officer and arrested the drug- 
gist for receiving stolen goods. The 
druggist got out on bond and sent 
his lawyer demanding $1,000 for 
false arrest. Our lawyers settled for 
$500. Here were the facts. We were 
all right up to the time we made the 
thief our agent to sell the goods to 
the druggist. When we took the 
goods from the thief they were no 
longer stolen goods. 


A False Alarm 


In another case a druggist tele- 
phoned that a girl was in his place 
trying to sell a lot of our goods. It 
developed she was a stenographer of 
our lawyer and she was disposing of 
the “evidence” just used by him in 
court. 

A real war case would make an 
exciting mystery story. On account 
of the great war demand we had a 
lot of extra people and were working 
overtime. Our 300-pound, red-headed 
assistant cashier got the payroll cash 
from the bank in a lump sum and 
counted the money and filled the 
payroll envelopes. On account of 
overtime this was a somewhat com- 
plicated job. 

We had an expert accountant 
check all our departments and he 
reported she had been stealing. He 
worked on her books at night. I 
sent for her to come to my private 
office. When I closed the door she 
remarked very quietly. “I am guilty 
but you won't send me to jail—I will 
commit suicide.” I found myself 
trying to prevent a suicide. I knew 
she meant it. She had stolen $5,000. 
She returned $2,000. She had in 
the bank also some “phony” jewelry 
she had bought as genuine. 

Here was the strange part. She 
lived with her sister’s family and to 
account for her affluence had told her 
sister that she had a very generous 
friend. With tears in her eyes she 
said many a cold. snowy night she sat 
alone at a movie pretending to her 
sister she was out with her friend. 
I helped get her a job where she did 
not handle money. When her sister 
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G-E FLOODLIGHT LAMP 


One of several G-E MAZDA 

lamps now speeding production in 

the nation’s shipyards is this G-E 

MAZDA floodlight lamp. Fila- 
é ment is concentrated in a small 
space for use in floodlighting 
equipment designed to project a 
narrow beam of light over a rela- 
tively long distance. 
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NEW G-E MAZDA LAMP WARTIME WINDOW 
DISPLAY IS KEYED TO TEMPO OF THE TIMES ! 
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Makes your store a Lighting 
Service Headquarters 


The new General Electric MAZDA lamp 
wartime window display should be in the 
hands of display service subscribers early 
in February. The box in the upper left- 
hand corner reminds customers that “now 
over 400 types of G-E MAZDA lamps are 
being used by the nation’s armed forces 
and in war industries.”” The four-point 
creed explaining “Our part in these times” 
is self-explanatory and is designed to help 
you make your store a lighting service 
headquarters in your neighborhood. Key- 
ed to the tempo of the times, this display, 
which helps identify you asa G-E MAZDA 
lamp agent, deserves a prominent place in 
your store window. 








ELP BUILD EM FASTER! 


Today more than 400 types of G-E 
MAZDA lamps are in military service. In 
addition many other types of G-E lamps 
are helping speed victory on the war pro- 
duction front at home. 

Millions of regular fluorescent, incandes 
cent, and mercury lamps are providing 
better light for better production on both 
day and night shifts in the nation’s war 
plants. And there are many other types of 
lamps serving specific war industry needs, 
such. as: floodlight, sodium, water-cooled 
mercury, industrial drying, neon glow 
pilots and indicators, gun-bore inspection, 
sterilizing, and even a welder’s lamp with 
a special spatter-resistant quality. 

Name any wartime lighting need and G-E 
is probably making a lamp to fill it. 


HERE’S THE G-E LAMP AD 
IN CURRENT MAGAZINES 











GE MAZDA LAMPS : 
GENERAL @ ELECTRIC 





How to conserve eyes, light, and lighting 
equipment during wartime is the theme 
of G-E magazine advertising now reaching 
your customers. This ad appears in March 
True Story (out February 1st). Similar ads 
in the Saturday Evening Post, Collier’s, 
Life, Look, and Hygeia help keep G-E 
MAZDA lamp brand identification high in 
your customers’ minds. 
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learned the facts about the shortage 
she put her out because she had dis- 
graced the family—but she did not 
return all the presents the poor girl 
had given her and the family. 

Here is a good payroll plan. Have 
envelopes prepared in the home of- 
fice with the employees’ names on 
the outside. Inside on the gummed 
envelope flap enter the amount due. 
Send the envelopes to the bank who 
fill them with cash and seal the flap. 
The gummed seal covers the amount 
and when the employee drops the 


| envelope and it is picked up by an- 





other he can’t tell the amount. 

In wholesale clerks are 
tempted to steal high priced small 
packages, such as cutlery, razor 
blades, revolvers, etc., etc. 

Here are some preventions: 

Have such goods kept in a locked 
cage. Tie them up and seal the pack- 
ages with gummed strips. Enter the 
weight and date on each package in 
ink and then pass out of cage to the 
stock clerk. The weight of such 
packages also should be entered on 
stock order and invoice. If there is 
a claim for shortage by customers 
just duplicate order and re-weigh. 
If the weights are the same it is sure 
proof that the goods were all there 
at the time of shipment. 

There is more stealing done in 
winter than in summer on account of 
overcoats. One of the best plans to 
make stealing harder is to have an 
employees’ locker room in the base- 
ment—the farther from their work 
the better. Locker rooms should be 
locked and under the eye of an at- 


houses 


| tendant. 


Look out for “special cases” and 
irregular hours. Don’t have stock 
men arrive early and then go out for 
breakfast. 

A salesman once robbed his house 
of thousands of dollars. He owned 
a store in his territory. He worked 
his game with his store manager. He 
would do the selling himself and 
carry the orders to the home office. 
After the order was filled he would 
have it brought to him to price. Then 


| he simply reduced the quantities on 
| the order. 





When we used quantities of wood- 
en packing boxes numbered 1, 2, 3, 
etc., according to size, a crooked 
receiving clerk working with a 
crooked box manufacturer checked 
in smaller sizes for larger. Watch 
sizes as well as number of boxes. 
Foremen should occasionally do 
checking. 

A buyer of house supplies had a 
billhead printed with a friend’s 
name. He billed us for goods he 


never bought. He OK’d the bills 


himself and we mailed checks to the 
phony concern. He called on friends 
and cashed the checks. 

Once I visited Thomas Mott Os- 
borne, warden of Sing Sing, and met 
the leading lights in his care. One 
banker from a southern city was a 
leader among the convicts as he had 
been a leader in the outer world. He 
was remarkably cheerful. Mr. Os- 
borne had a pet prisoner. He was 
a model prisoner and I promised to 
give him a job when he was released 
in a few days. At Christmas he came 
with a $25 check from Mr. Osborne. 
Would I cash it? A check from Mr. 
Osborne wasn’t a good thing for 
him to have. 


The Same Old Story 


After Christmas our house detec- 
tive reported that he had been steal- 
ing. It was the same old story, once 
a thief always a thief. I called him 
in and he was shocked at the charge. 
I sent him back to his job and as I 
expected the next day he did not 
turn up. 

We had a large order for narcotics 
from South America. The powder 
was put up in small glass bottles. We 
had about 20 girls weighing out and 
bottling the drug. Federal officers 
came and reported that this nar- 
cotic was being offered for sale by 
a narcotic ring. We had had no re- 
ports of any shortages and our care- 
fully kept records all checked. They 
put a woman operator on the job, 
working with the girls. In a week 
they arrested five of them. 

Here is how they did it. All of 
them wore aprons with pockets in 
front. These pockets were lined with 
paper. As they filled the bottles 
they dropped a small quantity of the 
powder in their pockets. Just a little 
out of each bottle. Not enough to 
count even by weight. 

After a snowy holiday a former 
employee was found dead in a nar- 
cotic room at our factory. He had 
filled a bag with packages of nar- 
cotics then removed his shoes and 
using his coat as a pillow lay down 
to take a nap. He must have been 
drinking. The coroner brought in a 
verdict of his having taken an over- 
dose of a narcotic. Our factory su- 
perintendent, an experienced chem- 
ist, afterwards laughed at the ver- 
dict. He told us all windows to the 
room were closed and that the room 
was heated. He said the man had 
died from breathing a certain gas 
given off by a chemical. He knew 
it by the discoloration of the dead 
man’s skin. In the fresh snow were 
his footprints where he had crossed 
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the roof of a smaller building and 
entered the narcotic room by a lad- 
der placed over an alley to a win- 
dow. He must have entered when 
our watchman went to dinner. 

A southern salesman was seen put- 
ting a quantity of fine pocket knives 
in his sample trunk. The trunk was 
brought back from station, the sales- 
man confronted with evidence and 
fired. Two years later at Biloxi, 
Miss., a storekeeper shot and killed 
a burglar who had broken into his 
place. It was our salesman. He 
was working on an oyster boat in 
the harbor. 

There is always stealing under way 
and it increases in war time. It is 
a good idea to have arrangements 
that make stealing more difficult. 
There are different degrees of effi- 
ciency among detectives and some of 
these are as bad as dishonest em- 
ployees. Heads of departments 
should be watchful and not too con- 
fiding. 

Once a detective—working on his 
own—applied to me for a trial. I 
said I didn’t think we needed him. 
He laughed and remarked if I would 
name any of our departments he 
would steal goods from them right 
under the manager’s nose. I tried 
him out. That afternoon he pushed 
a small house truck almost full of 
goods into my office. All he did was 
to hang up his coat and hat, roll up 
his sleeves, take an order blank and 
push a truck into a department. They 
filled his order. How did I know he 
wasn’t one of our employees was 
the department manager’s defense. 

It is a good idea to bond employ- 
ees for comparatively small amounts. 
Employees fear bonding companies 
more than they do their employers. 
They feel if they are caught they 
will get little sympathy from a bond- 
ing company. Knowing that they are 
bonded, is usually a deterrent influ- 
ence. 

A hardware dealer in Indiana was 
always low bidder on requisitions 
from Jeffersonville. In collusion with 
a stock man he supplied short quan- 
tities. The dealer caught an em- 
ployee stealing. The thief remarked 
if he went to jail this dealer would 
go too as he had “the goods” on him. 

It is decidedly important to have 
a keen-eyed, sharp-witted foreman, 
especially in these war days. 
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It's keeping above the other fellow that wins vic- 
tories in the sky . . . and our boys are riding the 
ceiling, constantly at the tails of the Zeros and the 
Heinkels. 

An oxygen regulator is helping make this high 
altitude flying possible . . . one that keeps a proper 
supply of oxygen pouring out the nose-piece into 
the lungs of the airmen. 

The National Die Casting Company is proud of 
the appointment to manufacture these instru- 
ments for our Air Force. The facilities of our large 
plant are now engaged in this and other arma- 
ment work. It is obvious therefore that there can 
be no more JUICE KINGS for the “duration.” 


Juice hing 


to continue national advertising 


Advertisements in leading national 
consumer magazines will advise 
JUICE KING owners on the proper care 
of their machines to assure longer life 
... will encourage prospects to put 
JUICE KING at the top of their ‘want 
list’’ for those brighter days ahead. 


NATIONAL DIE CASTING COMPANY 
600 N. Albany Ave., Chicago, Illinois 


es 
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Indiana Convention 





DATE & PLACE The Indi- 
ana Retail Hardware Association 
held its 44th annual convention. 
Jan. 27-28, at the Lincoln Hotel. 
Indianapolis, Ind. Approximately 
200 were in attendance. 


NEW OFFICERS Roy H. 
Hunter, Versailles, president. suc- 
ceeding J. E. McCoy, Cloverdale: 
Charles W. Link, Rockport, vice- 
president. New directors: Elmer A. 
Hummer, Lakeville; H. J. Klopfen- 
stein, Portland, and Darrall Par- 
sons, Muncie. Advisory board: 
Jesse E. MeCoy, Cloverdale, and 
Homer Hipskind, Wabash. G. F. 


Sheely is managing director. 


ADDRESSES—A highlight of 
the program was an address by V. 
S. Peterson, of the Public Relations 
Department of the DuPont Com- 
pany, who told hardware dealers 
that greater use of agricultural prod- 
ucts in industry is heing speeded by 
unprecedented war demands and 
that shortages in many fields are 
heing relieved by chemically devel- 
eped replacements and by adapta- 
tion of existing products and proc- 
esses to new uses. He said that in 
many instances the so-called substi- 
tutes are proving superior to the 
materials for which they have called 
on to “pinch-hit” which means they 
have come to stay. 

Homer Hipskind, Wabash, sug- 
gested that hardware dealers add 
new lines to take up the slack of the 
things which they cannot get; also 
that floor sanding rental business 
ean be developed into a_ profitable 
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(Indianapolis Times Pheto) 
INDIANA OFFICERS—Left to right, front row: Roy H. Hunter, Versailles, pres- 
ident: Charles W. Link, Rockport, vice-president: Elmer A. Hummer, Lakeville, 
director; J. L. Klopfenstein, Portland, director. Rear row: Darrell Parsons, 
Muncie, director: Homer Hipskind, Wabash, advisory board; Jesse E. McCoy, 
Cloverdale, retiring president: G. F. Sheely, Indianapolis, managing director. 


enterprise and it will increase sale 
of sanding supplies. But he advised 
dealers to learn how to explain to 
their customers the operation of 
sanders. He also suggested the pro- 
motion of dinnerware to build up 
large-item sales and profit. 

Carl L. Fenger. New Albany, ad- 
vised dealers to buy conservatively 
the many substitutes which are on 


the market so stocks will not be clut- 
tered up with merchandise which 
will be of no use to them after the 
war. 

Elmer A. Hummer, Lakeville, sug- 
gested, that such items as blankets, 
luggage, card tables, automotive 
equipment and cutting parts for 
farm implements as well as lubri- 
cants can largely increase sales vol- 
ume with a good margin of profit. 

Robert B. Kelley, Winamac, said 
that hardware men can operate at a 
profit if they “control” their business. 
He explained “control” as a_ blue- 
print of a business made at the be- 
ginning of the year to show how a 
merchant can operate at a profit or 
loss by maintaining proper relation- 
ship between expense and sales. 

Dr. Gerald E. Warren, State Price 
Officer, pointed out that operating 
cost might be reduced by a “consoli- 
dated” delivery system; also that 
displays should be simplified and 
personnel reduced when possible to 
maintain low operating expense. 


RESOLUTIONS-— F avored 
State and local government units 
keeping expenses within current in- 
come during war periods. Opposed 
federalization of Social Security; 
State wage and hour legislation. 
Approved efforts of Secretary of 
Agriculture to allocate raw materials 
for manufacture of farm machinery 
and equipment. 


Washington News Reel 


(Continued from page 39) 


given that sheepskin makes a thorough- 
ly satisfactory substitute. 


= & 


OPA REGIONAL ADMINIS- 
TRATORS, state directors and district 
managers have been specifically au- 
thorized to rule on the reasonableness 
of curtailment which retail stores as a 
part of the Retailers’ Economy for Vic- 
tory Plan may make in services or de- 
liveries without reducing ceiling prices. 

The action was taken through issu- 
ance of General Order No. 44 Dele- 
gation of Authority to Act for the Price 
Administrator in Approving Retail 
Economy Practices under Supplemen- 
tary Order No. 29. Under the order re- 
tailers were allowed, without reducing 
their ceiling prices, to curtail and in 
some instances eliminate delivery and 
‘tore services which had been consid- 
ered customary in the pre-war period, 
but which, in the opinion of OPA and 
the retailers it consulted, became ac- 
tually luxury services in wartime. The 
new action gives OPA field offices au- 
thority to approve retail economy prac- 


tices in cases of doubt arising under 
the Economy for Victory Plan. 


x * * 


MANUFACTURERS OF STIR- 
RUP PUMPS may mark the maximum 
retail price on the outside cover of an 
individual carton containing a pump in- 
stead of on a tag attached to the pump, 
OPA has announced. 

This modification of the price post- 
ing provision will enable manufacturers 
to complete the packaging of individual 
pumps before knowing whether the 
pumps will be sold direct to retailers or 
to distributers, the maximum retail 
price being different in each case. Dis- 
tributers or retailers, if they open the 
cartons, are required to copy the 
stamped price on a tag for each pump. 

Amendment No. 4 to Maximum Price 
Regulation No. 234, providing for this 
change was effective Feb. 9. 
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and steel in the manufacture of coal 
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and wood burning heating stoves will 
be permitted during February and 
March under the provisions of Order 
L-23-d, both in order to speed up con- 
versions from oil to solid fuel heating 
equipment and to take care of the nor- 
mal seasonal demand for stoves. Until 
March 31, any Class C producer en- 
vaged in the manufacture of domestic 
heating stoves fired with coal or wood 
may use iron and steel without regard 
to the quota limitations previously estab- 
lished under L-23-d for the two months’ 
period. 

An extension of the period during 
which iron and steel may be used by 
Class C manufacturers without restric- 
tions was authorized at this time for 
the reason that the industry will re- 
quire the longer interval to get into full 
production. 

x k * 

PERSONS RESIDING OUT- 
SIDE the areas of fuel oil rationing 
who require a new coal or oil-heating 
stove but are prevented from obtaining 
one because of existing restrictions on 
the sale and delivery of such heaters, 
are permitted to file an appeal by lett:1 
addressed to the WPB Plumbing and 
Heating Division, Washington, D. C. 
Filing of an appeal is made necessary 
because of the recent revocation of a 
portion of the regulations applying to 
heating equipment, which permitted an 
ultimate con-umer to obtain a cooking 
or heating stove or a water heater by 
merely signing a certification. 

Due to the restrictions of other WPB 
regulations, an application on Form 
PD-1A should be submitted in lieu of 
the written appeal, if pipe is required 
in making the installation. The PD-1A 
should show the kind of material re- 
quired, how much is needed, and the 
reasons why the request is justified. Th 
PD-1A forms are obtainable from any 
WPB field office. 


War Work 


T’S nice to know that government 
officials, too, tell stories about 
red tape. 

Ernest Kanzler, the War Produc- 
tion Board’s director general of op- 
erations, tells the one about the 
WPB representative who walked into 
the office of ‘a Detroit manufacturer 
whose plant is sending out war ma- 
terials at a terrific speed. 

The business man sat at his desk 
snatching papers off a huge stack 
of mail, scratching his name on each 
without even a glance at the content, 
and tossing them into the outgoing 
basket. 

“Good Lord,” exclaimed the WPB 
representative, “do you actually sign 
your mail at that speed, without even 
examining it?” 

“Mail, hell,” said the business man 
without breaking his pace. “These 
are affidavits.” 

Nation’s Business 
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THE Moose THAT PUTS THOUSANDS 
OF H.P. INTO ACTION... .. 


At many bases, under various conditions, the start- 
ing of airplane motors often presents real problems. 
To step up, speed up and conserve starting equip- 
ment, “boosters” are used, powered by. depend- 
able Briggs & Stratton gasoline motors. This is 
but one of many “out-of-the-ordinary” applications 
which, with scores of more familiar uses, make up 
a most impressive list of ways the armed forces 
are being served by Briggs & Stratton motors. 





















































As an emergency wartime 
service, we are trying to route “used” 
Briggs & Stratton motors that may 
not now be in service, into the hands 

of those who need them so badly. 


Do youknowof any Briggs & Stratton 
4-cycle, air-cooled gasoline motors 
— no matter how old — that are 
not in active service? If so, please 
write us, giving sizes, model num- 
bers, and a report as to general con- 
dition. We will serve as a “clearing 
house” to make contacts between 
owners and prospective purchasers. 


BRIGGS & STRATTON CORP. 
MILWAUKEE, WISCONSIN, U. S. A. 
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Stanley Works Receives 
Army-Navy “E” Award 





Richard FE. Pritchard, president of The Stanley Works and 

Charles P. Wainright, oldest employee in point of service. 

hold the Army-Navy “E” pennant, presented to the company 

recently for outstanding achievement in the production of 
war equipment. 


The Stanley Works, New Brit- | address of acceptance in behalf | Wis., 


ain, Conn., recently joined the 
American industrial honor roll | 
when it formerly received the | 
Army-Navy “E” award for wut- | 
standing achievement in the pro- 
duction of war equipment. 

The ceremony, held at the com- 
pany’s steel mill building in New 
Britain, was attended by approx- 
imately 3,000 employees and sev- 
eral hundred guests. 


The presentation of the Army- 
Navy “E” pennant was made by 
Col. Earl McFarland, represent- 
ing the Hon. Robert P. Patter- 
son, under secretary of war. It 
was accepted for the employees 
and management by Richard E. 
Pritchard, president of Stanley | 
Works, who said in part, “We 
accept this pennant for the Stan- 
ley Works’ main plant with a 
deep appreciation of its meaning. 
We will fly it as a symbol of 
what has been done, and as a 
constant reminder of what has to 
be done until the 

Token pins were presented to 
eight employees by Lieut. John 
D. Lodge, U. S. Navy, and the 
other employees received their 
pins from company officials. The 





war is over.” 
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of the employees of the company 
was made by Charles P. Wain- 
wright, oldest employee in point 
of service and an active worker 
for more than 63 years. 

One of the high points of thé 
program was the reading of a 
telegram from Maj. General 
Ralph J. Mitchell, U. S. Marine 
Corps, chief of the division of 
aviation, by Ernest W. Christ, 
vice-president and secretary of 
the Stanley Works, who served 
as master of ceremonies. Other 
speakers on the program inclu- 
ded Hon. Raymond E. Baldwin, 
Governor, State of Connecticut 
and Hon. George A. Quigley, 
Mayor, City of New Britain. 


GREENLEE BROS. & CO. 
OUTLINES WAR WORK 


Greenlee Bros. & Co., Rock- 
ford, Ill., of which Greenlee Tool 
Co. is a division, recently pub- 
lished a booklet, “Greenlee at 
War,” which has been distributed 
to its employees. Its purpose is 
to give the employees a better 
knowledge of the importance of 
Greenlee products in the war ef- 


| fort and, through this, a better 
understanding of the importance 

| of the work they are doing. 

| So far as censorship permitted, 


oduction of which 
equipment has had an important 
part. It is reported that 
booklet has done a good job. 


CONGOLEUM-NAIRN 
NAMES ALBANY 
DISTRIBUTOR 


Announcement was _ recently 
Albany Hardware & Iron Co., 
Albany, N. Y., as a distributor 
of Congoleum-Nairn products in 
that trading area. Congoleum- 
Nairn, Inc., Kearney, N. J., 
manufactures linoleum and other 
smooth surface floor coverings. 





| JAQUES, ADV. MANAGER 
| OF MASTER LOCK CO. 


Master Lock Co., Milwaukee, 
has announced the ap- 
pointment of Emmett S. Jaques 
as advertising manager. Mr. 
Jaques is widely experienced in 
marketing through “indepen- 
dent” channels. In addition, he 
has a newspaper background, 
having served on the editorial 
staff of the Milwaukee Sentinel 
and the Rochester, N. Y., Demo- 
crat and Chronicle. 








EMMET 8. JAQUES 


made of the appointment of the | 





| this was done by brief printed | 
| explanations and by photographs 
|of the products and of men at | 
work in the plant; also by photo- | 
zsaphs of war materials in the | 
Greenlee | 


the | 








HARDWARE AGE FOR 
A. J. KWITEK 
After spending one year in 


Washington, as chief of the 
Hardware Section of the OPA, 
and chairman of the Tool Pro- 
curement Committee of the 
WPB, A. J. Kwitek has re- 
turned to his duties with Hib- 
bard, Spencer, Bartlett & Co., 
Chicago, Ill., as vice-president 
in charge of purchases. 


HILL-SHAW NAMES NEW 
REPRESENTATIVES 


Three new sales representa- 
tives for “Speed-Stir” coffee 
brewers have been chosen by the 
Hill-Shaw Co., Chicago, Ill. Jim 
Bond will represent the company 
in Eastern Philadelphia, Dela- 
ware, Southern New Jersey. 
Frank Collins will center his ac- 
tivities in the southeast with 
headquarters in Atlanta, Ga. 
J. V. Folsom will act as repre- 
sentative in Texas, Louisiana 
and Arkansas, working out of 
Dallas. 

All three men have a_ wide 
acquaintance in the houseware 
field. 


HUGHSON & MERTON 
AT NEW LOCATION 


Hughson & Merton, manufac 
turers representatives, San Fran 
cisco, Cal., recently were forced 
to move its offices to 1270 Bush 
St., due to the fact that the 
Marines have taken over its old 
quarters. After 21 years at the 
same location, the company 
moved to its new premises on 


Jan. 25. 
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H. Hobson. 


Stanley 
Curtin, Watson Derwent, Carl Sorby, Otto Olson, Floyd Lawson. 
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Directors Name Hobson 


to Roper Presidency 


At the annual stockholders’ 
meeting and a subsequent direc- 
tors’ meeting held at the Geo. D. 
Roper Corp. offices, Rockford, 
Ill., January 26, S. H. Hobson 
was elected a member of the 
board of directors and president 
to succeed Mabon P. Roper, who 
died recently. 

Shelby L. Large and Hugo L. 
Olson of Rockford and Bert 
Pratt and J. Sanford Otis of 
Chicago were reelected to the 
board of directors. 

All officers of the company 
were reelected including W. E. 
Derwent, E. Carl Sorby and J. P. 


Curtin, vice-presidents, and 
Floyd K. Lawson,  secretary- 
treasurer. Manufacturing opera- 
tions will be under the super- 
vision of works manager Otto 
Olson. 

Mr. Hobson, who is a well- 


known figure in industry, started 
with the Roper organization 28 
years ago and moved progre:- 
sively from asSistant foreman up 
to the presidency. As chief en- 
from 1919 to 1929 
supervised the entire building ex- 
pansion program involving the 
planning and construction of the 
present Roper plant completed in 
1929. When the Roper-owned 


gineer 
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he | 


Blackhawk Engineering Co. was 
formed in 1941, Mr. Hobson was 
made president of this company 
while continuing to act as execu- 
tive vice-president of the 
D. Roper Corp. 

In commenting on the elcction 
of other officers Mr. Hobson said, 
“It is my aim to maintain the 
long established policies of the 
company. The officers reelected 
are well qualified to carry on this 


Geo. 


job. Curtin has been with the 
company 32 years; Derwent, 27 
years; Lawson, 25 years and 


Sorby, 16 years. This gives us a 
good solid foundation.” 


ROSE ELECTED PRESIDENT 
OF “THE NUTMEGGERS” 


At a recent meeting of “The 
Nutmeggers,” Inc., Raymond L. 
Rose, Benj. Moors & Co., was 
elected president for 1943. The 
following officers alco were elect- 
ed: first vice-president, Ernest J. 
Bolduc, Jr., Wickwire Spencer 
Steel Co.; second vice-president, 
Donald W. Maclsaac, The Pat- 
terson-Sargent Co.;  secretary- 
treasurer, Earle J. Hopwood, Olds 
& Whipple, Inc., and assistant 
treasurer, E. Cyril Sullivan, Hun- 
ter & Havens, Inc. Directors 














elected for three ycars are: C. F. 
O’Brien, Bethlehem Steel Co.; 
Joseph L. Lane, Greenfield Tap 
& Die Corp., and Frank J. 
Trieber, Clark Brothers Bolt Co. 
Past president directors are: 
George W. Graham, The Collins 
Co., and Edward G. Swift, manu- 
facturers’ agent. 


EISENHARDT PROMOTED 
BY AMERICAN STEEL & 
WIRE 


Charles H. Eisenhardt has 
been appointed assistant manager 


| of the electrical, wire rope and 


construction materials sales divi- 


sion of the American Steel & 


Wire Co., Cleveland, Ohio, a sub- | 


sidiary of the United States Steel 


Corp., succeeding R. L. Rhodes, | 


who recently resigned. 
Mr. Eisenhardt has been asso- 


ciated with the company since 
May, 1925, when he was em- 


ployed as a stenographer in the 
Baltimore, Md., sales office. He 
was successively a price clerk, 
correspondent and salesman in 
the Baltimore office before being 
assigned to the position of spe- 
cial sales representative in Wash- 
ington, D. C., in August of last 
year. His new appointment be- 
came effective on Feb. 1. 


PHILA. HARDWAREMEN 
ELECT 1943 OFFICERS 
The Hardware Merchants’ & 

Manufacturers’ Association of 

Philadelphia reelected Amos H. 





AMOS H. 


HERR 


Horr, Herr & Co., Lancaster, Pa., 
as its president for 1943 at the 
January meeting of the associa- 
tion. Jacob S. Disston, Henry 
Disston & Sons, Inc., Tacony, Pa., 
was elected vice-president, and 
George A. Fernley was reelected 
of the 


asso- 


s cretary-treasurer 
ciation. 


Robert H. Gates Elected President 
of Turner, Day & Woolworth Handle Co. 


At a recent meeting of the | 


board of directors of Turner, 





ROBERT H. GATES 


Day & Woolworth Handle Co., 
Inc., Louisville, Ky., Robert H. 
Gates was elected to the po-ition 
of president. Prior to his elec- 
tion as president, Mr. Gates had 
been vice-president for 23 years. 
He continues to occupy the posi- 
tion of general manager of the 
company. 


William R. Creal, secretary- 
treasurer of the company, was 
elected vice-president and also 
will continue as secretary-trea- 
surer. Both Mr. Gates and Mr. 
Creal have served the company 
since 1904, 


Other changes made were the 
election of A. W. Ferguson to 
the position of vice-president and 
the appointment of Leslie G. 
Reuther as assistant to the presi- 
dent. 
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Army-Navy “E” Production Awards 
Of Interest to the Hardware Trade 


Ill., Three Rivers, Mich. plants. | 


Chromium Corp. of America, 
New York City. Il., 
plant. 

Corning Glass Works, Corning, 


a 2 


Chicago. 


Damascus Steel Products Corp., | 


Rockford, II. 

The Estate Stove Co., 
tong Ohio. 

Edwards & Co., Inc., Norwalk, 
Conn. 


Hamil- 


Fairbanks, Morse & Co., Chi- | 


cago, Ill. Beloit, Wis., Freeport, 


IOWA MFG. CO. BUYS 
HALL MFG. CO. PLANT 


D. M. Hall, president of the | 


Hall Mfg. Co., Cedar Rapids, 
lowa, has announced the sale of 
the factory land and buildings 
to the lowa Mfg. 
Rapids, lowa. The original Hall 
business will be liquidated dur- 
ing the next 90 days. 

Founded in 1908, Hall Mfg. 
Co. has long been a figure in the 
manufacture of agricultural 
hardware, farm equipment and 
garage door hardware. The buy- 
ing firm is a large manufacturer 
of road construction and gravel 
grading equipment and will use 
the Hall plant in the expansion 
of its present business. 


Co.. 


THEURER TO WEST COAST 
FOR PITTSBURGH PLATE 
GLASS CO. 


E. D. Griffin, 
Pittsburgh Plate 
Pittsburgh, Pa., announced that 
Louis F. Theurer, industrial 
sales manager, Milwaukee Paint 
Division, had appointed 
West Coast Divisional Director, 
succeeding Floyd S. Green, who 
is retiring. Mr. Theurer begins 


vice-president, 


Glass Co., 


been 


his new duties March 1. R. I. | 


Ogle, industrial paint sales rep- 
resentative in the Chicago terri- 
tory, will be industrial sales 
manager at Milwaukee. 
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Cedar | 


Harrington & Richardson Arms 
Co., Worcester, Mass. 

Horton Mfg. Co., Fort Wayne, 
Ind. 

H. K. 
Mass. 

The Stanley Works, New Brit- 
| ain, Conn. 

The Henry G. Thompson & 
Son Co., New Haven, Conn. 

Westinghouse Electric & Mfg. 


Porter, Inc., Everett, 


Co., Springfield, Mass. 
Mr. Green retires after long 
and distinguished service with 


the company. In 1903 he joined 
E. D. Timms in the paint busi- 
In 1917 when the Patton 
absorbed the Timms 
Mr. Green was 
| transferred to Milwaukee as in- 
| dustrial paint sales manager; 
| later he spent three years at 
| general office in Pittsburgh be- 
fore going to the West Coast in 
1931 to organize the new com- 
pany division. 


| ness. 
| Paint Co. 
| organization, 


Mr. Theurer joined the com- 
pany at Milwaukee in 1919 after 
serving abroad in World War I. 
After preliminary 

| was assigned the Chicago terri- 
tory, selling industrial finishes. 
| He was appointed manager in- 
| dustrial paint sales, Milwaukee, 
| in 1935. 

Mr. Ogle joined the company 
| in 1919 and has been industrial 
paint sales representative at Chi- 
cago for many years. 


HARDWARE SQUARE CLUB | 


SHORE DINNER, MAY 6TH 


| The Hardware Square Club, 
| New York City, will hold its an- 

nual shore dinner on May 6, at 

the Hotel Astor, New York City. 
| Tickets will be $6.00 including 
| tax. The club will also sponsor 
| a 30-day Bond Drive which will 


| terminate the night of the dinner. 

The members on the dinner com- 
| mittee are: Ralph S. Allen, chair- 
| man, Fred A. Scholl, L. M. Ed- 


| wards, George Carstens, Conrad | 


| Kunz, H. Kornrumph, Irving 
Feldman and William Heize. 


McDONALD MADE WPB 
INDUSTRIAL SPECIALIST 


J. J. McDonald has taken up 
his duties as senior industrial 
specialist in the Hardware Unit 
of the Hardware and Small Tools 
Section, WPB Building Material 
Division. Mr. McDonald has had 
18 years’ experience in the build- 
ers’ hardware business wtih such 
firms as J. Jacob Shannon, 
Murta-Appleton Co., and N. E. 
Henderson & Sons of Philadel- 
phia and others. For the past 
eight years he was a manufac- 
turers’ representative covering 
Maryland, Virginia and the Dis- 
trict of Columbia for Schlage 
Lock Co., Norton Lasier Co., and 
Lawrence Bros., Inc. 


training he | 


CUNNINGHAM ASSUMES 
| ADDED DUTIES FOR 
| AMES BALDWIN WYOMING 
Harold Cunningham, vice-pres- 


dent, Ames Baldwin Wyoming 
Co., Parkersburg, W. Va., has 








HAROLD CUNNINGHAM 


been appointed general manager 


| of the Shovel, Steel Goods and 


Handle divisions of the company. 


| He has been serving as vice-presi- 
| 


dent and general sales manager 
since 1933 which he will con- 
tinue in connection with his new 
assignment. 

Mr. Cunningham joined the 
former Baldwin Tool Works in 
1919, immediately following his 
discharge from the U. S. Army. 
He became vice-president and 
sales manager in 1924, which po- 
sition he held until the fall of 
1931 when Baldwin participated 
with several other companies in 
forming the Ames Baldwin Wy- 
oming Co. 

No change in the duties of the 
company’s personnel, other than 
Mr. Cunningham’s, is affected. 














ACE HARDWARE MEN MEET: One of the meetings held during the annual convention 
of the Ace Hardware Corp., Chicago, Ill., which was held at the Hotel Sherman, Chicago, 
Jan. 18-20. Plans and issues pertaining to operation during the war period were discussed. 
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HOOD RECEIVES 25-YEAR SERVICE MEDAL: C. F. Hood 
(left), president of American Steel & Wire Co., Cleveland, 
Ohio, accepts a 25-year silver U. S. Steel Corp. service 
medal trom John May, vice-president and general manager 
of sales of the Wire Company. The presentation was made at 
a joint dinner meeting of the sales and operating personnel 
of the company held in Cleveland recently. Mr. Hood first 
started working for the company in May, 1917, as an oper- 
ating clerk at Worcester, Mass. He worked his way up 
through the ranks until on Jan. |, 1938, he became president 
of the company. 
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| company, welcomed the group, 


NEW WPB POST |introduced the guests and 
Curtis E. Calder, Director Gen- | sketched the history of Mr. 
| Blunt’s twenty years. Leo May, 


eral for Operations, recently an- 
nounced the appointment of B. 
C. Heacock as Deputy Director 
General for Distribution. Mr. 
Heacock succeeds J. A. Krug, 
who was named Power Director 

The new chief of the Distribu- 
tion Bureau came to WPB last 


vice-president, was called upon 
to give a biological sketch of Mr. 
| Blunt and C. W. Clayton, secre- 
| tary, produced the records to 
| show that Mr. Blunt was entitled 
to membership in that club. 





December as Director of the Pri- ——— 
orities Control Division. He is | 


chairman of the executive com- | WITTEN HDWE. CO., INC., | 
mittee of the Caterpillar Tractor CLOSES BUSINESS 


Co. On Feb. Ist and 2nd, the Wit- 
| ten Hardware Co., Inc., Trenton, 
Mo., one of the city’s most prom- 
| inent and oldest business institu- 
tions, liquidated its assets by an 
auction to the trade conducted 
by the Gross Auction Co., Inc., 
| Kansas City, Mo., and suspended 
business for the duration of the 
war. At a meeting of the stock- 
holders this decision was reached 
due to the inability of the com- 
pany to obtain merchandise and 
| because of other adverse factors. 
All stock, fixtures and equipment 
were sold, but J. M. Witten, the 
firm’s vice-president and man- 
ager, will personally retain the 
company’s bottled gas business. 
The Witten Hardware Co. 
store has been in operation since 
1904, when it was founded by 
the late Tom N. Witten. J. M. 
“Mac” Witten, son of the found- 
er, is immediate past president 
of the Western Retail Implement 
and Hardware Association. Prior 
to this, Mr. Witten was an asso- 
ciate editor of HarpwARE ACE 


BLUNT HONORED BY 
MAY HARDWARE CO. 


Samuel Blunt recently com- 
pleted his 20 years association 
with the May Hardware Co., 
Washington, D. C., and was ad- 
mitted into its Twenty Year 
Year Club, on Jan. 29, when a 
dinner was given in his honor. 
Arthur May, president of the 

















for 10 years. 


SAMUEL BLUNT 


FEBRUARY 18, 1943 
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Ube seeis / 
welt be seeing you. 
We are proud that we have nothing to sell for 


any peaceful purposes whatever. We're on 
war production service, full time! 


The A-C quality kitchen sink or cabinet units 
we would have made for you—if!—are now 
flying over the world, in one form or another. 


After combat, though, when all of us turn our 
thoughts happily homeward, we'll be seeing 
you. Meantime— 


Remember Ac 














Save a 
SERVICE MAN’S 
LIFE 
Get in touch with your local 
Red Cross unit and give part 
of your blood for the men 
who are willing to give 

their lives for you. 


aityes pre-war installa- 


tion of A-C quality kitchen 
cabinet...and our peace pro- 
duction will be better be- 
cause of our war experiences! 








AMERICAN 
CENTRAL 


MANUFACTURING CORPORATION 
"  CONNERSVILLE, INDIANA 





MANUFACTORS TO INDUSTRY AND THE AMERICAN HOME 
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ow 
” WE SELL 


> LABOR SAVING. 






That magic word “LABOR-SAVING” built the 
home appliance industry. It will build a new 
and profitable department in your business—a 
department of Ironing Aids. Tie up with 
Sunlite Waterproof Ironing Pads—build on the 
solid foundation of scientific ironing. 


This new pad with the waterproof surface saves 
time, electricity, and clothes. The secret which 
makes’ this possible and adds new pleasure to 
ironing is the fact that the moisture in the 
clothes is employed to advantage for faster, 
smoother ironing. No longer need water drag 
from a wet pad, waste effort and energy. 


With more than one million of these labor 
savers in use, the demand is now nation wide. 
One sells another, creating new traffic, nzw cus- 
tomers and new profits for the wide awake mer- 
chant. Ask your jobber for complete details. 


THE SUNLITE MFG. COMPANY 


MILWAUKEE, WISCONSIN 


unite 
IRONING PA 


IRON PERFORM BETTER... 







MAKE ANY 












OBITUARIES 








OSCAR W. EDWARDS 


Oscar Wendell Edwards, 78, 


ARTHUR M. SPORE | 


Arthur M. Spore, 85, president | 
of the American Crayon Co.,| president of the Northampton 
Sandusky, Ohio, passed away re- | Cutlery Co., Northampton, Mass., 
| passed away on Jan. 24, after 56 








ARTHUR M. SPORE 
cently after having been asso- 


ciated with the company for 53 
years. 

Mr. Spore joined the American 
Crayon Co. in 1890 and later was 
made secretary-treasurer, holding 
the position until he 
president in 1938. Prior to this, 
he was with the Lake Shore and 
Michigan Southern, now the New 
York Central Railroad. Before 
he came to Sandusky, Mr. Spore 
had taught in a country school. | 


THOMAS F BURTON 


Thomas F. Burton, 72, 
the oldest traveling salesmen in 
Michigan, died recently. Born | 
in Kingston, Ont., he had lived | 
in Detroit for more than 40 | 
years, for 35 of which he had | 
represented the Lisk Mfg. Co., | 
Canandaigua, N. Y. 


one of 


Surviving is his widow, Mrs. 
Marie Burton. 


ALFONSG L. STRICKLAND 


Alfonso Lee Strickland, 83, 
who was associated with the | 
Union Hardware & Metal Co., 
Los Angeles, Cal., since 1905, 
died on Jan. 26. 

As a Southern Pacific Rail- | 
road engineer, Mr. Strickland 


piloted the first train into Ven- 
tura, Cal., where he lived at that 
time and also was the first fire | 
chief of Ventura. 

He is survived by one son and 


a daughter. 


became | 


lof the 


Mr. Edwards joined the com. 


pany in 1887 and,was elected 


president in 1912. Prior to his 
association with this company, he 


| was with the Northampton Insti- 


tution of Savings from 1878 to 


1887, rising to the position of f 
| vice-president. 


Besides being active in cutlery 


| associations, Mr. Edwards was a 


director of the Northampton Na- 
tional Bank and a trustee of the 
Northampton Institution of Sav- 


ings. 


ALVIN H. NICHOLS 


Alvin H. Nichols, 79, 
troller and director of Buhl Sons 
wholesale distributors, De- 
troit, Mich., died suddenly of a 
heart attack on Feb. 4. Despite 
his age, he was still active in 
business and had been at hi 
office the morning of his death. - 


comp- 


Co., 


Mr. Nichols became associated 


with Buhl Sons Co. as a clerk 
shortly after graduating from 
business school and had_ been 


with the company 50 years last 
Jan. 2. 

Active in Detroit business life 
for many years, Mr. Nichols 
served four years as president of 
the Wholesale Merchants’ Bureau 
Detroit Board of Com- 
merce and was a past president 
of the National Wholesale Hard- 
ware Association. 

Surviving are a daughter and 
a granddaughter. 





ALVIN H. NICHOLS 
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a JOSEPH W. EDGAR | of the state finance committee of 
Joseph W. Edgar, 64 years of | the organization. Mrs. Edgar, 
age, a traveling salesman for L. | tW° daughters and a son survive. 


H. Smith, Inc., Pittsburgh, Pa., | silty Cc ad 
wholesale hardware distributors, | imme 
passed away Jan. 21, following an CHARLES FRANCIS 

, 


TOLLESON 


ie 


illness from which he had suf- 

fered since last September. Mr.| (Charles Francis Tolleson, 64. 

RDS Edgar, who joined the Smith or-| one of the organizers of the Hardware 

ganization 48 years ago as a lad| Amarillo Hardware Co. Ama- 

ards, 78, § of 16, had never been employed | rillo, Tex.. died in a Houston. 

thampton By any other concern. He began Tex., hospital on Jan. 21. 

n, Mass., I his career with the Smith com- 
after 56) pany as stock boy and for many 

ion with | years he served as a buyer and 

as assistant treasurer of the or- 

the com. | ganization. For the past five 
elected §} years he was a traveling salesman 

r to his @for L. H. Smith, Inc. Plow Co. 

pany, he Mr. Edgar was a Past Com-| Surviving are his widow, Mrs. 

on Insti- mander of his lodge of the Minnie M. Tolleson, one son 
1878 to f Knights of Malta and a member | and a daughter. 

sition ol 





In addition to organizing the 
Amarillo Hardware Co., Mr. 
Tolleson had, at one time, trav- 
eled for the J. I. Case Plow Co. 
and later for the Massey Harris 











1 cutlery ff 

ls was a} RECOMMENDED PRACTICE | particular end uses to which 
ston Na FOR WIRE ROPE wire ropes are put. These spe- 

e of the , | cial purpose ropes will be fur- 
of Say. \ Simplified Practice Recom- | jiched by the manufacturers, 


mendation for Wire Rope has 
been approved for promulgation, | 
according to an announcement | 
ILS iby the Division of Simplified | 
Practice, National Bureau of 


“ Standards. It became effective | 
sh! Sons : _ ; herence to the recommendation 
on Feb. 15, 1943, and will be 


rs. Del; 7 teh er | will result in a net reduction in 
ily of g identified as “R198-43. variety from 973 items to 643, or 


Despite The program, which lists sizes, | 33 9 per cent. The major pro- and the Warbirds 


constructions, grades and break- | duction and use of wire rope 


only when their necessity has | 
| been demonstrated. The produc- 
|ers of wire rope will view this 
| necessity in the light of the war | 


comp: — | production program. General ad- 








clive inf. 
at his | ™& Strengths of the vast ma-| and, therefore, the predominant 
jority of tonnage of wire rope, " . ‘ ‘ 
leath. - ; F : , ‘ © roy : tonnage, is covered by four dif- At Randolph Field .. . March Field.. . Selfridge 
sishonall was developed by engineers of | ferent rope-constructions, where d ‘ 
j k the wire rope industry, to serve | the reduction in variety will be Field . . . where Uncle Sam's warbirds have 
a clerk 
as a wartime conservation mea- | from 352 items to 182. ; ° oni re ‘ 
; aon eure and 006 guide for post: war | ahha nage cc Om their nests . . . you'll find buildings equipped 
dl 1 2 practice. It is concerned prima-| recommendation may be ob- | with McKinney Hardware. Builders everywhere 
ars las 
rily with items that are pro-| tained u f he ; ; ; 
? pon request trom the ali: P es , f 4 ‘ 
: 668 ie A ; realize the advantage of McKinney's greater 
; duced for stock purposes, and | Division of Simplified Practice, ’ . a8 igs 8 
oar: does not attempt to deal indi-| National Bureau of Standards, | durability, adaptability, and ease of installation. 
Nichols F vidually with th -rous Washington, D. C. ‘ hl 
dent of tiie Pee Po) ee They realize, too, the advagtage of equipping 
ee buildings with hardware which not only meets 
Com- | 





esident today’s stringent requirements, but adds the p/us 


: eal oe Sas ae HONOR A FIGHTING AMERICAN 

-R ONO : 
ang | FATHERS IN THE FATHERS DAY 
a WAR: This four-color JUNE 20 
1943 Father's Day 
Poster, painted by 
Herbert Bohnert, out- 
standing illustrator, 
salutes all fathers, ci- 
vilians and uniformed 
men, engaged in win- 
ning the war. The Bil- 
lion Dollar Father- 
War-Bond-Drive (May 
20 to June 30), ap- 
proved by the U. 5. 
Treasury Dept., is di- 
rected at America’s 
33,000,000 fathers. If 
each father buys one 
$25.00 bond, the bil- 
lion figure will be 
reached. Distribution 
of the 1943 poster sets 
will be made at cost, 
as before, by the National Father's Day Council, 9 E. 41st St., 
New York City. 


of good appearance and engineering, developed 
through 75 years of quality hardwaré manu- 
facture. Now is the time to ta/k McKinney and 
display McKinney . . . to build customers 


for tomorrow. 
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Production of Miscellaneous 
Articles Limited by L-30-d 


Manufacture of kitchen tools, 
household storage articles, pails, 
buckets, tubs, miscellaneous 
cooking utensils and other mis- 
cellaneous articles was put under 
drastic limitation by WPB on 
Jan. 26 with the issuance of 
Supplementary Limitation Or- 
der L-30-d. 

Manufacture of kitchen tools 
containing more than 5 per cent 
by weight of metal was prohib- 
ited with the exception of bast- 
ing spoons (14 to 21 in. overall 
length), cake turners (13 to 21 
in. overall length), can openers, 
rotary type egg beaters of 10 in. 
or more in length, including 
handle, food choppers and grind- 
ers, food mills, wire strainers, 
commercial type wire whips 12 
in. or more in length. Exception 
was also made for the following 
in fulfillment of preferred orders 


only: butter cutters, dippers, 
French fry cutters, skimmers, 
vegetable raters, sugar and 
flour scoops and any other 
kitchen tool in fulfillment of 
preferred orders for use on 
board ship only. 

Manufacture of metal house- 


hold storage articles is prohib- 
ited with the exception of vac- 
uum bottles with a capacity of 
1 qt. or less and, pursuant to 
preferred orders, vacuum bottles 
and jugs of more than 1 qt. 
capacity. 

Use of iron and steel in the 
manufacture of pails, buckets 
and tubs was prohibited with 
the exception of those used for 
packing or shipping containers; 
those containing iron and steel 
not in excess of 15 per cent of 
total weight; dairy pails; pails, 
buckets or tubs of black steel 
produced pursuant to preferred 
orders, and those whose produc- 
tion is governed by orders L-30-a 
or L-30-b. 

Miscellaneous cooking utensils 
are defined as “any utensil con- 
taining more than 7% per cent, 
by weight, of metal, which is 
designed primarily for use in 
the preparation of cooking of 
food . . . including but not lim- 
ited to glass and ceramic flame- 
ware, but excluding any utensil 
the production of which is gov- 
erned by Supplementary Limita- 
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tion Orders L-30-b or L-30-c or 
exempted from provisions of 
those orders when produced pur- 
suant to preferred orders.” Man- 
ufacture of any miscellaneous 
cooking utensil containing 20 per 
cent or more of metal was pro- 
hibited with the exception of 
black steel frying pans of bot- 
tom diameter of 8 to 12 in.; 
black steel heavy duty roast 
pans without covers from 675 to 
2600 cu. in. capacity and having 
two or three reinforcing straps 
and wired edges; other black 
steel or tinned utensils, in- 
cluding liquid or dry measures, 
or stamped bakery equipment 
when produced pursuant to pre- 
ferred orders. 

Manufacture of a number of 
miscellaneous articles is prohib- 
ited (with the exception of the 
necessary joining hardware not 
to exceed 5 per cent of the 
weight of the article). The ar- 
ticles, save those governed by 
L-30-a or L-30-b or produced for 
preferred orders, are as follows: 

Cake coolers. 

Camp grids. 

Candlesticks. 

Carpet beaters. 

Carpet sweepers. 

Closet accessories, including, 
but not limited to, coat and gar- 
ment hangers and _ hooks, tie 
racks and boot and shoe trees 
(except (a) coat hangers con- 
taining iron and steel in hooks 
only in fulfillment of preferred 
orders for use on boards ship, 
and (b) garment bags contain- 


ing iron and steel in hooks 
only). 

Clothes pins. 

Concrete garbage receptacles 


containing more than 5 per cent, 
by weight, of metal, exclusive of 
the weight of separate bases or 
blocks. 

Cup frames. 

Curtain rods and fixtures and 
drapery attachments (except 
curtain rods and drapery hooks 
containing iron and steel in ful- 
fillment of preferred orders for 
use on board ship). 

Cuspidors and spittoons. 

Dish pans (except black steel 
dish pans in fulfillment of pre- 
ferred orders). 





ars 


Dust pans, silent butlers and 
crumb sets. 

Fire place equipment, all ar- 
ticles of. 

Fly swatters. 

Picnic stoves. 

Pot chains. 

Pot cover holders. 

Sink accessories, including but 
not limited to, sink drainers, 
dish drainers, rinsing pans and 
spot scourers. 

Soap dishes and soap savers. 

Toilet paper holders (except 
when containing iron and steel 
in fulfillment of preferred orders 
for use on board ship) and 
other paper holders. 

Tooth brush holders. 


Towel bars and racks (except 
when containing iron and steel 
in fulfillment of preferred orders 
for use on board ship). 

Wash boards. 

The provisions of Order L-30-d 
do not prohibit a manufacturer 





from applying a coating or fin- 
ish or from attaching handles, 
bails or ears to any of the ar. 
ticles marked with an asterisk 
which were otherwise completed 
on or before Dec. 31, 1942. 





The order also provides for 
definite limitations of production 
for the permitted articles and 
establishes succeeding three. 
month periods during which pro- 
duction of the various articles 


shall be held within definite 
limits. 
Production of hand clothes 


wringers, limited to units of 18 
lb. or less, containing 50 per 
cent or less of metal by weight 
is permitted by an amendment 
to the order. The amendment 
also provides for the manufac- 
ture of metal funnels, 


structed in accordance with 


specified drawings of the Chemi- 


cal Warfare Service, and _in- 
tended for the armed services. 








Cotton Binder Twine Program Set 
To Assure Supply for ’43 Grain Crop 


An_indemnity-payment _pro- 
gram which will assure to Ameri- 
can farmers at reasonable prices 
urgently needed supplies of 
binder twine for harvesting their 
1943 grain crops, and at the 
same time utilize surplus low- 
grade cotton, was announctd Jan. 
26 by the Department of Agri- 
culture. ‘ 

War conditions have critically 
limited imports of henequen and 
sisal fiber, from which twine for 
harvesting grain has been made 
in the past. On the other hand, 
needs of the U. S. armed forces 
for marine cordage and other 
purposes have greatly increased. 

Under the program, twine 
manufacturers will receive the 
amount by which the cost of 
cotton yarn (f.o.b. mill) exceeds 
7 cents a pound net weight,.with 
a maximum payment of 25 cents 
a pound. Cotton yarn used must 
be purchased or contracted for 
purchase by June 30, 1943 and 
manufactured into twine by 
September 30, 1943. Utilization 
of up to 75,000 bales of low- 
grade cotton—or approximately 
30 million pounds of cotton yarn 
—is contemplated. Officials point- 
ed out that payment will be 
made only on the cotton actually 





used, regardless of the ratio be- 
tween cotton and henequen in a 
particular manufacturer’s prod- 
uct, and will be made by the 
Food Distribution Administra- 
tion as part of its uses for cotton 
program. 

Manufacture of cotton binder 
twine has never been undertaken 
on a commercial scale, but sev- 
eral experimental types combin- 
ing. cotton with henequen have 
been found suitable for urgent 
1943 harvesting needs.  Rela- 
tively little new equipment will 
be needed for converting ma- 
chinery to process the proposed 
product, it was stated. 

In 1939, the last year for 
which figures are available, ap- 
proximately 30 per cent of all 
binder twine used in the United 
States was imported. The re- 
mainder was manufactured in 
domestic plants from imported 
fiber. 

About one-half of 1943 binder- 
twine requirements is already 
processed from henequen oF 
sisal. The only means by which 
binder twine containing cotton, 
the only available substitute, can 
sell at a price as low as the 
henequen twine already proc- 
essed is through indemnity pay- 
ments. 
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OPA Advances Priorities 


On Coal Burning Stoves 
For Oil Restricted Areas 


Following up the recently an- 
nounced rationing program 
which is designed to make coal- 
burning stoves available for 
heating purposes, Joel Dean, di- 
rector of the Fuel Rationing Di- 
vision, OPA, has issued an an- 
nouncement defining the areas 
of greatest need and outlining 
the method of distribution. An- 
nouncement of the stove ration- 
ing program appeared in Harp- 
warE AGE, Jan. 7, 1943, on page 
66. Mr. Dean’s announcement 
follows: 

“We have defined the areas of 


greatest need in the following 


order: 

“1__The_ six New England 
States—Maine, New Hampshire, 
Massachusetts, Rhode Island, 


Vermont and Connecticut. 

“2—-New York, New Jersey, 
Pennsylvania, Delaware, Mary- 
land and the District of Colum- 
bia. 

“3—Florida, Georgia, North 
Carolina, South Carolina, Vir- 
ginia and West Virginia. 

“4-—The balance of the fuel 
oil rationed area which __in- 
cludes: Ohio, Kentucky, Indiana, 
Illinois, Minnesota, Wisconsin, 
North Dakota, South Dakota, 
Iowa, Michigan, Missouri, Kan- 
sas and Nebraska. 

“S—Washington and Oregon. 

“6—The 
country. 

“We ask the fullest coopera- 
tion of both manufacturers and 


balance of the 


distributors of all types to as- 
sist in channeling stoves in line 
with these 
gories of need. 


geographical cate- 
We realize that 
this necessitates some revisions 
in the long established distribu- 
tion alignment of the industry. 
Manufacturers will have to seek 
new outlets in areas where they 
have not pushed sales in the 
past; distributors will have to 
seek new sources of supply. We 
will be glad to furnish a list of 
Class C manufacturers who are 
producing stoves under this pro- 
gram to wholesalers and distrib- 
utors, and to furnish lists of 
wholesalers and distributors to 
stove manufacturers. The war- 
time emergency necessitates this 
change in distribution practices. 

“Wholesalers and distributors 
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make application for a_prefer- 
ence rating to the War Produc- 
tion Board on PD-1X forms. 
These applications will receive 
prompt handling in Washington. 
The priority number will be 
wired upon request to expedite 
the transaction. The War Pro- 
duction Board has advanced the 
priority on these orders so that 
requests from Area 1 (New 
England) will receive A6 rat- 
ing; Area 2 (New York, New 
Area 3 (Flor- 
A8; Area 4 
(balance of fuel oil rationed 
area) A9; Area 5 (Washington 
and Oregon) A10. 


“Dealers may buy from whole- 


Jersey, etc.) A7; 
ida, Georgia, etc.) 


distributors without 
priorities, but a priority is re- 
quired if the 
directly from the manufacturer. 
Neither distributors nor dealers 


salers or 


dealer purchases 


require stove certificates in mak- 
ing their purchases for resale. 
Army No. 1 stoves may be pur- 
chased from the Locke Stove 
Kansas City, Mo., 
if they are 


Company, 
without 
available. 


priorities 


“The scope of the stove ration- 
ing program will be expanded 
both in product and geographi- 
cal coverage—from time to time 
by amendment to the 
regulations set forth in Ration 
Order No. 9. 
along these lines were thor- 
oughly discussed with the Indus- 


present 


Proposed steps 


try Advisory Council at its re- 
cent meeting in Washington. 
The effective functioning of this 
program _re- 

cooperation 


stove rationing 
quires the closest 
between the Fuel Rationing Di- 
vision and the industry. We 
shall keep you posted on all de- 
velopments and we ask your sug- 
gestions and comments on the 
program. 

“We want manufacturers to 
produce coal heating stoves. 

“We want wholesalers, distrib- 
utors and dealers to sell them. 

“We want these stoves to be 
those sections of the 
where the fuel oil 
acute and 


sold in 
country 
shortage is most 
where they will make the great- 
est contribution to the conserva- 
tion of fuel oil and to the alle- 
viation of hardship.” 


| 
} 
| 





THEIR \GROWING POPULARITY 





If, for the time being, no more 
Flexscreens may be had, blame it 
solely on the international gang- 
sters. Right now... our job is 
to help crush them. That done, 
we'll be back better equipped 
than ever to produce and pro- 
mote Bennett Fireplace Special- 
ties that will resume their grow- 
ing popularity. 


BENNETT FIREPLACE CO. 


NORWICH, N. Y. 





Flexible metal curtains that revolutionized the 
screening of the fireplace. After the war. 
you can expect further improvements and ad- 
vances that will keep Flexscreens in the lead. 
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No. 459 
PLASTIC-TOP 
SALT ’N PEPPER 
SET 


New! Smart 


for 


and handy 
table; easy 


Shaker tops have 


stove and 


to carry. 


new, sanitary “side-flow” 
“gn 


styling; are embossed 


and “P”. No. 459 set in- 
cludes tray retails 
complete at 39c. Individ- 
ual shakers (No. 456) re- 


tail at 10c each. Tops and 


trays are red Tenite plas- 


tic; containers are ribbed 


clear-glass, 7-0z. capacity. 


(Left, above) No. 453 
2 spoons, 1 
Server... 
dripless servers, 


price: $1.00. 


retails at 
48-02 


25c. 
and 


PRACTICAL FAST-SELLING 
HOUSEWARES diay 4 


AVAILABLE FOR IMMEDIATE DELIVERY 


© NATIONALLY ADVERTISED 
IN LADIES’ HOME JOURNAL 










Twin-Server 

tray. Retails at 50c. 

(Below) 
11-oz. 





a 
-— 


mi 


eee 





. See | 
(Right, above) No. 630 Sugar 
No. 915 Gift Set ... matched 
sizes, in set-up gift box. Retail 


condiment jars, 





SEE YOUR JOBBER... 


(All retail prices as listed above are 


suggested retail prices; they may be 


slightly higher west of Mississippi) 
NEW YORK OFFICE—200 FIFTH AVENUE 


WESTERN OFFICE — TERMINAL SALES BLDG., 


SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., 
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~t, OPA Issues Rules Governing 


Producers Who State Retail 


Prices in Advertisements 


Two rules which apply to pro- 
ducers who state the retail price 
pf their own products in adver- 
tisements have been announced 
by OPA. The rules must be 
followed, OPA explained, since 
retail prices given in advertise- 
ments of national or regional 
distributors or producers cannot 
affect the ceiling prices of retail 
outlets handling the products. 
The rules follow: 

1—-When a national producer 
mentions the retail price of his 
product in newspaper, magazine, 
and radio advertisements he need 
not include a statement saying 
that the retail price mentioned 
in the advertisement cannot be 
charged by retailers whose indi- 
vidual ceilings are below the 
price mentioned. But this rule 
has a qualification if the adver- 
tisement lists the names of the 
retailers selling the product at 
the advertised price. 

In case the names of the re- 
tailers are listed in an advertise- 
ment giving the retail price, the 
producer sponsoring the adver- 
tisement is himself responsible 
for a violation if the retailer in 
selling at the advertised price 
exceeds his own maximum price, 
the advertisement itself 
contains a statement that the 
mentioned price cannot be 
charged by any named outlet 
whose ceiling is below the men- 
tioned price. Of course, a re- 
tailer who sells above his ceiling 
is guilty of a violation even if 
he sold at a price mentioned in 


unless 


| the producer’s advertising. 


er’s 


| use 


2—When a producer sends a 
retailer “copy” or “mats” which 
mention the retail price to be 
used in advertising the produc- 
products for sale in the re- 
tailer’s store, the producer should 
notify the retailer that he can 
the “copy” or “mat” with 
the mentioned retail price only, 
if the mentioned price does not 
exceed the retailer’s ceiling. Only 
if the manufacturer gives this 
notice to the retailer does he free 
himself of any responsibility in 
case the retailer violates his own 





ceiling by selling at the mention- 
ed price. 

OPA also released the follow- 
ing question and answer inter- 
pretations of problems involving 
printed catalogs: 

Q—A merchant has copies of 
a printed but undistributed cata- 
log containing prices for some 
merchandise in excess of the 
maximum prices authorized by 
OPA regulations issued after the 
catalogs were printed. He is 
willing to state on the catalog: 
“All prices quoted in this catalog 
are subject to OPA regulations 
and therefore may be changed 
without notice” but desires to 
distribute the catalogs without 


altering the prices contained 
therein. Is this permissible? 
A—No. Prices quoted in a 


catalog distributed or shown to 
the public must not exceed the 
ceiling price in effect at the time 
of distribution or display. The 
distributor may correct quoted 
prices which exceed new ceiling 
prices by printing or writing at 
the place in the catalog where 
the price is set forth or by spe- 
cial correcting page or pages to 
be included in or firmly attached 
to the catalog in a conspicuous 
fashion. Catalog quotations are 
construed to be “offers” made at 
the time the particular catalog 
volume is sent out. 

These principles as to catalogs 
also apply to leaflets distributed 
or made available in the store 
to customers. They apply also 
to catalogs kept in the store by 
store clerks, if such catalogs are 
shown to customers, and to cata- 
logs of mail order houses. 

Q—Do the same principles 
apply where a seller has already 
distributed a catalog and by sub- 
sequent regulations some of the 
prices quoted in the catalog ex- 
ceed the ceiling price? 

A—No. As to any particular 
catalog volumes already distrib- 
uted, the seller is not under a 
duty to revise the listed prices 
by sending out flyers or other- 
wise. But any catalog volumes 
distributed after the new ceilings 
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go into effect must have the cor- 
rections shown even if most of 
the catalogs were distributed be- 
fore the new ceilings went into 
effect. If the seller does send 
out a flyer correcting or changing 
prices listed in a catalog already 
distributed, he must at the same 








time correct all listed prices 
which at the time the flyer is 
sent out exceed the maximum. 
Sending out a flyer changing 
some prices is a representation 
to the catalog holders that the 
prices not changed in the flyer 
remain as originally listed. 








Announce Form Procedure for 
Inventory Limitation Order 


The War Production 


in setting up inventory limita- | 


tion order L-219 has worked out 
the necessary forms with the 
idea of eliminating unnecessary 
paper work, according to Eaton 
V. W. Read, chief of the Con- 
sumer Goods Branch of the 
Wholesale and Retail Trade Di- 
vision. 

Mr. Read emphasized the fact 
that the merchant who keeps his 
inventory in line with sales does 
not need to make any report to 
the Government. Forms have 
been devised so that the many 
merchants can them as 
work-sheets in his day by day 
business, he said. Should a mer- 
chant at the beginning of any 
quarterly period after the first 
quarter of 1943 find his inven- 
tory over the limit he must: 

1—Fill out two copies of 
Form PD-690. One goes to the 
War Production Board, Wash- 
ington, D. C. The duplicate re- 
mains in his files. 


use 


2—Fill out two copies of 
Form PD-689. One is sent to 
Washington with one copy of 
PD-690. 

3—(a) Compute “allowable 


receipts” for the quarterly pe- 
riod; (b) Keep actual receipts 
of merchandise within this fig- 
ure; (c) Restrict first month’s 
receipts to not more than one- 
third of the quarterly “allowable 
receipts” and first two months’ 





Board, | receipts to not more than two- 


thirds, taking in the balance in 
the third month. 

4—Fill out two copies of 
Form PD-713 and mail the 
original to Washington not later 
than twenty-fifth day of the sec- 
ond and third months. 

5—At start of the next quar- 
ter, forward another copy of 
PD-690, to WPB, showing his 
status at that time. 

Should his inventory be so 
excessive that he has almost no 
“allowable receipts,” he still is 
allowed under the order, Mr. 
Read explained, to receive dur- 
ing any quarterly period 
third of his sales for the preced- 
ing quarter at cost or retail, de- 
pending on his inventory meth- 
od, timing his receipts as above. 


one- 


Form PD-690 reports current 
sales, inventories, calculation of 
allowable receipts. 

Form PD-689 reports base _pe- 
riod sales, inventories and_in- 
ventory sales ratios. 

Form PD-713 reports monthly 
receipts. 

Base period is computed on 
ratio of inventory of sales by 
quarters, over a three-year pe- 
riod, 1939-40-41. 

Mr. Read warned that while 
the Government is seeking vol- 
untary cooperation in inventory 
limitation, it stands ready to use 
necessary enforcement measures. 








Method to Determine Maximum Prices of 
Insecticides Whose Formula Is Changed 


A simple method for determin- 
ing maximum prices for agricul- 
tural insecticides and fungicides 
whose formula have been changed 
by war-time shortages has been 
established for manufacturers by 
OPA. 

The new method, contained in 
Order No. 260 under the Gen- 
eral Maximum Price Regulation, 
effective Feb. 3, provides that the 
manufacturer shall compute the 
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difference in cost of ingredients 
between the new product and 
the comparable product most like 
the new one in kind and cost of 
materials, and adjust the price 
of the new product by the amount 
of difference. 

By use of this method manu- 
facturers may apply prices to 
new products without petitioning 
OPA for a_ determination of 
price. 


CONSERVE YOUR TOOLS 











\ 


“TIPS”, THE GOOD GREMLIN FROM FAIRMOUNT 
TOOL WILL HELP YOU DO THE JOB RIGHT 





101% x 15” reproductions of the above 
illustration for posting in your shop, 
will be sent to you upon request. 


This advertisement is a part of The 
Fairmount Tool Victory Drive,tool 


conservation campaign. 


Hand Tools * Special Tools * Forgings 











TOOL & FORGING CO. 


we we We 10611 QUINCY AVE. CLEVELAND, OHIO 
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For the Duration 


PAINT WILL PLAY 
AN IMPORTANT ROLE 


Fortunately, there is no shortage 
of paints with which to help make 
many things last longer. Your best 
help to your customers is to stock 
and sell them Martin-Senour fin- 
ishes. This service will be profit- 
able for you ... it will maintain old 
friends and win new 


customers. SEN TIIR § 
THE MARTIN SENDUR C0. 


She Howe of Luatity 


Branches and Distributors 









2520 QUARRY ST. 


CHICAGO, ILLINOIS in Principal Cities 










a 


VAUGHAN NOVELTY MFG. CO., INc. 


World's Largest Manufacturer of Bottle Openers and Can Openers’’ 
3211-25 CARROLL AVENUE CHICAGO, ILL U.S.A. 


BUY WAR BONDS AND STAMPS * * *& * 


* * * 
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War Model Locks and Lock 


Sets Under Price Ceiling 


War model locks and lock sets 
in which vital brass, zinc and 
bronze parts have been replaced 
by iron and steel are being 
brought by OPA under a ceiling 


of specific dollars and cent 
prices, for manufacturers and 
jobbers. 


The ceilings are about 25 per 
cent lower than the ceilings for 
the pre-war models and_ will 
ultimately bring this difference 
in prices between the two types 
at retail. Retail sales remain 
under the General Maximum 
Price Regulation. 

This action was taken in Maxi- 
mum Price Regulation 317— 
Locks and Lock Sets—effective 
February 13, 1943. It places con- 
trol of prices for iron and steel 
wartime models in one regulation, 
removing them from Revised 
Price Schedule No. 40 (Builders’ 
Hardware and Insect Screen 
Cloth) which, however, continues 
to control prices for the old-line 
of brass models. 

The new regulation covers 67 
locks and lock sets 


which manufacturers are _per- 


| mitted to produce, and includes 


| sets. 


sets, 
sets, 


mortise locks and latch 
schoolhouse sets, handle 
dead locks, hospital sets, cylinder 
lock sets and rim locks and bath 
Padlocks are excluded. The 


| types, specifically listed in the 
| regulation, are those which meet 
| federal specifications designed to 


| conserve critical 





materials and 
were listed by the War Produc- 
tion Board in its Builders’ Hard- 
ware Manual issued July 11, 
1942, and revised November 1, 
1942. These locks are among the 
3,500 of 27,000 hardware items 
which manufacturers were pro- 
ducing prior to the issuance of 
the Builders’ Hardware Manual. 

Thus the regulation not only 
establishes maximum prices but 
also serves to prevent quality 
deterioration by requiring the 
locks and sets to meet federal 
specifications. 

The ceiling, according to OPA, 
generally reflect prices currently 
charged for the new war models 
locks and lock sets by a majority 
of the 15 manufacturers, although 
a few producers will be required 





to reduce their present prices. 
The use of less expensive ma- 
terials of iron and steel and the 
substitution of paint finishes for 
plate finishes has reduced ma- 
terials costs sufficiently to war- 
rant a level of prices about one- 
fourth lower than the level for 
the brass models without greatly 
changing the manufacturers’ 
over-all profit position. 

Only a small propertion of the 
wartime: models affected by this 
action will be channeled into re- 
tail outlets for general consumer 
use since the major portion of 
production is allocated to govern- 
ment building projects. OPA 
states that a considerable inven- 
tory of brass models is available 
in jobbers’ and retail stores’ 
stocks to meet consumer demand 
for some time. About $20,000.- 
000 worth of lock sets were sold 
by producers in 1941 but produc- 
tion this year is not expected to 
meet the 13,500,000 locks and 
sets sold that year because of 
the government restrictions on 
construction. 

Manufacturers and jobbers are 
required to maintain cash, quan- 
tity and other discounts and the 
delivery and other services which 
they had in effect on October 1, 
1941. 

New locks and sets which may 
be offered for sale after the 
effective date of this measure or 
which are not specifically listed 
in the regulation must be priced 
in accordance with Maximum 
Price Regulation No. 188— 
Manufacturers Maximum Prices 
for Specified Building Materials 
and Consumers’ Goods other than 
Apparel—which is designed spe- 
cifically for the pricing of new 
products of this type. 

In addition to retaining records 
of all sales, manufacturers are re- 
quired to submit copies of all 
current catalogs, price books and 
discount sheets, not already sub- 
mitted to OPA. Catalogs, price 
books, and discount sheets issued 
after the effective date of the 
regulation must be filed with 
OPA five days before their issu- 
ance. Producers and jobbers are 
also required to notify purchas:r- 
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of the existence of the regulation | of a purchaser make available a | 


before entering into a contract or | copy of the regulation for exami- 
making a sale and upon request ! nation. 








Outline Procedure for Transition Period 


From PRP to Controlled Materials Plan 


Details of procedure to govern| Extensions of authorizations 
PRP units during the period of | are automatic and- PRP units 
industry’s transition from PRP | will not be required to submit 
to the Controlled Materials Plan | additional PD-25A applications. 
in the second quarter of this 
year have been made _ public 
with the issuance of an Amend- 
ment to Priorities * Regulation 
No. 11 and a short Supplemen-. 
tal Regulation No. 11A (PRI1I1 
and PRIA). was announced last November, 

Purpose of the transitional | and a transitional period was 
procedure is to assure materials provided for. The regulation just 
to manufacturers pending their issued outlines and provides le- 
receipt of allotments under 
CMP, by extension into the sec- 
ond quarter of a basic percent- 
age—in most cases 70 per cent 
—of their first quarter PRP au- 
thorizations. After March 31,| sures all PRP units ratings for 
but not before that date, those | a percentage of their first quar- 
PRP units which have not been 
advised otherwise will be per- 
mitted to apply first quarter rat- 
ings to the remaining 30 per 
cent of their first quarter author- 
izations. The quantities au- 
thorized, however, will vary in 
some cases for particular prod- 
ucts or industries. 


Necessity for providing for the 
needs of manufa¢turers who 
might not obtain allotments in 
time to meet second quarter re- 
quirements was foreseen when 
the Controlled Materials Plan 


gal basis for the methods adopt- 

ed to meet such situations. 
CMP officials pointed out that, 

although the new regulation as- 


ter materials, those who do qual- 
ify under CMP will enjoy a sub- 
securing 


stantial advantage in 


materials, as purchase orders 


bearing allotment numbers will 
status over 


have a_ preferred 


those bearing preference ratings 





only. 








Builders’ Hardware Makers May Process 
Non-Standard Parts Until March 1, 1943 


accumulate | ously such parts could not be 
processed after Jan. 15. As- 
sembled units may be sold after 


Opportunity to 
larger inventories of assembled 
units that may be sold after 
March 1 was given manufactur- | March 1 but non-standard parts 
ers of hardware by WPB in an| which have not been assembled 
amendement on Jan. 31 to Order} on or before that date will be 
L-236, covering simplification of | frozen. 
builders’ finished lines. The The order is undergoing further 
amendment advanced to March} study with a view to both dele- 
1 the time in which non-standard | tion and addition of items in the 
parts may be processed. Previ-| simplified list. 











PRP Ratings of A-1-j or Higher No Longer 


Exempted from Restrictions on Use of Lead 


Orders with preference ratings | exception was to permit lead to 
of A-1-j or higher are no longer | be used where necessary for es- 
automatically exempted from the | sential production, such produc- 
restrictions on the use of Jead | tion being then designated by a 
preference rating of A-l-j or 


imposed by Conservation Order | 2 : : 
With the increasing as- 


| higher. 


M-38-c. The exemption is re- |”. 2 - 
|signment of ratings in the AA 
moved by the order as amended | ©. : , 
: : | series, the rating of A-l-j no 
‘today by the Director General | mere : : 
longer necessarily means a vital 


| 
|war use, and the exemption is 


The original intention of this | therefore deleted. 


for Operations. 
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HERE'S GOOD NEWS! 





VICTORY GARDEN 
FERTILIZER © 


for VEGETABLES ...for VICTORY 


will be available! 


VIGORO Victory Garden Fertilizer is 
now in production. Shipments will start 
as soon as the product is ready. Orders 
are being accepted NOW! 


VIGORO VICTORY GARDEN FER- 
TILIZER is a complete plant food that 
supplies all of the plant food elements 
vegetables require from the soil. It is 
clean, odorless and sanitary. It will help 
folks produce vegetables richer in miner- 
als, vitamins and flavor. 


VIGORO Victory Garden Fertilizer will 
be introduced with a big, powerful adver- 
tising program starting in March issues 
of most gardening magazines. 


Through the Spring American Home, 
Flower Grower, Herticulture, Gardeners’ 
Chronicle, Better Homes and Gardens, 
House and Gardens, House Beautiful, will 
carry this important message to old and 
new VIGORO users. 


VIGORO VICTORY GARDEN FER- 
TILIZER will also be advertised through 
general and women’s magazines reaching 
millions of folk who will garden for the 
first time this spring. 


VIGORO VICTORY GARDEN FER- 
TILIZER is what the VICTORY GAR- 
DENERS want. This new product offers 
you easy, profitable sales on a mass scale. 
Order today! Get the new, free window 
material that will label your store head- 
quarters for VIGORO VICTORY GAR- 
DEN FERTILIZER and all VICTORY 
GARDEN SUPPLIES. 


SWIFT & COMPANY Fertilizer Works 
U. S. YARDS, CHICAGO, ILL. 
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SAFETY PRODUCTS 


i Feleloh Mmlalel iia mt lise) yf elgelele 





stoppages! So, there's unceasing deman 


ard Justrite products. These 


to priority customers 
And in 194X 


familiar to millions of men) to fill 


Tololeny 


line there || new items 


present n 


better! Keep your eye on Justrite! 


for 


automatic closing- | 


—— | 

Made jn six SiZ€S- Ss aborator- | 
b Underwriters ai Ins. C2 

Approved og Factory ” 

ies, inc. 


Ask your jobber 
or write direct 





JUSTRITE MANUFACTURING COMPANY 


2073 N. Southport Avenue Chicago, Illinois 


JUSTRITE 44.22 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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Limit Commercial Uses 
For Metal Strapping 


Metal strapping on containers 
or bundles has been limited to 
certain kinds of commercial uses 
by Conservation Order M-261, is- 
sued by the Director General for 
Operations. Purpose of the or- 
der is to metals by 
eliminating the use of metal 


conserve 


| strapping in light weight ship- 


ments, where necessary. 

The order applies to iron, 
steel, or other metal wire or 
band reinforcements or closures 
which measure 12 in. or more 
in length, for shipping contain- 
ers or for fastening material into 
bundles. It does not affect strap- 
ping for barrel hoops, for stitch- 
ing, for baling of hay, paper, cot- 
ton or other compressed material, 
or for fastening or blocking of 


except 


material to skids or in vehicles 
or vessels. 
Under the order, no person 
may use commercially any metal 
strapping for containers or 
bundles unless: 
1. Weight of 


container and 


| contents exceeds 90 lbs. 





2. Net weight of the contents 
exceeds .058 lbs. per cu. in. (100 
Ibs. per cu. ft.) 

3. Use is required by regula- 
tions or $rders of Interstate 


‘Commerce Commission. 


4. Container and contents are 
to be delivered to the Armed 
Forces, Maritime Commission, or 
War Shipping Administration, 
and are required by such 
agencies. 

5. Shipment is for export out- 
side of both the United States 
and Canada. 

6. Strapping is to be used for 
packing fresh fruits, vegetables, 
meats, fish or poultry. However, 
such use must be essential to 
safe delivery of such products, 
and strapping must have been 
customarily used for this type of 
shipment. 

7. Strapping is for wooden 
lard or butter tubs, and wooden 
buckets or pails. 

8. Strapping is to be used for 
closing fibre drums or hexagonal 
or octagonal fibre containers. 








Builders’ Hardware Order L-236 
Not Effective Until March 1, 1943 


The effective date of Schedule 


| Director General for Operations. 
1 of Limitation Order L-236 cov- | 


Some changes in the ord:r 


ering the manufacture of build-| originally izsued Dec. 9, 1942, 
ers’ finishing hardware was ad-| are being considered and it is 
vanced from Jan. 15 to March 1,| expected that the revision will 


1943, in an amendment of the 


order is ued recently by 


| be completed before the new ef- 
the | fective date. 








| Amendment to Order M-84 


Limits Use of Agave Fiber 


Use of specified higher grades 


of agave fiber in the production | age. 
| of binder twine has been pro- | 


hibited by the WPB_ Director 
General for Operations in 
amending Order M-84. Java can- 
tala or African, Haitian and 
Java or Madagascar sisalana 
may no longer be consumed in 
production of binder twine. 
These are the so-called “rope 
length” fibers needed for manu- 





facture of rope and other cord- 
Cotton, jute and henne- 
quin can be used as substitutes 
for them in processing of binder 
twine. 

Paragraphs (d) (9) and (e) 
of the amended order also have 
been changed to bring them into 
conformity with General Im- 
ports Order M-63, which con- 
trols imports of agave products. 
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Purchase of Consumer Goods and Services 


Expected to Drop in 1943, Says WPB 


Purchase of consumer goods 
and services by American civil- 
ians in 1943 is expected to drop 
10 to 15 per cent below such 
purchases in 1942, it was indi- 
cated in a study just completed 
by the Office of Civilian Supply 
of the WPB. 

Production of consumer goods 
and services is expected to drop 
more than that—l5 to 20 per 
cent below 1942—with the de- 
ficiency coming out of invntory. 
The part coming from inventory 
is estimated at 25 per cent of 
stocks on hand at the beginning 
of 1943. 

The biggest percentage drop is 
expected in the purchase of dur- 
able goods, such as electrical ap- 
pliances, radios, etc., continuing 
the trend which set in last year 
as a result of the issuance of 
WPB limitation orders. In 1942 
purchase of durable goods by 
civilians dropped 45 per cent over 
1941. It is expected that in 1943 
consumption of these same goods 
will fall 35 per cent under 1942’s. 
Purchase of non-durable goods, 
such as clothing, is expected to 
fall 15 per cent under 1942. Last 
year’s purchase of such 
5 per cent higher than in 


goods 
was 
1941. 

Civilian expenditures for trans- 
portation, recreation, and _per- 
sonal services, are likely to be 
about the same as last year’s or 
slightly higher, even though 1942’s 


expenditures for services exceed- | 


ed 1941’s by 5 per cent. 

Production of steel consumer 
goods will almost stop, except for 
essential items for which no 
adequate substitute material has 
been found. In 1940 almost 20 
million tons of ingot steel were 
consumed in the production of 
consumer goods, including resi- 
dential construction, tin cans and 
closures for food, recreation and 
health equipment and supplies, 
and automobiles. In 1942 steel 
consumption for these same pur- 
poses dropped to 6,000,000 tons 

about 29 per cent of 1940. It 
is estimated that 1943 consump- 
tion in all these uses will be 
around 1,500,000 tons, or only 8 
per cent of 1940. 

When durable goods alone are 
considered —that is, excluding 
residential construction, tin cans, 


recreation and health—the cur- 
tailment becomes even more 
marked. Steel consumption in 


durable goods fell from 15 mil- 
lion tons in 1940 to less than 2 
million in 1942, automobiles 
alone accounting for 12 of the 15 
million. In 1943 the use of steel 
for durable goods is expected to 
drop to around 250,000 tons—less 
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than 2 per cent of 1940. The Of- 
fice of Civilian Supply doubts if 
the amount of steel required for 
essential civilian goods can fall 
much below this figure, since a 
substantial part of it is required 
for repair parts for automobiles, 
refrigerators, washing machines, 
electrical appliances and other 
durable goods which would be- 
come useless if repair parts were 
not available. 

Despite stop-production orders, 
many non-essential civilian goods 
made from steel and other criti- 
cal materials continued to be 
available in stores to the end of 


1942. But inventories of many 
such articles are now low and 


probably will run out before 1943 
ends. 





Some consumer articles will be 
produced in about the same quan- 
tities as in the past. They include 
ice refrigerators, partly as a sub- 
stitute for mechanical refrigera- 
tors; sewing machine needles, 
liquid fuel lamps and lanterns 
for farm use, and baby carriages. 

The use of substitute materials 
is permitting considerable pro- 
duction of articles that otherwise 
might have gone out of produc- 
tion. Examples include wood 
furniture metal 
cooking utensils such as griddles, 
kettles, skillets, etc., made from 


for furniture, 


heat-resistant glass instead of 


metals; household articles, such 


as buckets, trays, washboards. 
and vegetable bins, formerly 


made of metal, now being made 
of wood, glass, bone and non- 


critical plastics; dust pans and 
kitchen containers, now being 





made of paperboard and molded 
fiber ; shovels, rakes an:! 
hoes, wood; clothe 
hangers, made from corrugatd 
paperboard; and wood sprin 
for steel springs in furniture. 
The supply of consumer gooc’'s 
available for civilians will be in 
creased somewhat through WP3 
standardization and_ simplifica- 
tion. Some products have al- 
ready been simplified and stand- 
ardized by WPB, but additional 
action in this direct‘on is ex- 
pected in 1943. By reducing the 
variety of types and sizes of par- 
ticular products, less of the mate- 
rial is tied up in inventory and 
more of it becomes available for 
By eliminating frills 
of civilian 


snow 
made of 


consumers. 
a maximum amount 
goods will be available from the 
limited amount of material avail- 


able. 








Administration of Inventory Limitation 
Order to Be Centered in New York 


Admini:tration of the inven- 
tory limitation order L-219 will 
be centered in New York 
according to Lewis S. 
Jr., director of the 
Goods Bureau. The 
Bureau exer- 
jurisdiction over L-219 
through the Consumer Goods 


Branch of the Retail and Whole- 


soon 
City, 
Greenleaf, 
Consumer 
Consumer Goods 


cises 


scale Trade Division in the 
Bureau. 
Mr. Greenleaf revealed that 


the administrative offices of the 
Division together with the Con- 
sumer Goods Branch 
transferred to New York within 
the next few weeks, where they 
will occupy the 14th floor of the 
Columbian Carbon Company 
Building, located at 42nd St. and 
Madison Ave. 

John A. Hurley, director of 
the division will maintain his 
headquarters at the new location. 
However, the Industrial and 
Hardware Supplies Branch of 
the Division, under Nathaniel G. 
Symonds, will continue to be 
located in Washington. 

Order L-219 provides the basic 
machinery whereby retail inven- 
tories in the hands of department 
stores, distributors, chain stores, 
and others will be kept down to 
a normal operating level in rela- 


tion to sales. Its primary pur- 


pose is to assure equitable distri- 





would be | 





bution of retail stocks and to set 
up barriers to over-accumulation 
of inventories on the part of 
large retailers, which would oper- 
ate to the serious disadvantage 
of the smaller store owner. 

Mr. Greenleaf took the occa- 
sion of announcing the transfer 
to explain that administration 
and full control over provisions 
of L-219 are now centered in the 





Consumer Goods Bureau, undet 
the Deputy Director General for 
Industry Divisions. Because pre- 
liminary work on the order 

prior to its actual issuance—had 
been under the Office of Civilian 
Supply, there has been some mis- 
understanding as to where the 
order would be admini-tered. 
“Tt should now be clear in every- 
one’s mind that the order is in 
operation and that its administra- 
tion is a regularly assigned func- 
the Goods 


tion of Consumers 


Bureau,” he said. 








WPB Releases Seventh Issue of 
Material Substitutions and Supply List 


Superseding all previous “criti- reveals, and in a number of cases 


cal lists,” the 


War Production | 


for war demands alone. These 


Board has released the seventh | materials all are listed in Group 
issue of the Material Substitu-| I. Group II lists materials essen- 
tions and Supply list, the official | tial to the war program, the sup- 
roster of critical and substitute | plies of which are at present in 


materials used in the war pro- 
gram and for essential civilian 
use. Zinc, chromium, methy! 


methacrylate (lucite), benzol and 
derivatives, methyl alcohol, birch 
and douglas plywood are among 
the materials that have become 
more critical in supply since Nov. 
2, when the previous list was 
This list is the seventh 
in the series. 


issued. 


Current supplies of more than 
200 basic are insuffi- 
cient for war and essential civil- 
demands, the list 


materials 


ian critical 








with 
demands, 
their 


balance wal 
civilian 
justify 
civilian 


approximate 
and essential 
but insufficient to 
use for non-essential 
goods. Group III lists non-eriti- 
cal materials, the supplies of 
which are ample enough to mak» 
them available as substitutes for 
critical materials unless the avail- 
ability of these substitute mate- 
rials is restricted locally by labor. 
manufacturing, or transportation 
difficulties. 

Publication of the new list was 
announced by Howard Coonley. 
director of the WPB Conserva- 
tion Division. The list was com- 
piled by the Conservation and 
Substitution Branch under the 
direction of Harvey A. Ander-on, 
Deputy Director of the Conserva- 
tion Division. 
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Insect screen cloth While 
WPB shows a disposition to better the 
ratings given to distributors, to partly 
replenish their stocks, on PD-IX appli- 
still flooded with 


government and other top rated special 


cations, the mills are 


orders. Supplies of fine wire are ex- 
tremely scarce, due to essential war and 
lend-lease demand. 


The trickle of supplies of black and 
galvanized cloth now being released to 
the trade seems to indicate a continuing 
famine throughout the coming season. 

* " *- 
W holesalers re- 
port that steel wool is increasingly hard 
Until 
coming through with reasonable 
Now, 


at least, ad- 


Steel wool 


to obtain. recently, shipments 
were 
promptness on orders rated A-10. 
however, one manufacturer, 
vises that rating of AA-5 or better will 
he necessary to obtain prompt shipment. 

The small home-s'ze packages are no 
WPB 


steel wool to industrial packages and 


longer obtainable—-as restricts 
uses, 


n * * 
Abrasives order altered— 
Simplifying price controls over coated 
and bonded abrasive products, OPA has 


issued a 


new regulation maintaining 
prices at levels of March, 1942. This 
order, No. 316, is effective Feb. 12. 


* * 
With steel 


available now 


Rural mail boxes- 
hoxes banned, there are 
several ont'ons of glass, fiber or wooden 
hoxes. Glass boxes have, it is said, ap- 
proval of the Post Office Department. 
One 


bottom for 


type offered has sliding top and 


access and emptying, is 


heavy and sturdy, and, for privacy, is 


only semi-transparent. It uses no criti- 
cal materials. 
+ . * 

Prepared roofing, etc.—Max- 
imum “dollar” prices for manufacturers 
of asphalt or tarred roofing products, 
sold on the West Coast, 
lished Feb. 5 by OPA. 


Specific prices for the various grades 


were estab- 
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of strip shingles, individual shingles, 


built-up roof materials, mineral sur- 
faced roll roofing and smooth surfaced 
roll roofing are included, in effect, re- 
flecting the 1941 summer level of prices, 
and generally maintaining the level now 
prevailing on the West Coast. 

The revision does not alter the ceil- 
ings for asphalt or tarred roofing prod- 
ucts produced in the East, and does not 
change the method of pricing in the 
Salt Lake City area. 

The revision also clarifies the method 
of pricing new products and non-stand- 


ard products for which no maximum 








prices are listed in the specific listings 
in the schedule, and which are now be- 
ing produced by a manufacturer for the 
first time. A provision required that 
such products be priced in accordance 
Price Regulation No. 


with Maximum 


188. 
a * a 

Roofing material clarified— 
To correct errors and clarify language 
L-228, types, 
sizes and form of asphalt shingles and 
asphalt or tarred roofing materials, 
WPB has issued an amended version. 
The principal change is definitely to 
“manufacture of accessories for 


or order No. restricting 


permit 
completing application, such as hips and 








Wholesale Hardware Sales 
By Geographic Regions, for December, 1942 


(COMPILED BY THE U. 


S. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 


SALES REPORTED 


| 
, Percent Change | 
REGION December 1942 | 
from 
Number 
of Dec. Nov. | 
Firms 1941 1942 
New England 25 —12 +13 | 
Middle Atlantic 100 —12 ' | 
East North Central 49 —24 — 7 
West North Central 35 -17 | +5 | 
South Atlantic 45 —16 -—1 
East South Central 19 | -2 | —6 
West South Central 27 —12 +1 | 
Mountain 7 — 9 +30 | 
Pacific. . 31 +5 +8 | 
U.S. TOTAL* 341 —13 +2 


Bureau of the Census 


SALES-YEAR-TO-DATE 


Thousands of Dollars 
Percent | Twelve Twelve 
Change | Months Months 
om 1942 1941 
Dec. Dec. Nov. 12 mos. | (Add (Add 
1942 | 1947 1942 1941 | 000) 090) 
= peasant 
| | 
$1,059| $1,210; $ 940; +4 $16,891 $16,357 
7,077; 8,048; 7,112; +14 126,356 110,918 
4,536; 5,979) 4,857 | +10 112,532 102,532 
4,621| 5,596, 4,404) + 5 77,416 73,976 
2,976 | 3,537; 3,008; +5 53,080 50,654 
1,993} 2,774) 2,110 +6 32,942 31,057 
4,304| 4,906) 4,252; +2 | 60,765 59,777 
658 | 725 | 508; +6 13,906 13,141 
7,403| 7,084; 6,840; +14 126,434 111,102 
34,715| 39,983; 34,144; +9 622,226 571,181 





Current Statistical Service 


* Includes data for 4 firms not allocated to geographic regions. 


t Less than 0.5 percent. 


"States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. L., 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—<(IIL., 


Vt.) 


Ind., Mich., Ohio, Wisc.) 


West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., 
East South Central—(Ala., 


D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
Ky., Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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FOR WAR PLANTS 


... AND A STRONGER POST-WAR 


MARKET FOR YOU 







Offering free posters for America’s War 













Production Drive, advertisements like these are 
helping build the will to win—and influencing the 






> } ~ od 
40000 PAR ~~ SE 


R 
, 4 






men whose good opinion will increase the value 


of your EMPIRE brand franchise, wartime or 
This is one of a series emphasizing 





peacetime. 
the importance of each smallest metal part in the 


war equipment on which the lives of our fighting 





men depend. 
| 


Russell, Burdsall & Ward Bolt and Nut Company 


T 
ME 29,163s¢, +A Quitree 
| ? 





RBc.W ax 
| Raby and lied Fastening Products... Since 1845 


Factories at: Port Chester, N. Y., Rock Falls 
Philadelphia, Chicago, Chattanooga 


77 


Sales offices at 
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ridge shingles, starter, valley or ridge 
strips and corner pieces and solder 
course for sidings.” 


» * * 


Waxed paper — Approximate- 
ly 65 per cent of the waxed paper sold 
in this country will be brought under 
price ceilings generally 144 per cent be- 
low present levels, by a new OPA order. 
The balance of waxed paper remains 
under present ceilings, based on Oct. 
1-15, 1941, prices, but specific maxi- 
mums for household rolls, which repre- 
sent 15 per cent of the output of waxed 
paper, will be issued in the near future. 

The new regulation, No. 307, on 
waxed papers becomes effective Feb. 20. 
Producers whose base period prices per- 
mitted sales above the new tops will 
have to revise their lists downward. On 
the other hand, the regulation will give 
relief to some manufacturers who were 
caught with unduly low prices in Octo- 
ber, 1941. 


Pet foods curbed—To save 
thousands of tons of animal and vege- 
table protein for increased production 
of processed feeds for livestock and 
poultry, an order was issued Jan. 28 by 
Food Administrator Wickard, curtailing 








Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for December, 1942 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 


REGION 


New England 
Middle Atiantic 
East North Central 
West North Central 
South Atlantic 

East South Central 
West South Central 
Mountain 

Pacific 


U.S. TOTAL* 


TOTAL HARDWARE 


ACCOUNTS RECEIVABLE 


Percent Change 
December 1942 
from 


Number 
of Dec. Nov. 
Firms 1941 1942 


23 29 — 8 
89 17 — 3 
48 —31 10 
34 4 -7 
43 -34 - 9 
16 -41 9 
25 -27 —10 
5 — 28 - 6 
29 — 6 5 
316 26 7 


Bur zau of the Census 


Collection Percentages 


Thousands of Dollars 


Dec. Dec. Nov. Dec. Dec. Nov. 
1942 1941 1942 1942 1941 1942 


$ 981 $1,388; $1,066 85 74 85 
8,696 10,456, 9, 82 73 75 
5,792, 8,416 6,470 86 73 86 

5 6,379 83 63 85 

4,051 6,092, 4,464 81 60 75 
1,799 = 3,071 1,984 86 71 92 
36: 4,323 92 79 80 

305 421 323 115 71 100 
8,589 9,141 9,065 71 , 30 
40,123 54,454, 43,187 83 70 81 


Current Statistical Service 
Release Date. February 8, 1943 


* Includes data for 4 firms not allocated to geographic regions. 
t+ Less than 0.5 percent. 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 





MUSIC WIRE. Conforming to Government specifications. 
(WD 1085-WD 1095) Stock Sizes .004" to .180" dia. 


JOHNS 


NEW 


YORK AKRON 
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ON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 





LOS ANGELES 


protein content of commercially-pre- 
pared foods for pet animals. 

Effective at once, food production 
order No. 7 requires pet food manufac- 
turers to limit animal protein content 
to 8 per cent, and total protein content 
to 24 per cent, by dry weight, of such 
foods processed prior to July 1, 1943. 
In the six months ending June 30, each 
manufacturer’s pet food production will 
be cut to 50 per cent of 1941 output. 


x ao * 


Saddlery hardware—The re- 
striction on the sale of saddlery hard- 
ware which confined it to farm use only, 
has been lifted, leaving such items now 
open for general sale. 


* * oa 


More leather for farms— 
More harness leather will be available 
to farmers under a new WPB regula- 
tion, which stops deliveries of harness 
leather held by tanners and dealers ex- 
cept for farm users. The effect is to 
take some harness leather from the 
army to meet a shortage of harness on 
farms. 
a Me co 
Tanning materials limited— 
Control over distribution and use of 
vegetable tanning materials has been 
imposed by WPB, to conserve supplies 
for tanning of leather. 
Order No. M-277 confines their use 
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The Solder that 
SELLS on SIGHT! 


Put your attractive green display carton of Kester 
Metal Mender out on the counter where your cus- 
tomers will see it. Watch sales jump! 


Most people already know about Kester Metal 
Mender; it has been advertised for years! Many of 
them have used it; they know how easy it is to 
repair broken, cracked, leaky metal articles with 
this handy household soldering material. 


Turn the present need for conserving metal, and 
the desire of most families to save money, into 
profitable sales. You can do it easily! And remem- 
ber ... whether they buy it “on sight,” or whether 
you suggest it to them, your custom- ———___ 
ers will thank you for supplying them F py ICTORY 
with “the solder anyone can use.” fn 
Watch your stock, and order Kester 
Metal Mender from your jobber. 














KESTER SOLDER COMPANY 


4207 Wrightwood Avenue, Chicago, Illinois 
Eastern Plant: Newark, N. J. 
Canadica Plant: Brantford, Ont. 


KESTER 
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TODAY .. A GUARDIAN 
of AMERICA’S 
FUEL SUPPLY 


Thousands of Oil Burning Heaters made 
in years past have the responsibility 
of keeping American families warm 
“for the duration” . . . And on strictly 
rationed supplies of Fuel Oil. 


Most of these heaters use A-P DEPEND- 
ABLE OIL CONTROL VALVES. Original- 
ly chosen for dependable, accurate and 
economical fuel control, these Valves 
today have an important wartime task 
... Keeping Heaters at topmost effi- 
ciency, producing every last degree of 
heat from precious supplies of fuel .. . 
Truly a “Guardian of America’s Vital 
Fuel.” 


Retailers today appreciate this ‘“Guardi- 
anship.”’ It means that customers, satis- 
fied with their heater performance in 
this trying time, will look for the same 
type of heater after the war, when 
they're again available. A-P Valves will 
be a part of this new heating conveni- 
ence, assuring better and more efficient 
fuel control because of continuing re- 
search while present production is given 
to war supplies. 





AUTOMATIC PRODUCTS COMPANY ®: Ee" 


on the majority of 


STREET 
Wisconsin 


2442 NORTH THIRTY —SECOND 


MILWAUKEE ® the Nation's leading 


Heating Appliances. 


DEPENNPELE 
Ep MEPRINARLE 


DEPENDABLE 
Oil Control Values 
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to tanning shoe, belting, harness, strap 

and other leather, and to manufacture 

of pharmaceutical products and water 

treating materials. No tanner may use 

| in 1943 more vegetable tanning material 
than he consumed in 1942. 


* 7 * 


Rotenone under allocation 

Rotenone has been placed under alloca- 
{ tion through WPB amendment to order 

M-133. It provides for allocation to 

processors and imposes restrictions on 

uses to an insecticide for peas, beans, 

cole crops, sweet corn and cattle. 

& oa + 


New paint formulas — New 
mixing formulas for red, white and blue 


lead paints to be made up on the job, 





A Warning 


TO USE BATTERIES 






CRITICAL MATERIALS 
1S FEATURED IN 


AS A PATRIOTIC 
MEASURE! 
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% Enlist your fighting dollars 
in War Bonds, help get in the 
scrap, and never forget for a 
moment that we must a// work 
together for America to winl 


Burgess Battery Ce., Freeport, til 


Lee 
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SPARINGLY TO CONSERVE 


BURGESS ADVERTISING 





the use of which will save up to 50 per 
cent of the normal linseed oil require- 
ment, have been recommended by the 
WPB Conservation Division. 

Our limited imports of castor, babus- 
su and oiticica oil from South America: 
-toppage of our imports of tung oil from 
China, cogoanut oil from the Philip- 
pines, and palm oil from Africa; and 
lend-lease exports of edible oils have all 
contributed to the general shortage of 
fats and oils. Since oils are to a large 
extent interchangeable, increasing de- 
mands made on our limited supply of 
linseed oil called for these conserva- 
tion measures. 

The new formulas provide for sub- 
stantial savings of linseed oil with no 
detrimental effect to the paint, merely 


& 
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BURGESS, 
BATTERIES 


IN THE NATION’S SERVICE 
On the Fighting Front—on the Home Front | 





increasing the pigment volume ratio. 
Because of allocation controls, synthetic 
resins for use in the production of metal 
primer paints are not available for civil- 
ian use. However, the older finish (lin- 
seed oil) is held adequate for non- 
combat use. 
% * * 

Linseed oil — turpentine 
Starting 1942 with a price mark some- 
what below the average 1941 market. 
linseed oil rose sharply during the 
spring of last year to a peak in April 
about one-third higher than the year’s 
opening mark. After partial reaction 
during the fall, a series of rises during 
the last week of January now has 
brought linseed oil again to the April 
peak level of 1942. 

This advance is because of the short- 
age, due to the shipping difficulties 
from the Argentina market to the 
United States. While we raise a large 
percentage of our own flax require- 
ments, we still depend upon Argentina 
for a considerable share. 

Turpentine prices showed sharp fluc- 
tuations during 1942, rising 6 cents 
per gallon during the early days of the 
year, to the 1942 high mark, then drop- 
ping irregularly 16 cents from the peak, 
to the low mark of the year, in August. 
Current quotations are 10 per cent, or 
8 cents per gallon, higher than the 1942 
low. The turpentine market is “soft” 
at present, due probably to lessened 


lend-lease demand. 
om * * 


Tires for dealers — Dealers 
whose business was interrupted by tire 
rationing and who wish to re-enter the 
automobile tire and tube trade are given 
an opportunity to obtain limited stocks 
of passenger car tires and tubes through 
an amendment to the tire rationing reg- 
ulations announced by OPA, Feb. 2. 
Others who wish to enter the business 
may procure a limited and specified ini- 
tial stock of tires and tubes by meeting 
the same requirements as former deal- 
ers. This action will make possible the 
setting up of dealerships in areas that 
may not be adequately served. 


* * 


Sports supplies—Very limited 
production of baseballs, gloves and mitts 
for the coming season has been the rule 
in those factories which are still able 
to get any materials. Unquestionably. 
only early buyers will be able to get 
deliveries. The demand for baseballs 
and bats and table tennis equipment. 
is particularly heavy for supplying re- 
creation for the armed forces. Civilian 
wants, of course, take second place. 
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Ever since the days of Bunker Hill, when Ames Shovels 
played an important part in that famous battle, the 
PINNACLE Ames line of shovels have contributed their part 
toward winning wars. 
* Today, in Africa, New Guinea, Guadalcanal, Russia, 
Alaska and the hundreds of training camps in the 
THREE STAR United States, Ames shovels have again become tools 
* of war. 
The famous brands comprising the Ames line, each 
KNOXALL a leader in its field, are as popular with armed forces 
ke as with civilians in times of peace. If it’s an Ames 
O brand, you can depend upon it for quality and serv- 
BRONCO iceability ... in War or in Peace. 
Os 
* AMES 


Since 


* 


RAM 


AMES BALDWIN WYOMING CO. 
PARKERSBURG, W. VA. _— NORTH EASTON, MASS. 











LLOYD Sales Builder 


NO-BLINK sans 


24 Lloyd "NO-BLINK” Starters 
For 30 and 40-watt Lamps 


This business of fluorescent lighting is 
going ahead fast. Be prepared to make and 
hold fluorescent customers with Lloyd “NO- 
BLINK” Starters. They’re better in every 
way. They absolutely stop “flicker” and 
“blink” . . . prevent breakdown of ballasts, 
condensers, tubes and starters themselves. 


They Start Quicker—Work Better—Last Longer 
Patent Nos. 2,200,443 and 2.228.210 














8009 





8109 











Stock up with LLOYD Wiring Devices NOW! 


LLOYD PRODUCTS CO. 


DEP'T. 12-HA PROVIDENCE, R. I. 
Representatives, Branch Offices, Warehouse Stocks in 23 Leading Cities 
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The limited quantity of tennis balis 
which have been made toward the 1943 
season are no longer vacuum-packed in 
cans, and dealers must make every ef 
fort to move new stock into consumption 
rapidly. Most brands are now cello 
phane-wrapped and put up in cardboard 


boxes, but even this packing may be 


limited by the various new container 
rulings. 
Fishing tackle will partake of the gen- 


eral scarcity, with the use of steel and 
metals held to a minimum, and the use 


of plastics appearing in trim and acces- 


sories. Silk, nylon and linen fishing 
lines are no longer available. except 
from the few remaining and fast-dis- 


appearing stocks. 
a ow 
Farm tool repair quotas 
Quotas for production of repair parts 
for farm machinery have been raised, by 


WPB order No. L-170, from 130 to 160 


per cent of average annual sales during 
1940 and 1941. The Department of 
Agriculture recommended a repair part 
quota of 167 per cent of 1940 on a 
weight of material basis. The new 
“dollar” quota, allowing for the 10 per 
cent general price increase for repair 
parts made late in 1941, is equivalent 
to the Department’s requested “tonnage” 
quota. 
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BUYERS OF CAP SCREWS .. . 


been our constant aim during our 23 year 
history. 
TRIPLEX, we invite your inquiry today. 


TRIPLEX SCREW COMPANY 
5317 Grant Ave., Cleveland, Ohio 


TRIPLEX stands at attention to salute the 
Hardware Trade. We thank our jobbers 
and dealers for their faith in the TRIPLEX 
Line of precision-made threaded fasteners. 


Tougher and more dependable quality has 


ke 
SET SCREWS 
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Wholesale Hardware Inventories 


By Geographic Regions, for December, 1942 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 


END-OF-MONTH INVENTORIES (Cost) 


Percent Change 


REGION December 1942 
from 
Number 

of Dec. Nov. | 
Firms 1941 1942 | 

New England 13 —10 -4 

Middle Atlantic 62 -24 +2 

East North Central 33 —38 —1 

West North Central 23 —38 t 
South Atlantic 31 —39 —4 | 
East South Central 8 —38 —-3 | 
West South Central 19 -20 +3 | 
Mountain 5 —14 +1 | 
Pacific 16 —24 +3 |} 
U.S. TOTAL’... 214 —30 + | 


Bureau of the Census 

















STOCK-SALES RATIOS 
Thousands of Dollars 

Dec. Dec. | Nov. Dec. | Dec. Nov. 
1942 1941 | 1942 1942 1941 1942 

$1,282} $1,419| $1,336; 183 178 
‘ 7,293 | 5,432 120 139 116 
6,714 10,775| 6,804 210 237 192 
6,824; 10,933, 6,830 183 241 193 
2,837, 4,630| 2,951 144 210 146 
1,986; 3,195; 2,044 186 222 199 
6,061| 7,610; 5,890 258 226 
632 736 | 625 297 288 266 
6,279| 8,265 6,081 176 239 209 
38,466 | 55,116 | 38,288 176 215 180 








Current Statistical Service 


* Includes data for 4 firms not allocated to geographic regions. 


t Less than 0.5 percent. 





Stock-sales ratios are percentages obtained by dividing the cost value of stocks by 


sales for an identical group of firms. 


WPB also has given the farm equip- 
ment industry an alternate method of 
determining output allowances on ma- 


If YOU have not yet turned to 


THREADED | 
FASTENERS 


NUTS AND RIVETS 








chinery attachments critically needed, 
exercising the option of producing 20 
per cent of the total weight of attach- 
ments made in the year 1940 or 1941, or 
of producing according to individual 
percentages allotted in the amended or 
der L-170. 
- * * 

Limited civilian ammunition 

Under strict WPB regulations, a few 
ammunition items have been made-avail- 
able from Army stocks for limited dis- 
tribution through a few authorized dis- 
tributors. The purpose is to supply 
needed ameunts to law enforcement and 
factory protective agencies, and to 
dealers who certify that their re- 
quirements are for sale to farmers, 
stockmen, rangers, etc., strictly for pred- 
atory animal or rodent control—NOT 
for hunting or target shooting. 

For authorized purposes, a farmer 
may purchase during any three months’ 
period, by filling out proper certifica 
tion and application forms, any or all 
of the following quantities: 

100 Only .22 Long Rifle Car- 


tridges 

40 Only .30-30 Soft Point Car- 
tridges 

40 Only .30-06 Steel Cased Car 
tridges 

50 Only 12 gauge loaded shells 


selected from: 
12 Ga. 3 drs. 1 oz. 4 Soft Shot 
12 Ga. 3 drs. 1 oz. 8 Soft Shot 
12 Ga. 00 Buckshot 
Authorized distributors will charge 
their 1942 ceiling prices, f.o.b. shipping 
point. 
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More 
Fire Power 
to Them! 


For over a year it has been our job to 
produce weapons worthy of the skill and 
courage of our fighting men. Huge quan- 
tities of Browning aircraft machine guns, 
Thompson submachine guns, and mili- 
tary rifles have moved from our plants to 
our fighting forces on world-wide battle 
fronts. 


This job naturally must take precedence 
over production of sporting arms for 
civilian use. 


But when the war is won, you may look 
to your jobber for the greatest values 
ever offered in Savage rifles and shotguns 
to meet every sporting requirement. 


Savage Arms Corporation 
Utica, N.Y. 





SAVAGE 
STEVENS 
FOX 
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AND WE STILL GUARANTEE IT 





‘Is it made with substitute materials?"’, is a question folks 
Ty -# - 

often ask today. Whitney Hampers are still the finest 

hamper on the market .. . 


still rhe same. 


is GUARANTEED 
6 superior con- 
ifcations. 













THis HAMPER 
te meet thes 
struction Spe 


a 
rT ol 
AS 


Sales people 
who refer to 
this tag when 
making a sale, 
sell more ham- 


pers... easier. 





AND 
WHITNEY HAMPERS 
ARE STILL 
ATIONALLY ADVERTISED 
IN 














AMERICAN HOME & 
HOUSE BEAUTIFUL 





IT’S EASIER " 


On Permanent Display cot 666 Lake Shore Drive, Chicago 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 
F. A. WHITNEY CARRIAGE CO. - LEOMINSTER, MASS. » SAN FRANCISCO 
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Farm tools — poultry sup- 
plies—Factories are still being hin- 
dered by lack of steel, in working on 
their orders under the quota established 
on hand farm tools. Shipments are 
coming through to the jobbers, but 
much later and much less complete 
than usual. 

Poultry supplies are very limited in 
volume and variety. However, the new 
type wood and masonite feeders are 
creating interest. Jobbers state that glass 
mason-jar founts, gallon glass founts, 
and a very few made of galvanized steel, 
are available. 

+ * * 

Wood-working machinery 
Lhe War Production Board issued, on 
Feb. 2, a new Limitation Order, L-237, 
voverning the output and distribution of 
a detailed list of wood-working machin- 
ery and light machine tools, including 
band saw machines, milling machines, 
lathes, scroll and jig saws, jointers, 
planers, surfacers and trimmers. 

Manufacturer- are restricted to pro- 
duction of not to exceed 60 days sup- 
ply. and must not exceed one-sixth ol 
their total 1941 sales in any 60 days’ 
output. Deliveries are restricted to or 


ders bearing preference rating A-l-a or 


higher, and mills and distributors are 


...GET BOTH FROM 
THE SAME SOURCE 






Cleveland Cap Screws 
Set Screws and Special Upset Parts 


Made by the Originators of the Koulman Process lor Greater Strength and A 


Specialists for 26 years in Headed and Threaded Products 
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Cleveland Cap Screws 


SAE 1035 Heat Treated-—for maximum 
tensile strength with good appearance. 
Full Finished—for bright full finish with 
adequate tensile strength. 


All made by the famous Kaufman Process; 
stocked in all standard sizes. Write for 
samples and prices. 


THE CLEVELAND CAP SCREW CO. | 


| 

2917 EAST 79th STREET + CLEVELAND, OHIO 
~ ow. q | 

| 

| 


confined tu a stock, at any one date, of 
not more than five machines of a type. 
Che order does not apply to deliverie- 
made on or before April 4. 
& * ad 
Plumbing trim eased—A pro 
gram for supplying plumbing fixture 
trim for war housing jobs and for new 
construction projects of the Army, Navy 
and shipping services was put in effect 
with issuance, Jan. 26, by WPB of an 
amendment to Limitation Order L-42. 
temporarily easing the restrictions on 
manufacture of certain fittings. 
Eight items of fittings and trim are 
affected, including: 
Two valve over-rim bath faucet; 
Two valve bath and shower com- 
bination; 
Double bath faucet; 
Lavatory compression faucet: 
Lavatory combination assembly le-- 
pop-up waste; 
Two-valve shower assembly: 
Sink faucet: 
Sink combination swing spout fau 
cel. 
Phe amendment will permit assembly 
by any producer until March 15, 1943. 
of completed items of the eight varieties. 
but producers must use materials that 


were “frozen” in their stocks or in the 







Convenient warehouse stocks. 
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WAREMOUSES 
CHICAGO: 726 W. Washington Bivd. | 
PHILADELPHIA . . 12th & Olive Sts. | 
NEW YORK. .... 47 Murray St. 
LOS ANGELES. . . 1015 E. 16th St. | 





stocks of other producers in June 15, 
1942. 


Cast iron boilers speeded 
Manufacture of low-pressure cast iron 
boilers for war housing and civilian re- 
placement needs and conversions has 
been expedited by a recent relaxation 
of WPB order No. L-187. 

Manufacturers are authorized to use 
iron and steel in each of the first two 
quarters of 1943, equal to 4.5 per cent 
of the amount of these metals which 
was processed in 1940. 


x * ~ 


Distribution still functioning 

Many pleasant surprises for retailers 
have come during the early weeks of 
1943, by the arrival from wholesalers 
of a considerable variety of seasonable 
and staple items. 

In the new quarter, mills have been 
able to release portions of their job 
bers’ 1943 quotas, and in late Decem 
ber, they had exerted extra effort to 
clean up 1942 allotments. 

The wholesalers themselves had car 
ried over moderate amounts, saved for 
the spring needs of their regular trade. 
All in all, a worth while lift to dealers’ 
stocks has recently been experienced by 
the outflow from all these sources. 


* ” * 


Much still obtainable—Janu 
ary, 1943, sales of Butler Brothers, 
variety wholesalers, ran about the same 
asa year ago. The company’s president, 
T. B. Freeman, comments that its prob 
lem is not a matter of getting volume, 
“but one of obtaining goods. This does 
not mean that shortages apply to all 
lines. There are many goods of which 
there are plenty, others of which quan 
tities are growing more scarce, and 
others still which have totally disap- 
peared. The independent retailer will 
have goods to sell if he stocks avail- 
able items.” 

The new mail order catalogs still 
contain a large and inviting general se 
lection, even though their hardware sec 
tions show a great shrinkage. In the 
new Ward book, merchandise no longer 
available is listed in the index. Because 
of shortages the catalog has dropped 
about 140 items. As a result of the cut 
in farm tools production, farm imple 
ments are omitted. 


* * * 


Retail volume maintained 
Confirming the belief that larger re- 
tailers still retain a considerable volume 
and variety in their inventories, is the 
news that nation-wide department store 
sales for the latest four weeks were 2 
per cent ahead of the 1942 comparison 

-while the latest January week held its 
own with a year ago. 
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On the ever-expanding assembly lines of 
America’s great war plants “Yankee” Tools 
are living up to their reputation for speed 
and accuracy. They are drilling holes and 
driving screws and taking an active part in 


winning the war. 


When the war is over and done with, you'll 
be able once more to get all the “Yankee” 
and “Yankee-Handyman” tools your trade 
demands. In the meantime, we will continue 
to support your market by calling these time 
and labor saving tools to the consumer’s 


attention through national advertising. 


x~ * * 


YANKEE TOOLS 


make good mechanics better 


NORTH BROS. MFG. CO., PHILA., U.S.A. 
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In all of 1942, U. S. department store 
sales were 12 per cent greater than in 
1941, by Federal Reserve report, and 
December sales were up 13 per cent 
above December, 1941. 


* * * 


Post exchange competition 
Military post exchanges hereafter will 
limit their sales to refreshments and 
day-to-day necessities for fighting men, 
according to information received by 
executives of large New York depart- 
ment stores. The exchanges have been 
charged with selling a large volume of 
goods that eventually found its way into 
civilian consumer channels, cutting into 
retail trade to a considerable extent. 
Protests were entered by department 
and chain store groups. 

A report to Washington by Carl 
Hendrickson, Jr., New York consultant 
of the Department of Commerce, re- 
vealed that post exchanges have ex- 
tended their activities to such an extent 
that their 1942 sales to the fighting 
forces exceeded $400,000,000. 


* . * 


Price indexes still rise—The 
upward trend in farm product prices 
continued to cause the major rise in 
commodity price indexes in January. 
The Bureau of Labor Statistics daily 
index seven basic farm products at the 
end of the month was about 2.4 per 
cent higher than at the beginning, and 
stood at 201.5 per cent of its August. 
1939, average. Foodstuffs reached 199.3 
per cent, while the all-item combined 
daily index set a new war-time high of 
174.3 per cent (August, 1939 — 100) 
at the end of January. 

The Bureau’s more comprehensive 
weekly index of nearly 900 items, based 
on 1926 as “par,” reached 101.8 per 
cent in the week erlded Jan. 30, touch- 
ing the highest point in nearly 17 years. 
During all the recent climb of the price 
indexes, prices of industrial raw mate- 
rials have remained quite stable. and 
at a relatively lower level. 


. - ca 


Price control—Steps to im- 
prove the relations between the price 
administration and those subject to its 
controls, have been undertaken, with 
frank comments, by the new adminis- 
trator, former Senator Prentiss Brown. 

Mr. Brown proposes to explain to the 
public, as far as possible, the necessity 
for the steps he will take. Many per- 
sons, of course, have believed that OPA 
heretofore has failed to properly “sell” 
its programs. 

The new administrator also frankly 
predicts that prices cannot be kept at a 
flat level: that a “slow, ordered rise 
must be expected.” A controlled in- 
crease of that type has, in fact, been 


occurring and few expected anything 
else. 
+ >. * 


Steel production—There ha- 
been slight change in recent weeks in 
the national output of steel ingots, 
which stays within a point or so of full 
rated capacity. The flow of needed scrap 
to the mills is still lagging, due to labor 
shortages in the yards. 

Steel warehouses are encouraged by 
a very slight improvement in deliveries 
on certain staple types of “merchant” 
steel, including sheets and wire prod- 
ucts. Alloy steels are still many weeks 
behind—only “carbon” steels show im- 
provement in shipping schedules. 


” * ™ 


Minor price changes—A uni- 
form nation-wide ceiling price of 2.75 
cents a pound, f.o.b. shipping point, on 
sales to consumers of re-usable struc- 
tural steel shapes and plates and shaft- 
ing was fixed by OPA regulation No. 
310, effective Feb. 1. Included are crop 
ends of new shapes, plates and bars 
which accumulate in shipbuilding and 
other fabrication plants. 

Resellers of iron and steel products 
were authorized, Feb. 2, by OPA, to 
pass on certain “extras” which they are 
required to pay the mills. These ex- 
tras are on full finish or cold reduced 
finish cold rolled sheets, No. 11 U.S.S. 
gage and heavier, $1 per 100 pounds: 
No. 12 and No. 13 U.S.S. gage, 50 cents 
per 100 pounds. At the same time a 
provision was added allowing resellers 
to apply to OPA for new maximum 
prices on imported steel which will al- 
low them compensation for increased 


costs. 


American Hdwe. Supply 
Co. Convention 


(Continued from page 52) 


ties and other war orders. Go after 
rated orders even though rating will 
not always deliver goods. There 
will be more rationing of merchan- 
dise, he warned, and urged dealers 
to take customers eligible for the 
purchase of bicycles to the local ra- 
tion board. Distribution is in for 
mighty changes for some time to 
come. 

A sales increase of 14 per cent 
in 1942 over the previous year was 
reported to stockholders. Profits 
were the highest of any year, in the 
company’s history, as was the 1942 
sales volume of $2,540,000. Fea- 
tured in the exhibits of manufactur- 
ers were numerous soft lines, scarce 
but available merchandise, novelties. 
dinnerware. wooden kitchen cabi- 


nets. etc. 
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I’m Feeding Two 


War Wor kers 


M daughter's a welder... my husband makes air- 
plane parts. And my job is to keep them well-fed 
and fit to carry on their jobs. It’s not so easy these days. 


with rationing and scarcities. But my Grand Range 


helps to make my war job so much easier. 


Those Econo-Speed Burners are marvels . . . they cook 
things just right so there’s no wasted or spoiled foods in 
our house. And they use so little gas ...1 call my 


Grand my private “‘gas-rationer. 

I'm so glad we got a Grand to start with, because it's 
proving itself every day under 
constant service. When we're 
finally ready for a new range. 


I'll never be satisfied with any- 





thing but another Grand. 





CLEVELAND, OHIO aon 


FEBRUARY 18. 1943 
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CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 


Mf'rs. of sash cord, clothes line, and braided and twisted cotton cords 


« 
ESS ee 


are helping to 
trip up the Axis! 


@ Uncle Sam is finding so many 
uses for Puritan Sash Cords that 
we are working night and day to 
meet the demand. 

Don't forget we're trying our best 
to serve you, too, with all the 
cord you need for the war effort. 
So when you don't get immediate 
service like you used to, it's because 
Uncle Sam must come first. 
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WHALE 


CLOTHES LINE 


ii 


Solid braided cotton, all 
yarn. Strong, smooth, dur- 
able. Packed in display 
cartons. Moderately priced. 


We also make other clothes 
lines, and a wide variety of 
kinds, sizes and qualities 
of braided cords. including 
sash cord, masons’ line, 
shade cord, awning line, 
Venetian blind cord, and 
others for use wherever 
smooth, durable cord is 
required. 


SAMSON CORDAGE WORKS 
Boston, Massachusetts 


* 


REA EAAAAAAREREARARRAREEERER 


When you buy War Bonds and 
Stamps, you help to keep the star 
of Freedom aglow, lighting 
America’s way to Victory 


eeeeeeeeeeet 
Seek knkakkee 
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Famous 
Temprex Fireplace 


GRATES 


Guaranteed Stronger Than Cast Iron 
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Temprex Fireplace Grates have 
been featured and advertised by 
over 100 leading stores through- 
out the country. They're definitely 
a “wanted” item. Size 20"x14"x6”. 
Weight 10 lbs. You can promise 
delivery within one week. F.O.B. 
North Hackensack, N. J. 


Priced to retail at $8.95 to $10 


Attractive Jobber Prices 


THEODORE 
AVERBACH, INC. 


8 West 36th St., New York City 


——~ 
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SALES OF 1,273 INDEPENDENT RETAIL HARDWARE 


DEALERS IN UNITED STATES 


December, 1942 Comparisons 























SUMMARY 
— Dec.*42— Dec.*42— : ie) 
No. Stores vs. vs. Dec. 42 Dec. °41 Nov, ’42 
Dec.’41 Nov.’42 
Total 1,273 -—4 +21 $9,206,957 $9,594,796 $7,585,359 
Year 1942 showed 9 per cent gain over 1941. 
1942—$121,787,840; 1941—$111,855,427 
Per Cent Change 
Number Dec.’42 Dec. °42 Per 
of firms vs. vs. Dollar Sales Cent 
States by Regions _ reporting Dec. 41 Nov. °42 Dec.’42 Change 

New England 71 —13 +26 $622,211 +5 
Maine 7 1] +28 44,526 + 6 
New Hampshire 9 -23 +31 189,339 — 1 
Massachusetts 36 ll +22 255,279 +4 
Rhode Island ° ; 

Connecticut 13 $ +23 77,522 +22 

Middle Atlantic 137 ) +19 955,274 +12 
Pennsylvania 137 —9 +19 955,274 +12 

East North Central 385 - 8 4-25 2,481,851 +9 
Ohio 106 -10 +23 730,252 + 8 
Indiana 55 — } +26 304,629 +16 
Illinois 97 6 +18 586,529 +9 
Michigan 36 - 6 +27 281,423 +7 
Wisconsin 91 12 +34 579,018 + 6 

West North Central 169 } +9 630,592 +11 
lowa 49 - 9 +20 220,696 + 7 
Mi souri 39 - § + ] 165,612 +7 
Nebraska 38 +9 +9 104,045 +27 
Kansas 43 -4 + 3 140,239 +14 

South Atlantic 49 } + 5 317,926 + 3 
South Carolina 12 -12 + 3 90,741 —4 
Georgia 20 - 6 + 5 116,673 + 6 
Florida 17 + 4 + 5 110,512 + 3 

East South Central 13 + 6 +20 121,094 +1) 
Alabama 13 + 6 +20 121,094 +11 

West South Central 96 7 +15 732,469 + 6 
Arkansas 15 + 4 + 3 100,081 +2] 
Oklahoma 26 ~ a +26 185,069 + 8 
Texas 55 13 +15 447,319 + 5 

Vountain 94 5 +15 765,693 + 4 
Montana 22 10 +25 159,154 —4 
Idaho 22 - 4 +15 151,201 +2 
Wyoming 5 23 -10 40,108 —2 
Colorado 25 + 8 +20 96,141 +20 
New Mexico 7 6 +-27 107,747 — 6 
Arizona 8 6 4- 3 167,138 + 8 
Utah - 

Nevada ” 

Pacific 259 t 6 +28 2,579,847 +11 
Washington ) r 9 +28 251,202 +2] 
Oregon 27 l +17 386,099 +10 
California 192 Ys +30 1,942,546 +49 

Chicago ? 

Los Angeles 25 12 +21 206,875 +18 

Portland 9 +28 +27 61,318 +36 

St. Louis ” 

San Francisco 26 12 +38 267,604 +21 

* Note while nest te these pave are included in grand total, figures for 


these states are not shown, in this chart, because of insufficient data. 


marked # the change was less than 0.5 per cent. 


Census, U. 


S. Department of Commerce. 


Compiled by 


For states 
Bureau of the 
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*U TICA*|lk 


for More Tool 
Mileage 





UTICA is up to its ears in wartime pro- 
duction, so make the most of the tools 
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SMOOTH SELLING! 
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MOOTH selling means smooth sailing 
..- if the Gilmer “Eye-ful” Tower Belt 
Assortment No. 350 is at the helm in your store. 


He’s a little fellow, and wastes no space. 
But he’s got all the answers to 887 different 
V-Belt requirements — right out in the open, 
right where you can see ’em. 


Yessir, this chap lets all your customers 
know that you’ve got Gilmer V-Belts handy. 
He’s shipshape, neat, and tidy. He brings you 
new customers, pleases the old ones, and marks 
up a profit of $14.01 on 
a $21.01 investment. Not 
bad, eh? Mister, that’s 
mighty smooth sailing! 


L.H. GILMER COMPANY 


TACONY, PHILADELPHIA, PA. 


EE RRR RR RRR RRR RRR ES Se 
L. H. GILMER co. Tacony, Phila., Pa. 


Gentlemen: Send me the complete Gilmer "Eye-ful” Tower Belt Assortment 
No. 350 as follows: 





1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display Stand, Sign, Inventory Form 

4—Useful Gilmer Catalog—"America's Belt Bible” 

Bill me $21.01 through your nearest jobber. 





ADDRESS___ _ seni atinanecaemetatinsnsinliace 
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DIETZ LANTERN : 


REPLACEMENT PARTS 


Wicks and globes are always in demand 
—keep them on hand. 

Because Dietz Lanterns are made of 
scarce materials and should be sold 
only for vital needs and emergencies, 
please convince lantern owners, to re- 
= old burners, fount caps, etc.—to 
eep lanterns in good service. 


DEPENDABLE FOR OVER A CENTURY 





R.E. DIETZ COMPANY “rs 
CIS new York ~~ 


Output Distributed Through the 
Jobbing Trade Exclusively 











With Organic Nitrogen 


@ Fulton's Plantabbs in the new victory 
package gives flower and vegetable growers 
a PROPERLY BALANCED PLANT 
FOOD, and you .. . “‘a generous profit.” 
@ Fully complies with the War Production 
Board Order to conserve chemical nitrogen. 
Accepted in all states. 

@ Beautiful, re-designed packages with mod- 
ern, streamlined appearance and a _ high 
degree of ‘‘eye appeal.” 


NO PRICE CHANGES 


10c size per dozen $ .72 
25c size per dozen $2.00 
50c size per dozen $4.00 
$1.00 size per dozen $8.00 


Less quantity discounts 


Most All Wholesalers. or 


PLANTABBS CO. 
Baltimore, Maryland 
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Nebraska Convention 


NAME & PLACE — Nebraska 
Retail Hardware Association annual 
convention, Feb. 2 and 3, 1943, at 
the Hotel Cornhusker, Lincoln, Neb. 


NEW OFFICERS— President 
Leslie A. Thomas, Lincoln. succeed- 
ing Leonard H. Johnson. Burwell; 
first vice-president, William R. 
Young, Omaha: second vice-presi- 
dent. Harold Central City; 
secretary. C. A. MeCoy, Lincoln. 
Arthur Johnson, 


> 
1oss, 


ew director: 


| Kearney. 


RESOLUTIONS — Favored a 
pay-as-you-go or withholding pro- 
gram of taxation. Opposed further 
unnecessary regulations restricting 
business activities. 


ADDRESSES — President John- 
son in his message cautioned against 
the desire for too much security. 
“Our businesses,” he said, “were not 
huilt on security. Nebraska and the 
United States were not built on se- 
curity. | hope the day never comes 
when we demand security. The dic- 
tator countries have lost their liberty. 


| They were lulled into this situation 


| the set-up of the WPB. 


by promises of security. Let us think 
for ourselves instead of taking things 
for granted.” 

The subject of “Priorities” was 
presented by L. B. Holland, district 
manager. WPB, Omaha. He was as- 
sisted in answering questions by 
Russell Harris. assistant manager of 
the same office. These two men ex- 
plained the need for priorities and 
An open 
forum followed the talk. 


‘ 


A Plan to Make 


Action is just ahead on plans for 
concentration of non-war industry 
and drastic curtailment of all civil- 
ian production. with WPB to call the 
plays. says Nation’s Business in its 
January issue. 

While concentration has been ap- 
plied only in a few industries so 
far. each WPB division is now pre- 
paring detailed plans, under orders, 
for reducing the number of plants 
in each industry within its jurisdic- 
tion. and concentrating all non-es- 
sential production in a few “nucleus” 
plants. 

The ostensible purpose, says G. 
A. Browning. is to conserve mate- 
rials and manpower for war produc- 
tion. Some WPB officials feel, how- 


The explanation of “Price Con- 
trol” was made by L. A. Cusack. 
Acting State Price Control Officer. 
Lincoln. “The large purchasing 
power now present in this country,” 
he said. “has to be somehow kept 
busy so that it won’t bid up the 
prices of goods and services.” He 
explained the work of the Price Con- 
trol Division of the Office of Price 
Administration. It deals, he pointed 
out, with trade relations, field analy- 
sis and adjustments. 

“Rationing” was the topic of John 
D. Mann, State Rationing Officer. 
Lincoln. “Our government,” he said. 
“operates on the theory that ration- 
ing should only be the last resort 
and when a commodity becomes so 
scarce that it would be dangerous to 
leave it on the market under pre- 
war methods, it is rationed.” He 
gave the history of rationing in this 
country and explained various meth- 
ods of rationing. 

Looking into the future, Dr. Leo 
M. Christensen, Director of Research 
at the University of Nebraska, spoke 
on “Chemurgy, What Is It?” He 
explained the various processes by 
which rubber may be made syntheti- 
cally and also told of the vast indus- 
trial uses to which plastics made 
from farm products will be inaugu- 
rated at the end of the war. “In the 
future,” he said, “instead of making 
so much out of iron, steel and wood 
we will make many of our products 
out of plastics.” “A Plan for Sur 
vival” was given by Hobert Thomas. 
Director of Service. NRHA. 


Industry Over 


ever, that concentration on a broad 
scale is proposed for the United 
States chiefly because England did 
so, although under dissimilar condi- 
tions. There is also some fear with- 
in industry that the concentration 
program may lend itself readily as 
a vehicle for so-called reform by left- 
wing elements, the writer adds. 

So far as business and the public 
know. practically no study has been 
made of sociological and other dis- 
ruptions which the concentration 
plan might bring. The magazine 
emphasizes that while industries 
may be shut down by a single direc- 
tive from Washington, they can’t be 
revived by another directive. 
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ARRCO PLAYING CARD CO. 
SALES OFFICES 
CHICAGO—Robert A. Cairo, 310 S. Racine Ave. 
NEW YORK—Morton F. Fisk, 200 Fifth Ave. 
LOS ANGELES—Harry A. White, 838 S. Grand Ave. 
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the glassware. 


It’s 





that subtle, 
Pastel tinted 


satiny, 
line . 


To) refreshingly delicate 


SO aristocratic. 


line of 
Vases, 
Pieces for 
Occasion. 
from your 
today. 


i 
sasha 
Main Office 


5960 Broadway 
Chicago, III 
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And Still Available for Hardware Distribution 


Porch and Suburban 
Mail Boxes 


“NuTone” — mail boxes, made en- 
tirely of non-critical materials. Porch 
mail box is made of U. S. G. Duron 
wood fibre-base plastic combined with 





number one grade lumber. Paint is a 
durable black finish developed to with- 
stand outdoor exposure. Designed to 
blend with any style of architecture. 
Size—6% in. wide, 11 in. high and 3%4 
in. deep. Suburban mail box is equipped 
with a sturdily-hinged, water-tight door. 
The entire box, including the red flag, 
is built of number one grade hard 
lumber and U. S. G. Duron wood fibre- 
hase plastic. Gray and red paint was 
especially developed for this box and is 
said to assure long and _ satisfactory 
service. Box is large enough to hold 
letters, papers and small packages. Size 
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-17% in. long, 7 in. wide and 9% in. 
high. NuTone, Inc., Wood Products, 
Div., Third & Eggleston Ave.. Cinein- 
nati, O. 


“Ilco” Stirrup Pump 


The Office of Civilian Defense has 
approved specifications for an official 
O.C.D. stirrup pump and ha; awarded 
the contract to the Independent Lock 
Co., Fitchburg, Mass., for manufacture 
and sale in the New England States 





and New Jersey. Colen-Gruhn Co., Inc.. 
387 Fourth Ave., New York City, will 
act as distributors. Pumps will be allo- 
cated on the basis of density of popula- 
tion and exposure to the hazards of fire 
and war in the New England and New 
Jersey territories. Pump mechanism is 
of metal and plastics, only the handle 
heing of wood. According to the maker. 
the 10-ft. hose is flexible and leak-proof 
and the plastic nozzle may be instantly 
adjusted to throw a solid stream or a 
fine mit spray. Pump was designed 
hy Government engineers and is said to 
have been tested for maximum depend- 
ability under actual service conditions. 
Entire equipment is designed to com- 
bine lightness and strength, so that it 
can he effectively handled by a woman. 


“Taperlite” Candle 
Assortment 

“Assortment 1,000°--a new counter 
display holding an assortment of “Taper- 


lite” candles which have been stream- 
lined for war — simplified in color and 





size range. Contains eight doz. each of 
the 10 and 15-in. size in a variety of 
colors, tissue-wrapped and kimpacked 
to prevent breakage. Display stand is 
given free with order. Display dimen- 
sions: length 24 in.; width 17 in.; 
height 6 in. Six compartments hold 
four each of both sizes. Will & Baumer 
Candle Co., Inc., Fancy Candle Sales 
Office, 15 E. 32nd St., New York City. 


Waterproofing Liquid 


“Colorthru” —-a finish coat in color 
for masonry. One coat, brushed or 
sprayed on floors and walls, is said to 
penetrate, waterproof, preserve and 
beautify concrete, brick, stucco, cement, 
etc., whether inside or outside, painted 
or unpainted, and can be applied to old 
or new masonry even when wet. Maker 
states that it needs no priming or under- 
coat. Causes a chemical reaction that 
solidifies the various component parts 
of masonry into single, solid mass, ac- 
cording to the manufacturer. Said to 
stop dusting, cracking, crumbling, locks 
in all alkalies and lime and prevents 
seepage. It is claimed that one gallon 
covers 400 sq. ft. Comes in various 
colors and is ready mixed for immediate 
use. Colorthru Chemicals, 20 W. 45th 
St.. New York City. 
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TREETANGLEFOO] 


_ NATIONAL ADVERTISING 





rings the cash register more 


and louder because first of all the Jine és complete 





—a size and type for practically every chain job | 





and all the fittings that go with them. 


Equally important is customer acceptance. For its = YOUR OPPORTU NITY FOR PROFIT 


safety, strength and dependable performance in | Nn” 
service, “Inswell’’ Electric Weld Chain is classed | 


as ‘“‘tops.”’ 











This impressive list of magazines will be used to 
sell Tree Tanglefoot to millions of commercial 





Too, CM’s years of chain making for industry, 
farm and home carries the added assurance to 


dealers and jobbers alike that here is a manufac- 


turer and a line of chain that can be depended | 


upon for cooperation in building and maintain- 


ing a more satisfactory chain volume. 


CALL YOUR JOBBER 


He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 


MBUS-M°KINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
172 FREMONT AVE. 


TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 4} 
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fruit growers and shade tree owners. Demand 
for Tree Tanglefoot is bound to be greatly 
accelerated, and sure profits are in the cash 
register for those dealers with the foresight to 
supply the demand. Tree Tanglefoot as yet is 
unaffected by wartime regulations. Be sure to 
get in a good supply without delay. Here’s a 
product you can sell NOW, but not just a war- 
time fill-in. Tree Tanglefoot will become 
increasingly profitable to you year after year. 


Point of Sale Dealer Helps 


Display Stands, Counter Displays, Booklets, News- 
paper Mats and other helps are ready to go to work 
for you. 


iS THE TANGLEFOOT COMPANY 
mY) Grand Rapids, Michigan 


7 For Victory—Buy War Bonds 
AWE 
162 


The Band that says HALT 






to all Climbing Insects 











HARDWARE 


for Housing 


Barrel Bolts 
Chain Bolts 
Casement Fasteners 
Door Pulls 
Elbow Catches 
Floor Hinges 
Foot Bolts 
Friction Catches 
Garage Door Bolts 
Mortise Door Bolts 
Sash Lifts 
Sash Locks 
Screen Door Latches 
Screen Door Hangers 
Screen Door Hinges 
Spring Hinges 
Storm Sash Hangers 
Surface Bolts 
Surface Hinges 
Transom Chains 
Turn Buttons 
Etc. 





In all Government-Specified 
finishes. Specify “SHELBY” 
on your priority orders to 
Jobbers. 


THE SHELBY SPRING 
HINGE COMPANY 
SHELBY, OHIO 


oie BUILDERS HARDWARE 


Geod Lovks - Bella Ween 








Marking Time! 


The “Brooks” line—the outgrowth of 
nearly a hundred years of experience 
—includes thousands of wire items 
ranging from tiny screw eyes to meat 
Right now this 


long experience is working for Victory, 


and banana hooks. 


and hardware deliveries are limited to 
war necessities; but, “when the lights 
come on again,” we'll lose no time re- 
plenishing your shelves! 


M. $. BROOKS & SONS, Chester, Conn. 


Since 1848 


BROGKS :° HOGKS 
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“‘2-Cupper” Drip 
Coffee Maker 


The Silex Co., 80 Pliny St., Hartford, 
Conn., has announced a new number, 
created after months of experiment, to 
meet the demands of coffee rationing. 





According to the manufacturer, this 
| “2-Cupper” drip coffee maker brews 
just two cups, or only one, as the user 
prefers. Any member of the family can 
have a fresh cup of coffee whenever it 
is wanted. It is said to brew exactly 
the right amount, so that none is 
| wasted. Can be used to make tea also. 
Leaves are put in upper bowl, a little 
boiling water is poured in to make 
leaves expand, then more boiling water 
is poured through to required amount. 





Fiber Utility Can 


This “R-V” utility can is made from 
an entirely different fiber material. A 
sturdily built receptacle of 20-gal. ca- 
pacity, to serve in place of sheet iron 
or steel cans as a container for fruit, 
ashes, refuse, garbage, etc. According 
to the manufacturer, the new type of 
strong, extra-heavy, single-ply impreg- 
nated fiber, from which the can is 
made, has a bursting strength of 500 
lbs. per square ifch. Said to be light 
in weight, durable, water resistant and 
vermin-proof. Can has strong rope 
handles and an overlapping cover of 








| strength and lasting service. 
| new items made from this new “R-V” 





the same fiber material. All seams are 
made with heavy flat-wire stitching for 
Various 


fiber board will be marketed from time 
to time. Arvey Corp., 3462 N. Kimball 
Ave., Chicago, Ill. 








The Warning Lantern 
... with the 


SAFETY 
BEAM 





An ever-watchful sentinel for the 
streets and highways of today. 
Strong. Leakproof. Storm-tested. 
Ruby Fresnal safety lens magni- 
fies the flame to beacon size. 
Pint of oil lasts for 3 days and 
nights. Base is non-tipping. 
Choose Traffic-Gard for better 
protection at lower cost. 








Embury Mfg.Co.,Warsaw,N.Y. 








DETACHABLE BLADE 
KNIVES 


for HOBBYISTS 
& EVERY ART & 
CRAFT! 






No other item you've ever handled 

returns you so much sound, steady 

profit, er your customer such com 

Plete satisfaction . . . and that's. why eon - 

stant repeats make your profits swell. Here's 

ere | Prosperity just waiting to be asked 

GRAB IT! 

Address inquiries te Alfred Field & Ce., sole 

dware Field, 93 Chambers 


distributers in Har 
Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 





Let Sharp-Edged Advertising Help 


A national “big push”’ in .ywer reaching the 
rom °« 


very people who buy f Plus strong, 
compelling ‘Dealer Helps” “ane this handsome 
time-proved display eabinet containing ample stock 


. . . these together make X-acto Knives with 8 in- 
terchangeable blade types PROFITABLE. Get all 
the facts today. 


.- Oc; 
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Record Book 
REPAIR & RESURFACING COMPOUND | | For preparing farm income tax, re- 


turns. The new 1942 Income Tax Law 
for all types of surfaces requires every farmer with a gross in- 
come of $1,200 in one year, to file an 
income tax return regardless of whether 
he has to pay a tax or not. This amount 


ro = 84, 
you should have » 
“FARM-A- COUNT” 


RECORD BOOK 


INCOME Tax = 


“Farm-A-Count” | 
| 
| 















PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 


® Ready Mixed ® Ready To Use 
©@ Easy To Apply 
Greater compressive strength than 
concrete ... and it's resilient. 


LEV-L-FLOR stands up under the heaviest sates Aaa 
loads without cracking up or breaking out. ‘ FARM PA si TAX 
Requires no costly, time-taking preparing, Returns 
chipping or cutting of old surface. No skilled : 

labor. Dries overnight ready for service in 
the morning. LEV-L-FLOR assures a strong, 
smooth, good-looking surface that is Fireproof 


— me 








. Waterproof... Slipproof . . . Sparkproof a : ; ia a 

’ Decayproof . . . Dustproof . . . Weather- | Heavy Structurals, Channels, Angles, 
proof .. . Acid- and Alkali-proof! Economical, ; F ‘ g Zee lates, Sheets, Cold 
too. Packed in 55-gal. drums, 5-gal. and 1-gal. is $300 less gross income than in 194] | Tees and Zees, Plates, Sheets, 


pails, and 1 qt. cans. 
Send for literature ''HA'' 


Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 


law, hence means a larger tax than in 
. 1941. This farm record book has been 
JOBBERS Mony attractive territories | published to help the farmer keep a 
are open to Jobbers. ‘on ate recor P is expenditures 

Write for full details today complete reco d of all his — as . 
and expenses, in order for him to get 

































WRITE TODAY FOR LITERATURE * roth age peg snc edo Son, Inc., Chicago, Milwaukee, Detroit, 
\ CENTRAL PAINTs VARNISH WORKS cade of all ‘Saiintey oath ta: hs Cincinnati, Cleveland, Buffalo, Boston, 


BROOKLYN, NEW YORK sale of his products. This book covers St. Louis, Philadelphia, Jersey City. 
all details in connection with expenses, 
depreciation and allowances which may 
be construed as allowable deductions. 
It also contains easily understood in- | 
structions; space for recording receipts | CONVERSION and 
and disbursements by day, month and 
year; space for recording analyzation | MODERNIZATION 
of the purchase of new assets; deprecia- 

tion schedules for building, machinery | 
and livestock, etc. Also space for em- | 
ployment records and opening and 
closing inventories. Three types of book 2 
published, one with heavy leatherette j . 
cover, another with orange leatherette 

cover and can also be had with brown 
cover for imprinting. Each number 
packed one doz. to display carton. 


Farm-A-Count Publishers, 309 Empire “i ” 
Bank Bldg.. St. Paul, Minn. SUDDEN DEPTH 


— DRILL BITS 


i 
CARBOLOY TIPPED—. Wed 
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Mechanics Like This 


IMPROVED 
Hack Saw 


BLADE 


Made of a new steel containing 
molybdenum. That's what 
makes this hand biade good. 
It’s hard throughout, yet 
tough—flexible—teeth will 

not strip. Unbreakable in 

a hack saw frame. Color- 

ful display assures fast 

sales, 













1943 Calendar Available e 
The 1943 calendar of the Baker Mfg. That Cut 50 to 75% Faster 


Co., Evansville, Wis., portrays a refresh- In Masonry and Concrete 


ing chapter sic? the lives of little folk This super-penetrating PAINE Drill Bit assures a uni- 
on the farm in wartime. While they form accurate-size hole in Concrete and Masonry walls 











THE CAPEWELL 






MFG 





HARTFORD, ¢ 





NN 


last, copies may be obtained by writing | in a fraction of the time it would take with a star 

aes, Ke é “4 drill. Can be used in any rotary drill (slow speed) 
to the company. The calendar also | —the results will amaze you. Just the thing to drill 
pictures the company’s “Sky Power” | _ holes for all types of anchors, conduit and pipe. It is 


quiet in operation and holds its edge for a surprisingly 
large number of holes. Available on A-9 Priority. 


Ask your Jobber and Write for Catalog 


‘ 0) te 70 THE PAINE CO., 2963 Carroll Ave., Chicago, Ill. 
“Monitor” line. With buyers far out- | Offices in Principal Cities 


numbering units available, however, the 
Baker company is filling the gap by in- 
| stituting a national windmill and well 
repair program. Windmill wheels, tow- 
ers, pumps, and spare parts are being | FASTENING 

furnished wherever possible to repair | and HANGING Walaa} 


idle farm wells. 


automatic windmill water system and 
“Silent Flow” automatic electric water 
system, both recent newcomers to the 














AGE FEBRUARY 18, 1943 95 











STARRETT is exerting every effort 
to meet the urgent demand for pre- 
cision tools occasioned by the war 
production program. At the same 
time the STARRETT standards of 
accuracy and workmanship that you 
and your customers have learned to 
appreciate and respect are being 


steadfastly maintained. 
THE L. S. STARRETT CO. 
World's Greatest Toolmakers 


Precision Tools 
Ground Flat Stock 
Metal Cutting Bandsaws 


Hacksaws 


Dial Indicators 


Steel Tapes 
Athol + Massachusetts - U.S.A 








HOLMES’ 
PROVEN 
VEGETABLE SEEDS 


Have Proven Their Merit to 
Thousands of Customers 


* 
Superfine Stocks 
Result of Years of Careful 
Selection 
a 
We Specialize in 
Vegetable — Flower 
Grass Seeds 
& 


Please Send Your 
Lists Early for 
1942 Crop 


HOLMES SEED CO. 


Seed Growers 
Canton Ohio 











“Concora” Mailing 
Container 


A timely mailing container for -end- 
ing gifts to service men. Made of heavy 
“Concora” board, printed to simulate 
a wood chest. Has a patented self-lock- 
ing bottom, no wrapping needed. All 
that is necessary is to assemble, ad- 
dress and tie with cord. They are sold 
flat, but can be easily and quickly as- 
sembled by the consumer without tap- 
ing or gluing. Box is said to meet all 
postal regulations. Size—9'% in. long, 
7% in. wide and 5% in. high. Tied 50 
to a bundle, shipping weight 26 Ibs. 





per bundle. Manufactured by Container 
Corp. of America, 111 W. Washington 
St., Chicago, Ill. Exclusive sales agents. 
Aluminum Goods Mfg. Co., Manitowoc. 
Wis. 


Synthetic Bristle 


The Brush Division of the Pittsburgh 
Plate Glass Co., Baltimore, Md., has 
introduced a carefully selected line of 
brushes made entirely of synthetic 
bristle. This material, known as Neo- 
ceta, was developed during the past 
three years at the laboratory of the 
Brush Division in Baltimore and is now 
being produced there in a pilot plant. 
Maker states that Neoceta synthetic 
bristle was released after extensive 
tests conducted on a_ scientific basis 
which have demonstrated that brushes 
made of this material closely parallel 
the performance of pure bristle 
brushes. Neoceta “bristle” is said to be 
equal in paint-carrying capacity to 
bristle and wears at the same rate 
as bristle; it is tapered, as is natural 
bristle, and any degree of elasticity or 
toppiness can be obtained by combin- 
ing the various diameters or lengths in 
which Neoceta is made. 


Wall Paper Cleaner 
in Glass Jars 


Climax Industries, Inc., 2080 W. 110 
St., Cleveland, Ohio, is now packaging 
its “Climax” wall paper cleaner in new 
transparent Duraglas jars to take ad- 
vantage of the colorfulness of its product 
in displays on dealers’ shelve:. This 
new glass jar, manufactured by the 
Owens-Illinois Glass Co., Toledo, Ohio. 





is said to give added importance to the 
distinctive pink shade of the cleaner. 
The regular label, used when the prod- 





uct was packed in metal containers, is 
retained on the new jar to insure cus- 
tomer familiarity with the package. 


“Kindle-Lite”’ 
Fire Logs 


Maker states that one “Kindle-Lite™ 
fire log takes the place of the usual 
three ordinary logs for building one 
log fire. Logs are said to ignite merely 
by the application of a burning match. 
According to the manufacturer, they 
give immediate, lasting heat and do 
away with paper, kindling wood, flying 
sparks, dirt, smoke and smell. Burn up 
completely without breaking apart and 
leave only clean, powdery ashes. Small 
size, 144 by 2 by 16 in., is said to burn 
about one hour: large size, 2 by 3 by 16 
in., will burn about two hours. It is 
claimed that these logs are non-danger- 
ous, not affected by moisture, will not 
deteriorate and can be stored anywhere. 





Both types of logs are packed in three- 
color display boxes. Dealer discount is 
40 per cent off the list prices, shipped 
f.o.b., Brooklyn, N. Y. Kindle-Lite 
Corp., 160 West St.. Brooklyn, N. Y. 


Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 


HARDWARE AGE 
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FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 


Buy Spring Hinges of Quality 
T Ss 





SPRING HINGES, 


We are proud that 
Chicago Spring Hinges have been specified and 


Type 2001 
The “Triplex” 


used for many of our Country’s greatest defense 


plants and for ships of our Navy. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 





WHALE BRAND 


Here’s a radically different de- 
sign in screw drivers—a big im- 
provement over standard models. 
These Super Grip Tools will give 
real service—take the toughest 
punishment your customers can 
hand out, right in stride. And 
they’re fast sellers—even your 
most critical customers will “go” 
for their perfect balance and 
rugged dependability. 


Step up your sales with these 
popular Whale Brand Coping 
Saws. They'll give your cus- 
tomers performance plus. Thor- 
oughly tested before leaving the 
factory, they have the same 
sturdy dependability character- 
istic of the entire Forsberg Line. 
Ask for the Whale Brand Cata- 
log that describes these and other 
good Forsberg Tools. 


SCREW DRIVERS and COPING _ BLADES 


I us 
BRAND 


SCREW ORIVERS 


A new design wherein 
blade, shoulder and 
shank are forged trom 
one piece of Tool Stee! 
No Slip” handgrip plus 


€ splitting Stond 
ord and Phillips types 


et 


WHALE 
BRAND 
COPING SAWS 
Sturdy frames in 
wide assortmen 
preferred sizes 
blades are of high cor 
bon tempered saw stee 
loop end or pin type 
fine or coarse teeth for 





vorious kinds of work 











Comp. 4 
ATHLETIC EQUIPMENT 


ALL SPORTS 
Popularly Priced 


YOUR JOBBER CAN GIVE YOU 
COMPLETE INFORMATION.. 
. . IF YOU DO NOT KNOW THE 
NAME OF THE JOBBER IN YOUR 
TERRITORY WActe us DIRECT! 
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Get to Know the Con- 


stant Sales Action in— 

WHALE and VIKING | 
BRAND HACK SAW 1 

FRAMES and WHALE 

BLADES @ COPING 

SAW FRAMES AND 


BLADES @ SCREW 
DRIVERS e HAND © MFG. CO., BRIDGEPORT, CONN., U.S.A. 
| DRILLS@BAND SAWS 





War or No War! 


ROGERS CARRIES ON 
With Exclusive Hardware Jobber Policy 


During these strenuous days we are doing our utmost to 
| supply our customers with Rogers liquid fish glue as rapidly 
as possible ... and we are abiding by our exclusive policy 
of offering the hardware trgde absolute protection by not 
selling to chain store groups, group buyers and mail order 
houses. In fact, be- 
cause of the excel- é 
| lent cooperation that An Apology and a Promise 
| has developed as a 
result of our strict 
hardware trade 
policy, we are ex- 
panding the program 
for your benefit, and 
| . WE ARE NOT 
ADVANCING OUR 
PRICES! 


wWPhone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 








If you have suffered any delay in ob- 
taining Rogers’ liquid fish glue, it is 
because Uncle Sam is the man ahead 
of you . . . we know that you won't 
mind waiting in line behind him. We 
assure you that we are doing our ut- 
most in research and production to 
fulfill all of your orders absolutely as 
rapidly as possible. Please bear with 
us in this respect . . we expect that 
you will receive your shipments 
promptly. 
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A popular buy-word 


Natienal 


HARDWARE 


(tae 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


Ie is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write todav 
for full particulars. 






National Manufacturing 
Company 
STERLING - - - ILLINOIS 

















Leok for the Arm-and-Hammer 


ARMSTRUNG BROS. 


Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “Saunders” type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type" the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 















“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and cas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 


Write today for Caft- 
alog C-39, showing 
the most complete line 
of Pipe Tools made. 















ARMSTRONG BROS.TOOL COMPANY 
"'The Tool Holder People"’ 

314 N. Franciseo Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St New York 
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PASHA Meetings 





PASHA OFFICERS—Left to right, front: Harry D. Kaiser, assistant-trea- 
surer PASHA; R. D. Howell, Perth Amboy, N. J., second vice-president; 
M. C. Gay, Jr., Tunkhannock, Pa., first vice-president; Clarence S. New- 
comer, Mt. Joy. Pa., retiring president; L. S. Kelso, Pittsburgh, Pa., presi- 


dent; George R. Park, Jr., Wayne, Pa. 


Rear: H. W. Sheeler, Red Lion. 


Pa.; George E. Corcelius, Huntingdon, Pa.; H. D. Whieldon, Greenville. 

Pa.; Charles J. Ritterhoff, Baltimore, Md.; James T. McCullough, Kittan- 

ning, Pa.; H. Haswell Pierce, Milford, Del.: W. Glenn Pearce, Philadel- 
phia, Pa., managing director. 


NAME & PLACE Pennsy!- 
vania & Atlantic Seaboard Hardware 
Association, Pittsburgh meeting 
Fort Pitt Hotel, Jan. 26-27. Phila- 
delphia meeting and election of offi- 
cers, Benjamin Franklin Hotel, Jan. 
28-29. 


NEW OFFICERS — President 
L. S. Kelso, Pittsburgh, Pa., succeed- 
ing C. S. Newcomer, Mt. Joy, Pa.; 
first vice-president, M. C. Gay, Jr., 
Tunkhannock, Pa.; second vice- 
president, R. D. Howell, Perth Am- 
boy, N. J.: W. Glenn Pearce, Phila- 
delphia, Pa., managing director; 
assistant treasurer, Harry D. Kaiser, 
Philadelphia, Pa. Advisory board: 
C. S. Newcomer, Mt. Joy, Pa.; 
Charles J. Ritterhoff, Baltimore. 
Md.; H. D. Whieldon, Greenville, 
Pa.; George E. Corcelius, Hunting- 
don, Pa.: E. Hulings Antrim, Cam- 
den, N. J.; James T. McCullough, 
Kittanning, Pa. Executive commit- 
tee: George KR, Park, Je., Wayne, 
Pa.: M. Haswell Pierce, Milford, 
Del.: R. M. Imschweiler, Tremont, 
Pa. 


ADDRESSES —Clarence New- 
comer, Mt. Joy. Pa., 
PASHA, said very few hardware 
dealers had been forced out of busi- 
ness in 1942, and that the hardware 
business will survive if any other 


president, 


type will. Many other types of busi- 
ness have been hit harder. We must, 
with all our sacrifices, remember the 
greater ones made by men and 
women in the armed forces. 

W. C. Judson, Big Rapids, Mich.. 
NRHA director. told of association 


services and said that even under 
present conditions hardware is a 


good business for those using their . 


heads as well as their feet. See what 
the other fellow is doing, jump into 
new lines only when you know some- 
thing about them, keep your enthu- 
siasm and be careful on luxury lines. 
Spend more time on buying and in 
combing the catalogs. Don’t be 
afraid, he stated, to put money in 
staple goods—for if not sold this 
year they can be sold next. Seek 
profit-making lines, cooperate with 
other dealers in finding sources of 
supply. Rent guns, trade skates, 
trade harness, etc., and consider part 
time students for replacing men and 
women lost to the armed forces or 
defense industries. 

Arthur Stanford, National Lead 
Co., told of the paint industry’s 
spring paint campaign saying there 
is plenty of paint, but dealers may 
not be allowed to buy as much as 
in previous years. Manufacturers 
and master painters are working on 
spring campaigns to inform people 
they can still get plenty of paint 
although not in all sizes. Dealers 
were urged to tie in with the cam- 
paign. 

Wm. Geo. Steltz, president of 
Supplee-Biddle Hardware Co., Phila- 
delphia, wholesale hardware dis- 
tributors, reminded those present our 
war effort comes ahead of anything 
else. This year presents a challenge 
to the hardware industry. Part of 
today’s difficulty is knowing and 
complying with the many govern- 
ment wartime regulations. It is 
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Add to your profits with this popular 10c item. Quick 
sales ... sure repeats! No styles ... mo seasons... no 
obsolescence. Packed 12 sticks on counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 














DOOR-IEASE 


STAINLESS STICK ‘LUBRICANT 























GOOD Reliable FLOOR SANDERS 
and EDGERS for RENTAL PURPOSES 


BUT. . DON’T WAIT! 
oe 


®lf you have never sold MIL- Sander and Edger rentals and sales of allied 


ORGANITE, you have very def- ‘al - : 
initely overlooked not only a materials are proving life-savers for many 


profitable sales opportunity for dealers in the present curtailed market. Get 
yourself, but also an exceptionally your share and make sure you have adequate 
satisfactory, all-around fertilizer | equipment. 

for your home and garden trade. 


MILORGANITE is unexcelled 
for producing and maintaining | 
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In spite of the fact that our facilities are now 
devoted 100% to producing for victory, 


4 healthy, luxuriant turf, flowers, we still have available for immediate 
/ | — trees and home gardens. | shipment a limited number of new and DREADNAUGHT 
t is clean, economical and easy | . 
> states ochinatine: aohteun | factory rebuilt DREADNAUGHT Floor MV 7 
Packed in Oe lasting in fertilizing effect. Even | Sanders and Edgers, as Double V-Belt 
ah-gecst boue, 30 the most inexperienced home well as various other re- B Silent Drive 
ORGANITE is easy to gardeners can use Milorganite | built machines which will Floor Sander. 
handle, and easy for successfully, | give long and satisfac- 
the customer to take This year...SELL MILORGANITE. * " 
away and use. Write for descriptive literature and tory service. DON'T 
name of nearest distributor, WAIT. Write TO- 


Dept. H-218 @ Milwaukee, Wis. 


facts and prices. 


7" SPEED EDGER 
MIL 0 i G ANITE Buy Bonds pron” sath. Yime a 
sander is rented. 


is the IDEAL LAWN & GARDEN FERTILIZER 


CLARKE SANDING MACHINE CO. 








DEPT.HA2ZS2,MUSKEGON, MICH 


TRICQ- @e He) RTO Hollymade .astic knoss 


fp SAVE CRITICAL MATERIALS 
fi re 4 F U S E S comply with federal specifications; ideal for low cost housing. 
COLOR TELLS SIZE 


“LOS ANGELES” 
Easy selection—quick inspection 








Design 
Latchset No. 91/4 
Allplastic 2” Ivory 
knob, plastic face 
insert, plastic ro- 
sette. Latch of 
diecast material. 
Black knobs at no 


SAFETY SHOCK-PROOF TOP 
No shocks—no cuts—no burns 
HANDY COLORED CARTON 
Sell 5 fuses at a time 
7-COLOR DISPLAY BOX 


Attracts attention—increases sales 











ASK YOUR JOBBER FOR Pr ea: extra cost. 
COLORTOPS — z ° Manufacturers of Hollymade plastic glass and metal latchsets, 
3 sj metal cabinet hardware, plastic pulls and knobs. 
TRICO FUSE MFG. CO.~~sy PACIFiC PLASTIC AND MANUFACTURING CO., INC. 
MILWAUKEE WISCONSIN 4865 Exposition Bivd., Los Angeles, Cal. 
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ALL CLEAR is the signal Double x] 


flashes a floor after varnish, shellac, wax 
and dirt have been whisked away by its 
double-action. Bleaches-as-it-removes! 
Today this service-veteran is playing a big 
part in Home Defense... making old floors 
do for the duration. How’s your stock these 
war-days? Order from your jobber! Schalk 
Chemical Company, Los Angeles. Chicago. | 


- AWARTIME PRODUCT 


COLLINS VISIBLE 


The Glass Mail Box... 


¥ J 












| 





Multiplies Its Own Sales 
Every Home a Prospect 


The All-Glass Mail Box with 
Plastic Fasteners 





Absolutely No Metal or 
Ww Parts 


Because of demands of War 
Housing Projects, we cannot 
always fill orders imme 
diatey. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention. THE COLLINS 
VISIBLE creates quick sales 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Specialty 


FEATURES 


® Contents Always Visible 
Trips and Exposure in © Heavy Crystal Glass Body 
Bad Weather in Attractive Stippled 
@ Will Never Tarnish, Split, Design 
Warp, Rust or Swell ® Large Capacity 


A WARTIME SALES LEADER 
Dealers everywhere report increased sales. Stock and display 
ow. National advertising in leading home magazines is 
reating an ever-increasing demand 
ORDER THROUGH YOUR JOBBER TODAY | 


GEO. F. COLLINS G CO. ff 


SAPULPA, OKLAHOMA 


®@ Saves Time, Unnecessary 
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patriotic for hardware dealers to 
continue in business. He said, “I 
dare you to like your business well 
enough to fight for your business.” 
Make stores attractive to women, 
add new lines and do the best you 
can with what you have.” 

C. A. Lumb, field consultant, 
Management Service, Industrial Di- 
vision, Wartime Prices and Trade 
Board, attended as official represen- 
tative of the Canadian government, 
accompanying Fred R. Smart, sec- 
retary, Ontario Retail Hardware As- 
sociation, Toronto. Ont., Canada. 
Mr. Smart discussed, “What Cana- 
dian Hardware Dealers Are Doing to 
Meet Wartime Conditions.” There 
has been little change in retail prices 
of goods, under ceiling prices, since 
December, 1941, in Canada. Manu- 
facturers and wholesalers cannot 
take on new lines or open new ac- 
counts without government permis- 
sion, he pointed out. He outlined 
suggested methods for maintaining 
hardware stores. during wartime. 
Included were: conserve irreplace- 


able items; build sales of easily re- 
placeable lines; suggest substitute 
lines; handle “agency” lines with- 
out carrying stock; resell used 
goods; have repair service or 
agency; sell dormant goods; have 
rental service; sell salvage material ; 
eliminate waste; decrease overhead ; 
save power; simplify stocks; reduce 
credit sales; shorten hours; sublet 
unused space; employ older help or 
women; watch breakage; have up- 
to-date bookkeeping systems; read 
trade publications. 

A question and answer session, led 
by John B. Conklin, Columbus, 
Ohio, concluded the Pittsburgh ses- 
sion. Government officials present 
and participating were: J. E. Craig, 
Business Specialist, Price Section, 
OPA; E. G. Albright, Price Execu- 
tive, Price Section, OPA; G. H. 
Leresche, Priorities Specialist, WPB; 
Douglas S. Donkin, Priorities Spe- 
cialis, WPB, and Mr. Longstaff, 
Rationing Section, OPA. Rationing, 
allocation and priorities problems 
were discussed. 


Oklahoma Convention 


NAME & PLACE —Oklahoma 
Hardware and Implement Associa- 
tion, annual convention Jan. 25-25, 
1943, at Chamber of Commerce, 
Oklahoma City, Okla. 


NEW OFFICERS — President, 
C. A. Fahnstock, Okmulgee, suc- 
ceeding W. W. 


Hickman, Ponca 


> > 


City; vice-president, R. R. Smith, 
Wakita; second vice-president, C. S. 
Springer, McAlester. Directors: 
Matt Culp, Duncan; G. G. Pinker- 
ton, Bartlesville; J. A. Wheatley, 
Yukon; J. Dewey Clemens, Ard- 
more; E. R. Bauman, Elgin, and C. 
L. Murphey, Stillwater. Executive 





OKLAHOMA OFFICERS—Letft to right, front row: Matt Culp, Duncan, director: 

C. A. Fahnstock, Okmulgee, president; C. S. Springer. McAlester, second-vice- 

president. Rear row: C. F. Nelson, Oklahoma City, executive secretary: J. 

Dewey Clemens, Ardmore; J. A. Wheatley, Yukon: E. R. Bauman, Elgin. 
directors. 
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HOME FRONT : 
1S IMPORTANT, TOO: 


THE 





When the “grem- 
alias a c i lins’ get in their 
mischievous work on 
household devices 
and home _ garage 
equipment — when 
those _ destructive 
little pixies cause 
one to break down, 
another to get out 
of order, etc., it is 
the ‘patriotic thing 
to “fix ‘em at home.” 
We must make everything last longer, these days! 





Nothing makes a home work bench more efficient and 
complete than a COLUMBIAN VISE. That need puts the 
responsibility up to the local hardware store—to you. 
Get in touch with your jobber. 


THE COLUMBIAN VISE & MFG. CO. 


CLEVELAND, OHIO 


9017 BESSEMER AVENUE, 


THE WORLD'S LARGEST MAKERS OF VISES 

















‘A ov $007, wo™ seiis ALL 
DEST mera THROUGH 


Jn FUR: : 
THE HEATING 
SEASON 


Just as long as people keep 
fires to heat their homes, you 
can SELL them— 


FIRE CHIEF BRICK SOOT DESTROYER 


(Reg. U. S. Pat. Off.) 
“The Original Brick Soot Destroyer" 


Chis new product comes in handy brick form—you simply toss 
a brick over a hot fire and it quickly destroys ALL SOOT in 
any furnace, boiler, stove, or fire-place that has a direct 
chimney connection. 













In an oil-burner the brick is suspended in the flame until 
consumed. Retails profitably at 25c per brick or 4 for $1.00. 
Thousands of home owners are buying FIRE CHIEF BRICKS 
to CONSERVE fuel and help our Government in the fuel con- 
servation movement. (Do not confuse Fire Chief Bricks with 
powder type products.) These new bricks are clean and easy to 
use. No Fuss—No Muss. They prevent chimney fires. ABSO- 
LUTELY SAFE. Our FREE Dealer Helps, Advertising Mats 
and Attractive Counter Display Case do the selling. Minimum 
trial order NOW: 1/2 gross $12.00 freight allowed. 5% discount 
(60c) if check accom- 
panies order, saving 
us bookkeeping ex- 
pense. Your profit: | 
$6.60. 


The KNACK Co. 
1518 E. Woodbridge St. 
DETROIT, MICH. 

Sales Agents: bt eng 
Pittsburgh Soot Destroyer Co. 


u 9. 
Pittsburgh, Penna. 
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‘*... and their spears 
into 


Until that time 
comes new tools 
aren’t going to be too 
plentiful, so the old 
ones in the home and 
on the farm must be 
taken care of. Re- 
mind your customers 
that a scythestone is 
a big help in keeping 
farm and garden 
tools working prop- 
erly. 





Get a 497-A display up on your counter; it is so 
easy to show the stones and let the customer 
“heft” them himself and choose one—or better 
yet, two: an artificial for fast sharpening and a 
natural for the finishing touch. 


Thirty-three stones in all—artificial, natural 
and fabricated—at a cost of only $4.97 (Denver 
and east). 

A 


And there are many others in the Norton Abra- 
sives line. If your customer wants a coarse 
“grindstone” grit, suggest a Western Red End; 
if he wants a stone to give a keen edge for cut- 
ting grass with fine, tough stalks, there’s the 
Black Diamond or the Indian Pond, dating 
back to the beginning of the Pike line in 1823. 


There is a stone for every use 
and every purse in the 
Norton Abrasives line. 








Your Jobber will 
have them— if 


you order early. 








BEHR-MANNING 


DIVISION OF NORTON COMPANY 


TROY, N. Y. 
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Improved, scientific, soluble - crystal 
home cleaner for dresses, suits, hats, 
ties, drapes, upholstery, rugs, ALL 
FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. ¢ Odorless, non-inflammable, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. @ Restores 
eriginal sparkle and brilliance to colors. ¢ Keeps 
hands smooth and soft. ¢ Amazingly economical 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'’S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 
















ALERS! 


DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 


FoR THE DURATION . . . men, 
machines and materials normally 
employed in the manufacture of 
Daisy Air Rifles have been placed 
at the disposal of the govern- 
ment. Meanwhile our research 
department plans ahead for the 
war’s end when Daisy’s 67 years 
of leadership will bring you big- 
ger and better values in 


DAISY 
AIR 
RIFLES 


DAISY MANUFACTURING COMPANY 
PLYMOUTH. MICH:GAN U.S.A 


* 7 * - x 
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secretary is C. F. Nelson, Oklahoma 
City. 


RESOLUTIONS —Favoredsim- 
plification of governmental reports. 
forms and regulatory bulletins; re- 
vision of manpower, materials and 
supplies program to aid the “Food 
for Victory” program; “pay-as-you- 
go” tax plan and a general sales tax. 
Opposed current policies “which 
tend to concentrate business in cer- 
tain geographical areas and favor 
larger business houses”; federaliza- 
tion of social security program. 


ADDRESSES— Hobart Thomas 
of NRHA stated that hardware deal- 
ers must develop new lines of mer- 
chandise and strive to “hold their 
own” as long as wartime price con- 
trol and priorities problems are 
acute. Careful planning of inven- 
tories is more necessary than ever 
before. 

Profits can be increased through 
careful planning even though gross 
business may drop, he said, it will 
be the inefficient, marginal operators 
who go to the wall this year. He 
discounted several predictions from 
government authorities that “20 per 
cent” of the hardware dealers will be 
unable to cope with wartime mate- 
rial shortages. 


Clyde Tomlinson, president of the 
National Retail Farm Equipment 
Association, stressed the importance 
of the Oklahoma hardware industry 
to the Food for Victory program. 
“The hardware dealer is closer to the 
farmer than any other member of the 
business community,” he declared. 

“Don’t pay any attention to the 
‘wolf cries’ out of Washington,” 
delegates were told by Luther R. 
Stein, vice-president and general 
sales director of Belknap Hardware 
& Manufacturing Co., Louisville, Ky. 
Manpower will be no problem, he 
said, for dealers who carefully ap- 
praise their employees of the prob- 
lems of doing business under present 
conditions. “Tell them you plan to 
stay with it and that their jobs will 
be secure,” he said. 

Mr. Stein also emphasized the 
value of the planned profit program 
setup by the national association. 

Representatives from OPA, WPB 
and the Oklahoma State Chamber of 
Commerce provided technical infor- 
mation in several discussion periods 
of the convention. The chamber of 
commerce representative, Dr. J. M. 
Ashton, was unable to answer half 
of the written questions on wartime 
taxation which delegates sent to the 
speakers’ table. 


Minnesota Convention 


NAME & PLACE—Minnesota 
Retail Hardware Association, con- 
vention and exhibit, Jan. 26-28. 
1943, at the St. Paul Hotel, St. Paul. 
Minn. 


NEW OFFICERS — President 
Carl Peick, Slayton, succeeding L. 
A. Luedtke, Fairmount; vice-presi- 
dent, Richard Mitchell Stevenson. 
Minneapolis; manager and_treas- 


MINNESOTA 
OFFICERS— 
Left to right: R. 
M. Stevenson, Minne- 
apolis, vice-pres- 
ident; C. A. Peick, 
Slayton, president: 
C. J. Christopher, 
Minneapolis, sec- 
retary-mangager. 


urer, C. J. Christopher, Minneapolis. 
Executive Board: G. H. Herreid, 
Deer River; P. W. Anderson, Sta- 
ples: A. C. Kasner, Foley; A. 
Totoushek, Belle Plaine. Advisory 
Board: F. C. Larson, Warren; J. A. 
Moren, St. Paul: L. A. Luedtke, 
Fairmount. 


RESOLUTIONS—Relating to 


support of Gov. Harold E. Stassen’s 





HARDWARE AGE 
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FIRST for Home nine Original and Only Patented Powder-Form Plastics — 
Repairs wood, tie, Made with real wood 
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At Your Jobber’'s NOW! THE SAVOGRAN COMPANY, India Wharf BOSTON, MASS Write for Literature 
-E 
FEBRUARY 18, 1943 103 











ARMSTRONG- BRAY 


STEELSRIP Prompt deliveries 
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both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 


aligning cards that hold hooks in 


perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 


i sizes 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 





vr long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 





5348 Northwest Highway, Chicago, U.S.A. 















Feature Purilan 
DRIER-OUTER 


Closet Size 
To Retasl at 69c 
Basement Size 
To Retail at $2 


To save property of your cus- 
tomers from destructive ravages 
caused by DAMPNESS. 

Best Sellers—you should stock 
Puritan 
Roach Killer 
Puritan 
Pine Disinfectant 
AND a full line of house- 
hold needs 


PURITAN SALES COMPANY 
209 PETERS STREET 
ATLANTA, GA. 
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plan of awards for farm production 
achievement; asking federal gov- 
ernment to classify agriculture an 
essential industry; relating to ad- 
dition-allotments by WPB of dairy 
supplies, poultry equipment, pumps, 
stock tanks, barbed wire, woven 
fence and staples; relating to in- 
advisability of a plumbers’ 
bill; relating to adusting of monies 
and credit tax; relating to withhold- 
taxes. Opposed federal sales 
tax. Favored trade-diversion bill; 
relief of rope shortage: plans for 
public economy; farm pump and 
well equipment priority. 


license 


ing 


‘What's 
theme, 
Farwell, 


ADDRESSES 
\head?” the convention 
Paul Anderson, president, 
Ozmun, Kirk & Co., St. Paul; 
“What's Going On in the Legisla- 
ture,” State Senator A. O. Sletvold. 
Detroit Lakes; “Winning the Bat- 
tle on the Home Front,” Dr. W. F. 
Kissick, Regional Business Con- 
sultant, Department of Commerce; 
“War Information, Please,” a ques- 
tion-and-answer session featured by 
the interrogation of officials of the 
WPB, OPA, ODT, AAA and Fed- 


eral Reserve Bank; “Your 1943 
Budget,” Rivers Peterson, manag- 
ing director, NRHA; “What’s 


rg as a Manufacturer Sees It,” 


Geo. H. Halpin, vice-president and 
general sales manager Minnesota 


Mining & Manufacturing Co., St. 
Paul; “Our Part in These Times,” 
Prof. J. O. Christianson, Director of 
Agricultural Research, University of 
Minnesota College of Agriculture. 
Collateral sessions included a meet- 
ing of war goods buyers, reunion of 
past presidents with Ed Juni, Bill- 
ings, Montana,, presiding, tax clinic, 
with C. A. Peick, vice-president, of 
Slayton, presiding, assisted by A. 
V. Andresen, association accountant 
as adviser. 

Retiring president L. A. Luedtke 
said, “Our business is essential in 
serving the farmers and producers 


of the nation. We are a necessary 
part of the war effort. Every 
farmer must have additional tools 


to carry out the government pro- 
gram for greater food production 
and the hardware man can and will 


handle distribution of these tools 
more economically than anyone 
else.” 

Paul Anderson, forecasting trade 


developments said, “The disposition 
of our government is to be increas- 
ingly cooperative with retail busi- 
ness as witness the creation of the 
Wholesale and Retail Division of 
the War Production Board which is 
designed to prevent those ‘300,000 





$75 
PEPPERS 


A COMPLETE LINE 


ASK 
73 Years Reoulaliora 
ne ae 


AMERICAN SHEARER MFG. CO., nasnua, wun. 





YOUR 
JOBBER 





This fast growing necessity has been 
provided for in a new and simplified 
method devised by FARM-A-COUNT 
RECORD books. Farmers need to 
keep accurate records for Federal and 
State Income Taxes. This Record pro- 
vides complete information. Good for 
any year. Retails at 50¢ and $1.00. For 
dealer prices see your jobber or write 
direct to 





FARMERS’ RECORD BOOKS 


FARM -A-COUNT PUBLISHERS 
309 Empire Bank Bldg. St. Paul, Minnesota 











DTI TE 
ROCK HARD 
WATER PUTTY 


Will Not Shrink - Sticks and Stays Put 





HELPS WARTIME MAINTENANCE) 









IMMEDIATE DELIVERY from your jobber 


Donald Durham Company, Des Moines, lowa 








Registered U. S. Pat. Office 
Patented Gripper 
Clips, flexible steel, 
Ebony finish. Small 
size holds kitchen 
utensils, tools, golf 
clubs, canes, ete, 
Large size for 
brooms, mops, gar- 
den tools, ete. Re- 
tails 10¢ ea. Also 
Robertson original 
“‘Horseshoe Mag- 
net’”’ Hammers. 


e GIBSON GOOD TOOLS, 
Box 26B Orange, Mass., 


INC. 
U.S.A. 


Gripper Clips 














There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 
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HERS 
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Oxide Finish 








Distributors 


JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 


Seymour Smitx 


Sunap Gt Praner 


Thin, keen blade — easily cuts 34’ greenwood, twigs, even 
twine. Won’t pinch or blister hands. Preferred by women — 
demanded by all pruning experts. In handsome display car- 
ton with hardwood sticks to prove its cutting action. 


EYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 







Easiest Cutting Pruner Made 0: 


Hedge Shears 

Tree Pruners 

Grass Shears 
Lopping Shears 


Specialists in Garden Shears for Three Quarters of a Century 
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aa OPENERS 


EGG pesto il 


Wen 





€icP-REMOMERS— 








Limited production 
of Can Openers 
and Beaters avail- 
able FROM JOB- 
BERS ONLY. No 
shipments made 
from factory. 





ADD A STAR on your 
“service flag” for the 
absent items on your 
counter — “out” to help 
with the war, they'll 
pay you better later 
than they ever could 


today. 
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000 WEWS 
FOR COFFEE-RATIONED 
AMERIca) 


More cups 
to the pound! 


ie flavor in the cup! 


RY Rebberless 


with Exclusive Ground Glass Seal 


A sensational new vacuum brewer using no 
rubber! Not a mere drip pot. 6-8 cup (medium 
size). Complete with all famous CORY features: 
Safety Stand for upper glass; Hinged Decanter 
Cover; Measuring Cup; Cory Glass Filter Rod. 
Matched mahogany-tone Bakelite fittings. 


fo) PAT OF 











FOR 50c 
gq Perfect Your Present 
iN Coffee Maker | 
with CORY GLASS FILTER ROD 


Fits most makes. No cloths, chains, springs. 


Nearly 5,000,000 in use. 


te 


CORY GLASS COFFEE BREWER CO. 


NOT INC 


325 North Wells Street Chicago, Illinois 








Established 
1890 


FOR 


“UNITED” 
VICTORY 


‘Use Brushes of Marit’ 











Buy U. S. WAR BONDS 


UNION MADE—A.F.L. 


UNITED BRUSH MANUFACTORIES 


<UBM> 116 WOOSTER STREET 





‘‘UNITED BRUSHES”’ 


FOR PAINTING 
AND DECORATING 























NEW YORK, N. Y. 


New yor 
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PA 








Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum. 50 woras.. $4.00 
All capitais, maximum, 50 woras... $.00 
Each additional word. .08 


Posiuons Wanted 
(Special Rate) se: soiid. mazimum 
DP GEE conahs sdb bests ueneaes 31.00 
Each additional worc..... eee 05 
Allow Seven Words tor Keged Address or Your Adar 
BOXED DISPLAY RATES 
One :ncn Sabbeebatseneetchacas 6.00 
Eacr additicnai imcn......... 4.00 











COMMISSION WAREHOUSE 


with sales service available to the manu- 


facturer interested in servicing his 
trade throughout Jefferson, St. Law- 
rence and Lewis Counties, Upstate 


New York in a prompt and efficient 
manner at a minimum of expense. 
Our company now representing a large 
old line paint manufacturer in this con- 
nection most effectively. Qualification 
references if interested. 

Call or write O. M. Robbins, Armstrong 
Place, Watertown, N. Y., for complete 
details. 





ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a_ visit to New York City. 
No Priorities Necessary! WNationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for For additional informa- 
tion, write 


Box H-192, care of HARDWARE AGE 
190 E. 42nd Street, New York City 

















WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE Co. 
OXFORD, PA. 
We aise buy 
surplus or discontinued items. 














— OPPORTUNITY — 


Sales manager for twenty odd years, with 
background of success in handling sales and 
salesmen for a leading housewares manufac- 
turer, desires correspondence with a manu 
facturer or wholesaler in need of the ex- 
perience offered. 

Address Box H-i66, care of HARDWARE AGE 

100 E. 42nd St., NM. Y. City 














HAVE LARGE SUPPLY SCHLAGE A 
locks and Dexter 1691, knockers, letter plates, 
house numbers, all polished brass. Also shutter 
hardware, cellar sets, hinges, etc. Can be bought 
without priority. Address Box H-197, care of 
Haroware Ace, 100 E. 42nd St., N. Y. City. 


SALESMEN FOR METROPOLITAN NEW 
ENGLAND and Midwest territories to sell 
plumbing supplies to the hardware store as a 
side line. Salesmen with hardware store follow- 
ing only need apply. Commission basis. Good 
opportunity for the right men. Address Box 
a - care of Harpware Ace, 100 E. 42nd St., 
N fr. City 





LINES WANTED. TIMES ARE CHANG. 
ING. We can sell anything you have to offer 
to the hardware, housefurnishing and gift shop 
trade. We are a well established sales organiza- 
tion in the Metropolitan New York area. Ad- 
dress Box H-196, care of Harpware Ace, 100 
E. 42nd St., N. Y. City 





WELL ESTABLISHED TRAVELING 
SALESMAN, 16 years selling the hardware and 
plumbing supply trade in Western Pa., Ohio, 
West Virginia, Kentucky and Indiana, desires 
connection with a reliable manufacturer. Ad- 
dress Box H-183, care of Hampware Acr. 100 
E. 42nd St., N. Y. City 
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KEYS WANTED, BARREL TYPE FOR 
drawer locks, any quantity. For sale, cabinet 
locks with round bottoms, various sizes. Address— 
Slidex Manufacturing Corporation, 80 Wall 
Street, N. Y. City. 





MANUFACTURERS’ REPRESENTATIVE 
WANTS ADDITIONAL LINE on commission 
basis. Well established and qualified, now selling 
the hardware and allied trade in Tennessee and 
Kentucky. Excellent following among the well- 
rated retail and wholesale accounts. <A-1 refer- 
ences. Address Box H-194, care of HarpWare 
Ace, 100 E. 42nd Street, N. Y. City. 





WANTED, WE WILL BUY HARDWARE, 
tools, plumbing and electrical supplies and 
kitchenware; any amount—large or small—-close- 
outs, overstock or complete inventories of con- 
cerns desirous of retiring from business. What 
have you? Address Box H-164, care of Harp- 
ware Ace, 100 E. 42nd Street, New York City. 





BEFORE DISPOSING OF YOUR ODD 
lots, large or small, hardware and electrical sup- 
plies, don’t fail to see us. Highest prices paid. 
Address—Walker Gadget Company, 30-50 Church 
St., N. Y. City. Tel.—W0Orth 2-9412. 





HARDWARE MANUFACTURERS’ ARE 
YOU INTERESTED in associating with an 
established hardware sales organization and lay- 
ing the groundwork for the post-war period in 
eastern Pennsylvania, southern Jersey and Dela- 
ware ?>—Warehousing facilities and display space 
available in Philadelphia wholesale hardware dis- 





trict! Address Box H-187, care of HARDWARE 
Acr, 100 E. 42nd St., N. Y. City. 
MANUFACTURER’S REPRESENTATIVE 


DESIRES A STRONG, outstanding line for the 
hardware trade, paint trade, or both in the New 
England territory. Have an exceptionally fine 
following among wholesalers, chains and major 
dealers. Reside within the territory, have an 
excellent sales record, and can be relied upon for 
efficient, intelligent representation. Address Box 
H-178. care of Harpware Ace, 100 E. 42nd 
Street. N. Y. City. 





WANTED—COMPLETE SET OF HARD.- 
WARE STORE shelving and steel drawers. Ad- 
dress—I.. M. Longley & Son. Norway, Maine. 





casualties among storekeeping’ spo- 
ken of so loosely a few months ago. 
Wholesalers have appealed to the 
WPB and are articulate. You re- 
tailers, if you will do the same will 
find federal functionaries are mak- 
ing every effort to help retail trade.” 


Earlier Mr. Anderson said “The 
retail hardware dealer is a morale 
builder and will so prove himself. 
He will show that, above personal 
tain, he has made his objective the 
winning of the war. While service 
to the commonwealth is his only de- 
sire, he knows that he must survive 
to be able to serve and his actions 
will indicate that it is patriotic as 
well as practical for him to ask for 
those items of assistance that enable 
him to maintain his effectiveness in 
the business scheme.” 


Coming Conventions 
and Events 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 11-12, 
1943, at Birmingham, Ala. Headquarters 
and sessions at the Thomas Jefferson 
Hotel. J. H. Crowe, 410 N. 21st St., 
Birmingham, Ala., is secretary. 

American Toy Fair, March 8-20, 
1943, inclusive. Permanent exhibits at 
200 Fifth Ave., New York City; 1107 
Broadway and other permanent show- 
rooms and at the Hotel McAlpin, Broad- 
way and W. 34th St. The fair will be 
sponsored by Toy Manufacturers of the 
U. S. A., Inc., 200 Fifth Ave., New 
York City, James L. Fri, managing di- 
rector. Horatio L. Clark, assistant di- 
rector, is in charge of the fair. 

Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary. 

Southern California Retail Hard- 
ware Association, annual convention 
and exhibit, Feb. 24-25, 1943, in Los 
Angeles, Calif. Convention headquar- 
ters, sessions and exhibit at the Elks 
Club. J. V. Guilfoyle, Rives Strong 
Building, Los Angeles, Calif., is man- 
aging director. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23-24, 
1943, at Nashville, Tenn. Headquar- 
ters and sessions at the Andrew Jackson 
Hotel. Morris Jones, Box 784, Nashville. 
Tenn., is secretary. 

Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 22-23. 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville. 
Va., is secretary. 

West Virginia Hardware Associa- 
tion, annual convention, Feb. 22-23. 
1943, at Huntington, W. Va. Head- 
quarters at the Governor Cabell Hotel. 
Sam H. Diemer. Box 363, Fairmont, W. 
Va.. is secretary. 
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Plain or fluted, with or without handles, these Beron 













a 
a Abrasive Bricks are ideal for dressing concrete, rub- 
} in bing down stone, or removing rough edges from tile, 

brick and metals. A wide variety of sizes for every 
) need. Display BEREA Rubbing Bricks for year- 
di round profits. BRG 
1 PRD 
ters Qa cA 

oy 7) Other quick-selling BEREA Abrasives 


include Grindstones, Knife Sharpeners, 
Scythestones and Grinding Wheels. 
Feature the full line! 
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a Division of The Cleveland Quarries Co. - Cleveland, Ohio 
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ad- 
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ew 41% PROFIT MARGIN... 
di- 
di- 
C4 LA 
, with New TAPERLITE Streamlined Assortment 
eC- 
gh, ? 
the Candles are a big new hardware-store item— 
1] especially during these times of war shortages! 
te, For a quick and continuous response—for real 
profits, order your striking new counter display 
rd- of Will & Baumer Taperlites. 
- Taperlites are the only popular-priced hand- 
“4 dipped candles with the new Firmfit End that 
ee prevents tipping and dripping . . . and they’re 
ne made with all the style and fine craftsman- 
in- ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
ia- Taperlites a must on your counter. 
4, 
m Free! This Handsome Counter Display Stand 
on . with your order for the new introductory " Assort t 1,000"’ 
le. 8 doz. 10” Taperlites to retail at 15¢ a pair Standard Color Arrangement—2 doz. White; 2 doz. 
8 doz. 15” Taperlites to retail at 20c a pair Old Ivory; 1 doz. Blue; 1 doz. Peach; 1 doz. 
ia- TOTAL RETAIL VALUE...... vessse-16.80 Foliage Green; 1 doz. Yellow. 
3. CORE PO ncn $10.00 Other colors available if desired: Cream, Pink, 
e, DEALER'S PROFIT........ .--.++--6.80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 
le. Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 
a ORDER Your Introductory Assortment from Your Wholesaler TODAY! 
3 If He Can't Supply You, Mail Your Check for $10.00 Direct 
4 WILL & BAUMER CANDLE CO., INC, fstoblished 1855 
c Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 
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USERS’ BOOSTS 


Send Scores of Customers to Stores 
Each user is so enthusiastic about 
her Rochow Swirl Mixer her word 
of mouth advertising often sends a 
dozen new customers into your store. 
We say, “Rochow Swirl Mixers Sell 
Themselves.” This accounts for the 
fast turnover and quick profits en- 
joyed by department and hardware 
stores everywhere. 


Orders Can Be Placed Through 
Jobbers or Direct 


ROcHOW SWIRL MIXER COMPANY 


P. O. Box 7818 Rochester, N. Y. 


ACTION! for YOU and 
Your CUSTOMERS! 
Hoppe’s No. 9 Gives It! 


No. 9 cleans firearms like 
Both military and sporting or 
home guard guns. It gives your customer 
maximum results and satisfaction and it 
gives you a turnover that’s hard to beat. 
Try it with your trade—today. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia, Pa. 





Makes 
Gravy, Sauces and 
25 Other Mixes 


Lumpless 

















In short, Hoppe’s 
nobody’s business. 
























rofits. 
can supply 


MOORE PUSH-PIN COMPANY 
113-25 Berkley St., Phila., Pa. 






Since 1900 


Genui"® DOMES 2 SILENCE 














SLIDE SILENTLY - SOFTLY- SMOOTHLY 


= SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 





lated Cuchi 


Domes of Sil — | Glides 





For Tile, Marble, Cement and Bathroom Floors.: 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all turniture 


Ask your Jobber. If he 


DOMES of SILENCE, Inc., 35 P 











Adwenrtinen 





A 


Alter Company, Harry . 
American Central Mig. Corp... 
American Chain & Cable Co., 


Inc. . ‘ P musabhasecs 
American Chain Div. aig 
American Grease Stick Co. 
American Shearer Mfg. Co.. 
American Steel & Wire Co.. 
American Thermos Bottle Co., The 
Ames Baldwin Wyoming Co....... 
Armstrong Bray sa Risa ranekaeae 
Armstrong Bros. Tool Co......... 
Arrco Playing Card Co. “6 
Atlas Ansonia Co. 
Automatic Products Co. 
Autoyre 
Averbach, 


Inc., Theodore 


Baker Mfg. Co. 
Behr-Manning 

Bennett Fireplace Co. 
Berea Abrasives ... 
Boston Woven Hose & Rubber Co. 
Briggs & Stratton Corp. 

Brooks & Sons, M. S. ... 
Burgess Battery Co. 


c 


Capewell Mfg. Co. : 
Carnegie-iilinois Steel Corp. 
Central Paint & Varnish Wks. 
Century Metalcraft Corp. 
Chicago Lock Co. .... 

Chicago Spring Hinge ‘Co. 
Clarke Sanding Mch. Co. . 
Clayton & Lambert Mfg. Co. 
Cleveland Cap Screw Co. 
Cleveland Chain & Mfg. Co. 
Cleveland Cooperative Stove Co. 
er 
Collins & Co., Geo. F. 
Columbia First Aiders 
Columbia Steel Corp. 
Columbian Rope Co. ..... ‘ 
Columbian Vise & Mfg. Co...... 
Columbus-McKinnon Chain Corp. 
Corning Glass Works 
Cory Glass Coffee Brewer Co. 


D 


Daisy Mfg. Co. 

Delco Appliance Co. 
Dietz Co., The R. E. 
Domes of Silence 
Draper-Maynard Co 
Dri-Kleen Co., The - 
Durham Co., Donald 


E 
Edlund Co. 
Embury Mfg. Co. 
F 


Fairmount Tool & Forging Co. 
Farm-A-Count Publishers 
Federal Tool Corp. 

Flexible Steel Lacing Co. 
Forsberg Mfg. Co. 


G 


Lamp Div. 
Inc. 


General Elec. Co., 
Gibson Good Tools, 
Gilmer Co., 


H 


Hazard Insulated Wire Wks. 
Heller Bros. Co. 

Hodell Chain Co. 

Holmes Seed Co. 

Hoppe, Inc., Frank A. 
Hotel Peabody 


Independent Lock Co. 
Irwin Auger Bit Co. 


J 
Jennings Mfg. Co., The Russell 
Johnson Steel & Wire Co., Inc. 
Justrite Mfg. Co. : 


K 
Kester Solder Co. . F 
Klein & Sons, Mathias 
Knack Co. ‘ 


18 
78 
74 


79 
23 
101 





L 


Landers, Frary & Clark . 
Lloyd Products Co. 
Lowe Bros. 


Martin-Senour Co. 
McCambridge & McCambridge 
McKinney Mfg. Co. ... 
Miller, Inc., Robert E. 

Millers Falls Co. 
Moore Push-Pin Co. .. 
Myers & Bro. Co., F. E. 


N 
National Die Casting Co. 
National Mfg. Co. 
Nicholson File Co. . 
North Bros. Mfg. Co. 
Norton Lasier Co. . 


° 


O-Cedar Corp. 
Okonite 


P 


Pacific Plastics & Mfg. Co. 
Page Seed Co. 

Paine Co. . 
Patterson- Sargent Co., 
Plantabbs Co. 
Plymouth Cordage Co. 
Porter, Inc., H. K. a 
Puritan Cordage Mills... 
Puritan Sales Co. 


R 
Railway Express-Air Express Div. 
Remington Arms Co., Inc. 
Rochow Swirl Mixer Co. ....... 
Rockford Brass Works 
Rogers Isinglass & Glue Co. 


Russell, Burdsall & Ward Bolt & 
Nut Co. Sree ree 
Ryerson & Son, Inc., Jos. T 
s 


Samson Cordage Works 
Sand’s Level & Tool Co..... 
Savage Arms Corp. 
Savegran Co. 

Schalk Chemical Co. .... 
Scholihorn Co., William .. 
Sewerage Commission ; 
Shapleigh Hdwe. Company . 
Shelby Spring Hinge Co. .. 


ET oo ae cdbekcneanewes 
Smith, Inc., Landon P. ...... 
Smith & Son, Inc., Seymour.. 


Socony Vacuum . 

Southington Hdwe. Mfg. Company 
Stanley Tools 
Starrett Co., The L. S. 


Sunlite Mfg. Co., The..... 
Swift & Co. ee 

T 
Tanglefoot Co., The 


Taylor Instrument Companies 
Tobacco By-Products 

Trico Fuse Mfg. Co. 

Triplex Screw Co. 


U 
Union Hardware Co. ee : 
United Brush Manufactories ... 
United States Steel Corp. .. 
Utica Drop Forge & Tool Corp. 


v 


| Vaughan Novelty Co. 





Ww 
Warren Tool Corp. 
Weaver Pres-Kloth Co. 
Whitney Carriage Co., F. A. 
Will & Baumer Candle Co. 
Woodruff & Sons, Inc., F. H. 
Wooster Brush Co. 


x 


X-Acto Crescent Prods. Co., Inc. 


Y 
Yale & Towne Mfg. Co. 
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np Sere pais 
mar AIR EXPRESS 
IN THE USE 
10 
3 
Ie bas Si 
. OF HACK SAW 
% 
u 
: 93.6% = © FRAMES 
“The impetus given by the war 
t ° 
: to AIR EXPRESS operations... = e 
= is indicated in figures for the Just looking at a UNION 
| sl & first ten months of 1942 show- — f P 
- ing a rise of 93.6 per cent in a a Se Ge poe @ 
: pounds carried... Despite re- f d d 
; lease of about half of commer- a oC a 
104 ° ° e ° 
cial air-line equipment to the 
Kevan cuits ta tle Sant. dee lasting quality. But the fee/ 
s Div.. 1 eee , ‘ “ 
sess 2 theless, by rearrangement of oe Pe a 
SO : schedules, increasing plane . 
Tor a ; hours a day, and stepping up = hold ¢ UNION 
2 = plane maintenance and servic- a customer to hold a 
= ing, air lines are equaling and he'l 
& : even surpassing pre-war per- 3 tool and he'll never want to 
r formance.” 
103 > Exeerpt from New York ET ea let go. 
100 Herald Tribune, January 11, 194! 
103 “S 
% 
12 
9 
: 
¥ " Although you do not need a priority “ ra A % D 
: . 6 a ats 
o be i. : to ship by Air Express, if you have = 
n =—S —s 
sn : war production shipments requiring Pa TH e M 
- priorities, they will be granted. Phone FF 


Railway Express Agency, Air Express ant 
DIVISION, or any air line ; U N | 0 be 


EVERY 
LAS ~ 
A HARDWARE COMPANY 
| G/R<is EXPRESS | attain 
ie ee a sed -1-1) ‘ich ce) \Maezol \) p 


NEW YORK OFFICE IS| CHAMBERS STREET 


Division of RAILWAY EXPRESS 
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WINDMILLS o PU 


Windmill 
SKY CREWS 


Needed Immediately 


How many windmill wheels are gone with the wind 
in your territory? Dozens of towers are standing 
idle, with crumpled vanes or no wheel at all. 
Here is your chance to speed up Food for Vic- 
tory production...help win the war and earn 
extra income on the side. Why not make a 
lightning checkup of all windmill towers in your 
vicinity? Baker will supply Monitor wheels and 
repair parts wherever humanly possible. If a 
farmer no longer needs his tower, it can be 
erected for someone who does, Every idle well 
should be repaired. Let the world know 
your Monitor SKY CREW is equipped to 
J stort the farm heart pumping again, 






DISTRIBUTED BY 
BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, !a.; Cedar Rapids, la.; Fredericksburg, 





mPs 
mpyacks ® 


2 PU < la.; Omoho, Neb.; Konsos City, Mo.; Enid, Okla.; 
HAND PUMP 5 Hutchinson, Kan.; Brandon, Manitobo, Canada. 
AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 


w 


ELL suPPLies 





Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 


















Join the 
BLACK LEAF 40 
PARADE 


- e Millions of peo- 
= ple read Black 
Leaf 40 advertising every month. Metropolitan 
newspapers, national magazines, farm papers 
and country newspapers all add their voices to 
the shout. 





Over 3,000 Publications 
Carry Black Leaf 40 Ads 


This year, over 3,000 publications will tell the 
story of Black Leaf 40 for spraying flowers, 
fruit trees and vegetables, for delousing poul- 
try and for dipping and drenching live stock. 
Every month in the year reference is made 
from time to time on repelling dogs. The 
advantage of Black Leaf 40 is that it has a year 
‘round sale. 


Stock Black Leaf 40 





TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 

















FIENDOIL 


THE GUN CLEANER 
Thats £ leaning Up 


FOR DEALERS 


In War-Time Sales! 


Gun cleaning now is not a hobby—it’s a neces- 
sity—for everyone who owns a gun. Fiendoil 
is building up big new sales because of present 
hecause of the present 


emergency conditions 
campaign—and the 


high-pressure Fiendoil ad 
new 35c Fiendoil bottle. 
Fiendoil is the cnly gun cleaner on an oil base 
that removes primer and metal fouling in a 
single operation. It gives laborless gun clean- 
ing and absolute rust protection. 
NEW FIENDOIL CARTON 
New 35¢ Bottle 
The new Fiendoil carton brings you 12 new 
Fiendoil bottles individually boxed in bright, 
colorful, self-selling counter display. 
YOUR PRICE RETAIL PRICE 
$2.80 per Doz. 35¢ per Bottle 
Order Through Your Jobber or 


McCambridge & McCambridge Co. 


Baltimore 


























SOUTHINGTON 


4 


i 


SCREWS 
For Wood or Metal 


Since 1867 the name Southington has 
stood for dependable value in hardware. 
Southington Wood Screws, Drive Screws 
and Sheet Metal Screws are in constant 
demand because of their superior quality. 
All standard sizes with various styles of 
heads in the most called for types. Send 
for Catalog which illustrates and de- 


scribes the entire line. 


THE SOUTHINGTON 


HDWE.MFG.COMPANY 


Est. 
1867 


SOUTHINGTON, CONN. ix: 
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ITS ALL IN 
THE WHEEL 


Red Devil GLASS CUTTERS 


Readers know that the wheels of the famous RED 
DEVIL Glass Cutters are made on precision machin- 
ery by exclusive Red Devil methods thereby produc- 
ing a uniformly high quality 25¢ tool equal to a $15 
diamond. But let's quote, in the words of a user 
what HE thinks of a Red Devil Glass Cutter: 


“This fall—and even right now, due to fuel 
restrictions, we've been busy every minute, 
glazing storm sash, replacing broken and 
cracked window lights everywhere. 

“Believe me, if | hadn't used a Red Devil |! 


doubt if I'd been able to push this pen. It's 
a sweet little tool — it cuts true, without 
pressure—and the glass breaks clean. 


“The modern (modern-line) handle fits the 
hand. I expected to have more callouses 
and blisters than a jeep tester, that is on 
my fingers and thumb, with all the glass ! 
had to cut. But, no sir, the Red Devil gives 
unheard of hand comfort. 


“Red Devil cuts twice as much glass and 
cuts it better—it's all in that wheel.” 


LANDON P. SMITH, Inc., IRVINGTON, N. J., U. S. A. 
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SHAPLEIGH HARD 
ST. L 2 aa COMPANY 








